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Common Sense Wins Out Over 
Price Hysteria 


HAT a change has come over the trade in the Felt of him briefly and then yelled ‘Great Heavens, 
past week in contrast with the dollar com- what a toad!’ 
modity of the past three months. April But we who see our terrors, if up to them we prance, 


opens up with common sense as a keynote to business, Are sure to find our awful toads are merely ele-phants.”’ 


social and political life. It illustrates clearly the 

value of eyesight and we credit “Judge’’ with some- The phantom hope that prices would go lower was 
thing most pertinent: in the minds of most American merchants; they: 
hesitated in the placing of orders, for they figured out 


“‘A blind man met an elephant reposing in the road, that ‘what is up must come down.” Little did they 





Rhinestone Shoe Buckles Taxable at 5 Per Cent (Jewelry Tax) 


Section 905 of Title IX, Excise Taxes, War Revenue Act of 1919, reads **That on and after April 1, 1919, there shall 
be levied, assessed, collected, and paid (in lieu of the tax imposed by sub-division (e) of section 600 of the Revenue 
Act of 1917) upon all articles commonly; or commercially, known as jewelry, whether real or imitation; pearls, 
precious and semi-precious stones, and imitations thereof; articles made of, or ornamented, mounted or fitted with, 
precious metals or imitations thereof or ivory (not including surgical instruments); watches; clocks; opera glasses; 
lorgnettes; marine glasses; field glasses; and binoculars; upon any of the above when sold by or for a dealer or his 
estate for consumption or use, a tax equivalent to 5 per centum of the price for which so sold.”’ 


AN INTERPRETATION THEREOF BY COMMISSIONER ROPER OF INTERNAL REVENUE 
OFFICE, WASHINGTON 


Washington, D. C. (Telegram), April 2, 1919—When sold by or for a dealer or his estate for con- 
sumption or use, shoe buckles made of or ornamented or mounted or fitted with rhinestones or other 
precious or semi-precious stones or imitations thereof are taxable under section 905. 

Whether taxable when so made of or ornamented or fitted with plain metal cut steel enamel will 
depend upon whether such enamel constitutes an imitation of gold, silver or other precious metal. 

ROPER, Commissioner. 


Rhinestones, therefore, are taxable—any materials imitative of gold, silver or other precious metal are tax- 
able. But our interpretation—legally sustained—is that plain metals and cut steel are not subject to tax. 
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reckon with the standards of the world on the price 
question. It took a trip of shoe manufacturers and 
tanners to Europe to bring back this significant fact 
that raw materials and finished products were high 
the world over, and that a scarcity of both made im- 
possible a perceptible lowering in any general run of 
commodities. Some details may drop off a few cents, 
but the general high average becomes the new after- 
the-war base from which to determine the price. 

Our cartoon vividly pictures the price situation 
as it refers to shoes. It conveys a message to the 
American public that can be put to your advantage. 
Show it to your trade, reproduce it in your newspapers 
and make it a measuring-stick of values for the months 
tocome. The level of prices is in keeping with current 
conditions the world over. We are gradually gather- 
ing a sort of wisdom that tells us the new price levels 
are the normal price levels for the new and after-the- 
war era. 

The thing that has held business up since the sign- 
ing of the armistice has been the expectation that 
seems to come naturally after a war, that prices will 
come down. However, in going back to the compara- 
tively little Civil War that we had in this country in 
1861-1865, it is found that prices did not decline for 
some time. Then, there were only parts of our own 
country that was devastated and needed supplies and 
materials of various kinds. As a result of this war, 
entire nations have been devastated and some thirty 
to fifty million men have been taken away from their 
regular pursuits. The vast country of Russia is doing 
nothing in a productive way. In fact, Mr. Hoover is 
authority for the statement that nothing that the rest 
of the world can do can possibly prevent ten million 
people starving to death in Russia within this year. 


Irving Fisher, profes- 





April 5, 1919 


culated by the Department of Commerce in Washing- 
ton, of which Secretary William C. Redfield, who has 
been talking so much about lower prices and who 
organized the new Industrial Board, is in charge. 

In his statement, Professor Fisher says: 

‘“‘We are on a permanently high price level and the 
sooner the business men of the country take this view 
and adjust themselves to it, the sooner will they save 
themselves and the nation from the misfortune which 
will come, if we persist in our present false hope. 

‘Business men should face the facts. To talk rev- 
erently of 1913-1914 prices is to speak in a dead 
language today. The buyers of the country since the 
armistice: have made an unexampled attack upon 
prices through their waiting attitude, and yet the 
price recessions have been insignificant. The reason 
is that we are on a high price level, which will be found 
a stubborn reality. Business men are going to find 
out that the clever man is not the man who waits, but 
the one who finds out the new price facts, and acts 
accordingly. 

“‘Against any considerable reduction in bank credit, 
and hence in the general level of prices, we shall find 
the whole business community in arms. Falling 
prices mean hard times for the individual and for the 
nation and every one resists the tendency.” 





Customary Government Efficiency 


E have a distinct example this week how gov- 
ernment departments work. Ten days ago 

we wired Washington for a ruling on buckles. We 
followed it up three days later with another telegram, 
then wired our Washington representative to call in 
person upon the Commissioner of Internal Revenue 
and on Wednesday of 





sor of political economy 


this week we were 
forced to call up Wash- 


at Yale University, 
after a careful study of 
the situation, can see no 
hope for lower prices, at 
least in the immediate 
future. He does see the 
bare possibility that 
there may be a trifle re- 
duction in a year’s time, 
but that then prices 
would continue on a 
plane far above the pre- 
war level. 

A rather peculiar con- 
dition prevails in that 
the statement and re- 
port of Professor Fisher, 
in which he says that 
lower prices are not 
possible, is being cir- 





A Time for Mental Sanitation 


T is well to be patient; it is well to be mild of state- 
ment; it is well to respect the honest opinions of all 
men, even though we may think them mistaken. But it is 
also well occasionally to call an infernal fool by his right 
name. And some of our “parlor revolutionists’’ need the 
names branded into their hides. There are two fitting 
remedies for the man who preaches “‘revolution”’ in this 
most favored land in the world at this time; _first, a rap 
from a policeman’s club; if he is only an agitator, not 
believing in his own lies, but bent only on fooling bigger 
fools than himself, this will cure him; but if he is really 
an infected case, then apply internment and isolation, 
just as we intern and isolate mental or physical cases of 
contagious disease. We stand high in physical sanita- 
tion; let us raise the average of mental and moral sani- 
tation as well. The latter is as important as the other— 


even more so. WALTER C. TAYLOR. 








ington on the _ long 
distance telephone and 
talk with Commissioner 
Roper himself so that 
some interpretation of 
the jewelry clause could 
be forthcoming. 

It was obvious in our 
telegrams that we want- 
ed the decision before 
April 1, but it was not 
until the morning of 
April 3 that we could 
get the information to 
be printed on the edi- 
torial page. At that, 
we had to take it to - 
two lawyers to get 
interpretations. 
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We live in hopes of a business like administration 
of such important departments as the Revenue 
Department, but in all probability we will “die in 
despair.” 





Lovely and “Consistent” Woman 


OMEN’S clubs carry on a campaign for dress 
reform. Sensible and_ serviceable is their 
slogan. This they have for a shoe rule: 

“Shoes should be straight along the joint and the 
big toe, have low, broad heels, plenty of room in 
length and width. This is especially necessary for 
street and business dress.” 
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Beautiful woman “‘at the club,” why the “straight 
along the joint and the big toe?” Surely somebody 
has an orthopedic shoe to sell. Who ever heard of a 
straight line on the foot—there is not a straight line 
in all nature. Advocate one thing, but in truth we 
know you will call for something else again. That’s 
what clubs are for—to campaign for one thing and 
immediately declare to a sister of fashion that be- 
cause things are standardized “I want something 
different.” 

In a paraphrase of Andy McGowin on another 
subject, “Prohibition No—Temperance Always,” let 
us say “Style Standardization Never—good taste and 
sense always.” 





-— 


Show This to the Public 


And Use It in Your Display Advertising 























John - Is 
4 pounds 
@ about $20, 
+ in our 
. money? 

























































“The American public is fortunate in an adequate supply of footwear at a reasonable price. In no country 
on the face of the globe can footwear be purchased at as low a cost in comparison to the wage scale—‘‘Recorder.” 
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SPEAKER JOSEPH E. WARNER 
Addresses Boston Shoe Trades’ Club 


Speaker Joseph E. Warner of the Massachusetts House of 
Representatives, addressed the members of the Boston Shoe 
Trades’ Club at their weekly luncheon, April 2, on ‘“‘Legisla- 
tive Problems.”’ He had a large and representative audience 
of shoe and leather men who applauded many of his telling 
points in relation to some of the overshadowing state and 
national problems of the hour. 

Representative E. T. Wright of Rockland entertained as 
his personal guests the members of the Social Welfare Com- 
mittee of the Legislature, and several other prominent people, 
including Chairman Alfred W. Donovan of the State Board of 
Labor and Industries. Representative Wright’s effective 
work on Beacon Hill in behalf of the business interests of the 
state were referred to by Vice-President Thomas F. Ander- 
son, who presided. 

Referring to the labor problem, the speaker said that labor 
in this state must receive its just dues, but in line with a 
policy that will not place Massachusetts at too great a disad- 
vantage with the other forty-seven states. 

“In respect to foresight in establishing good labor condi- 
tions, our Massachusetts shoe and leather industry has done 
much to enable our. state to adopt a series of humane and 
reasonable laws governing working conditions in our factories. 
Eventually there has got to be a square deal between capital 
and labor,”’ said Mr. Warner. 

After referring to the important work that must be per- 
formed by the State Commission on the development of 
Massachusetts commerce, to be appointed by the Governor, 
Mr. Warner closed with a reference to the menace of Bolshe- 
vism. Following the reading of the bill to curtail the activi- 
ties of anarchistic agitation now pending in the legislature, he 
said that our own state is extensively impregnated with this 
poison which is eating into the vitals of the world, and that 
every citizen of the commonwealth should be awake to the 


danger. 


LOAN FUND FOR EXPORT TRADE 

To Assist Exporters in Financing Foreign Trade 

Washington.—The War Finance Corporation will soon 
offer to American exporters the privilege of borrowing from 
its $1,000,000,000 fund for financing foreign trade. Sums 
up to $50,000,000 will be loaned to any individual firm, 
corporation or export association, probably at 534 per cent 
interest, for a maximum of five years, on adequate collateral. 
The nature of this security has not been determined, but it 
is probable that paper representing export merchandise will 
be acceptable. Collateral to the extent of 125 per cent of 
the loan will probably be required, and loans will be made 
either direct to exporters or through banks. Many informal 
applications for information and for advances have already 
been received. 





DEATH OF ROBERT J. WALSH 
Well Known Bostonian and Style Expert 


Robert J. Walsh, Roston manager of the Dayton Last 
Company, died at the City Hospital early on the morning of 
April 3. Mr. Walsh had been in poor health for the past few 
months. He went to ce = 
the City Hospital for a ee 
treatment last week, EG 
but heart disease f 
from which he was 
suffering had become § 
too far advanced for 
his recovery. His 
funeral takes place @ 
from his late home, 
31 Russell Street, 
Brookline, this Satur- 
day morning. 

Mr. Walsh was 
the originator of Shoe 
Style Shows. He at- 
tained remarkable 
success as the man- 
ager of the Boston 
events. His January 
style show at Sym- 
phony Hall was re- % 
garded as the best of 
all of his efforts in 
this direction. 

He was one of the founders of the Boston Shoe Trades’ 
Club and was responsible for the selection of the present site 
of the clubhouse. He also served on the Governing Board. 

Mr. Walsh had a host of friends and his loss will be keenly 
felt by the trade. 

Mr. Walsh is survived by his wife, Gertrude, his mother 
and his brother, William J. Walsh, who were with him when 
he passed away. , 





THE LATE ROBERT J. WALSH 


RICHARD LENNIHAN RETURNS 


Completes Washington Service and Goes to Business 
College at Harvard 


Washington, D. C., April 3—Richard Lennihan, who was 
first known to the leather industry through his work as a 
member of the Conservation Division of the War Industries 
Board and who has recently been connected with the Indus- 
trial Co-operation Service of the Department of Commerce, 
has just left Washington after having been doing war work 
for about a year and a half. Mr. Lennihan will be associated 
with the Business College of Harvard University in the 
future. 
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RHODE ISLAND SHOE RETAILERS’ ASSOCIATION 


Hold April Meeting—Twenty Members Pledge 
Attendance at Worcester Style Show 


Providence—The Rhode Island Shoe Retailers’ Associa- 
tion held a meeting on the evening of April 1 at the store of 
Frank Ballou. The new recreation rooms on the third floor 
of Mr. Ballou’s store, which have recently been fitted up for 
the boys and girls to recreate in, were used as the meeting 
place. These rooms have been provided with reading matter, 
tables and chairs, in 
fact, Billy Sunday’s 
own chair is part of 
the equipment as well 
as his rub- down 
table. 

Some _ thirty-five 
persons were present 
at this meeting. A 
buffet supper took 
place at 6.30, with the 
usual fraternal gossip 
among the boys and 
a few arguments. 


Lieut. A. C. Joyce 
Gives Talk 


The first speaker 
was Lieut. A. C. 
Joyce, a former boy 
scout worker in Prov- 
idence, who after 
Plattsburg was as- 
signed to the Air 
Service and sent to 
the Supply Depot in 
Paris. Mr. Joyce gave a most interesting talk of the various 





ROY S. WHITMORE 
Secretary Rhode Island Shoe Re- 
tailers’ Association 


offenses. 

John Gray of Woonsocket, one of the members who is in 
the Ordnance Department stationed in the Aberdeen Proving 
Ground in Maryland, told a little of the experiments carried 
on there. 

Twenty of the members are pledged to attend the style 
show in Worcester next Tuesday under the auspices of the 
Worcester Shoe Retailers’ Association. Five or six machines 
will leave Providence at 10.30 a. m. and pick up the Paw- 
tucket and Woonsocket boys along the road. 

Two new members were elected at this meeting. 


GOVERNMENT REPORTS HIDE STOCKS 
DECREASING 


Washington, D. C., March 31—Decreased stocks of hides 
and skins in the United States on January 31, compared with 
those held on December 31, are shown in the monthly report 
on hides issued by the Bureau of Markets, Department of 
Agriculture. 

Stocks on January 31 were: cattle hides, domestic and 
foreign, 5,601,700 pieces; sheep and lamb skins, 6,835,383; 
pig skins, 165,732 pieces and 1,306,997 pounds of strips; 
horse hides—whole, 86,611, fronts, 18,258, butts, 120,318 
pairs, and shanks, 132,959; calf and kip skins, 1,745,995; 
kangaroo and wallaby, 353,161; deer and elk, 232,957; goat 
skins, 4,238,026; kid, 241,554; cabretta, 601,686; and buffalo 
hides, 44,664 pieces. Detailed reports showing by classes 
domestic and foreign stocks in the United States can be 
secured from the Bureau of Markets at Washington. 
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STATISTICS ON WAR DEPARTMENT’S PURCHASES 
And Cancellations of Foreign Made Army Shoes 


Washington, D. C.—The cancellation of large orders for 
foreign-made shoes resulted in keeping down to six per cent 
of the total number of pairs bought our purchases in the 
European markets. The statistical branch of the General 
Staff of the Army has just prepared a table showing that the 
War Department bought a total of 17,823,649 pairs of field 
shoes. Of this number, 1,114,649 pairs were furnished by 
foreign manufacturers. 

Shortly after the arrival of the first large batches of Amer- 
ican soldiers overseas, General Pershing placed large orders 
for army shoes with British manufacturers. They were to 
supply several million pairs in large installments monthly. 
At the time there was some question as to the expediency of 
this plan. In the first place, conditions were such as would 
necessitate our sending to England enormous quantities of 
sole and upper leather, findings, and materials. The British 
manufacturers could not begin to give our men as good and 
as comfortable a shoe as could our own manufacturers. 
One of the ideas involved in the proposal was the conserva- 
tion of shipping. It was proved that it would require five 
times as much shipping space transporting the unmanu- 
factured stocks as it would to send the shoes. 

The British manufacturers were very slow in going ahead 
on their orders. In the meantime, the shoe men attached 
to the Quartermaster’s Department of the Army were 
developing the so-called Pershing trench shoe, the superior of 
anything theretofore produced. Prompt deliveries were 
assured; prices were right—there was no need for. purchases 
abroad. The need for shoes was great, because of the terrible 
wastage brought about by war conditions. If the English 
could not handle our orders, American manufacturers could, 
and wherever possible the business was cancelled. 

The result of cutting down the British business is to be 
seen in the figures announced by the General Staff. 

Other purchases included 2,843,000 pairs of rubber hip 
boots, all of which were of home production. There were 
also delivered to the army 51,116,074 pairs of heavy wool 
stockings, of which 3,791,074 pairs, or seven per cent, came 
from foreign mills, and 53,858,675 pairs of light, wool stock- 
ings, of which 2,022,675 pairs, or four per cent, came from 
foreign mills. Canada furnished practically all of the 
foreign product. 


SHOE AWARDS CANCELLED 


The Navy Department has just cancelled shoe awards for 
more than 500,000 pairs of Navy shoes. The firms which 
have been included in these cancellations have not been made 
public. Owing to the large shoe orders which have been 
placed during the past few months by the Navy Department 
it is understood that if the personnel of the Navy continues 
as at present the department will not be in the market 
for shocs' for more than a year to come. There are more 
than a million pairs of shoes in stock at the present time. 


PICTORIAL SURVEY OF INDUSTRY 
Wanted for War College Library 


Washington, D. C.—The shoe and leather industry is being 
called upon by the Army War College to furnish photographs 
of the work and plants during war activities. These photo- 
graphs are wanted in connection with a pictorial history 
which is being compiled of what the industries of the country 
did during the war. The same request is being made of other 
industries by the War College. 
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Photographs Taken by American Shoe and Leather Mission in France 





The American Shoe and Leatiies Mission 
in London 


Important Meetings Held with United Tanners’ Federation, the Light Leather 
Trades’ Federation and the Boot Manufacturers’ Federation---Another Meeting 
and Banquet Given by American Chamber of Commerce, London 


The story of the receptions given the ‘‘Boot and Shoe Recorder” 
Party in London is so vividly depicted in The Shoe and Leather 
Record of London that we print herewith accounts of the 
meetings from the viewpoint of our English trade journalists.— 
Editor. 


HE representatives of the shoe and leather trade of the 
— United States who have been on a visit to this country 

and the Continent, were entertained at lunch on 
Thursday, the 6th inst., at the Savoy Hotel, London, by the 
United Tanners’ Federation, the. Light Leather Trades’ 
Federation, and the Boot Manufacturers’ Federation. The 
proceedings, which were of a thoroughly enjoyable character 
—the speeches’ being terse, tinged with humor and not too 
numerous—were presided over by Sir Edward Penton, K.B.E., 
who was supported by Messrs. H. I. Thayer, E. B. Terhune, 
Mackenzie A. Williams, Owen Parker, W. A. Posnett, A. E. 
Marlow, F. J. Marquis, G. W. Dobbins, H. Percy Densham, 
E. P. Holmes, F. H. Briggs, Samuel Barrow, Geo. B. Britton, 
M.P., W. A. Taylor, Geo. Pocock, H. E. Tebbitt, H. W. Cook, 
Peter Alison, John T. Day, J. H. C. Crockett, Jas. Garner, 
C. W. Horrell, H. Holder, S. J. Clarke, A. Wilkes, W. Hub- 
bard, G. H. Measmore, H. P. Hussey, A. Church, E. M. 
Carman, G. Geary, P. Steadman, J. A. Moore, F. T. Riley, 
Martin E. Lewis, C. F. Stead, H. B. Wasgatt, D. E. Reeves, 
L. B. Rogers, F. S. Goulding, John Loake, A. M. Blake, 
J. H. Marlow, T. O. Hart, H. C. Beeby, Jas. Collier, E. 
Emerson, A. D. Sapsworth, John Arthur Craig, R. Noblett, 
S. J. Thomas, G. E. White, and E. J. Long. 


Shaping the New World 


The toast of “‘The King and the President of the United 
States” having been honored, Sir Edward Penton said he felt 
that it was a great privilege to have been asked to preside over 
such an important gathering at a time when the English- 
speaking race was doing so much towards shaping the future 
of mankind. 


Those present represented the shoe and leather trade of 
this country and of the United States. The visitors from the 
States included tanners, boot manufacturers, and members 
of the trade Press, and they crossed the Atlantic with the 
object of conferring in a friendly spirit with members of the 
trade in this country, so that when the new world was finally 
shaped it would be possible for the two English-speaking 
races thoroughly to understand one another and to act in 
unison in the interests of humanity and civilization. 

Proceeding Sir Edward said that next year would be the 
three hundredth anniversary of one of the greatest land- 
marks n history. It was in 1620 that the Mayflower 
reached New England, the outcome of which was the founding 
of the United States—that great country which, when it 
saw the world menaced by an unscrupulous autocracy, 
stepped in to avert the peril. Having referred to the posses- 
sion by the Anglo-Saxon race of a common inheritance in 
art, literature, and its love of freedom, Sir Edward pointed 
out that even in the War of Independence, there was no 
severance between England and America of the ideals for 
which both countries stood, for at the time the English people 
were themselves engaged in a final struggle against autocracy. 
George III had started his reign with a determination to live 
up to the motto taught him by his mother, who advised him 
to “‘act the King’ and he opened his career as monarch 
with a packed Parliament, which brought about the War of 
Independence against the wishes of and in opposition to the 
will of the British people. Burke’s great speeches showed 
that the people who mattered in this country opposed the 
war. Thanks, however, to such men as Wilkes and Beck- 
ford this country had been able to maintain a limited mon- 
archy which had never since tried to impose autocratic 
government on the people. 


The Ideal of Freedom 


Concluding, Sir Edward Penton said the war had been 
responsible for many wonderful happenings. The extraordi- 
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nary and successful efforts made by the trade to equip our 
great Army had impressed him deeply. The heroic defense 
of Verdun would be remembered for all time, but perhaps 
the event which had most impressed him was when in July, 
1918, he saw the soldiers of the United States, every one of 
whom had sailed 4,000 miles to take part in the fight with a 
purity of motive never previously known in history and only 
equalled perhaps by Peter the Hermit. The men impressed 
him because he felt and knew they had left their homes to 
fight for the great ideal of freedom. It was on the basis of 
that ideal that the official representatives of various countries 
in Paris were trying to shape the future peace of the world. 
On the success or failure of their efforts the future happiness 
of the people would depend, and the work by the peace- 
makers would have a great influence in regard to the insistent 
demand now being made for an improvement in social 
relations. Owing to the incidence of economic circumstances 
certain classes of the people, even in free countries, had not 
participated in benefits which freedom ought to have con- 
ferred upon them. Under the inspiration of the ideals of 
freedom, which was common to all English-speaking peoples, 
he looked forward to great developments. With equal 
opportunity for all, and with better education, the progress 
of the whole civilized world was assured. (Cheers.) 

Owen Parker, president of the Boot Manufacturers’ 
Federation, having congratulated Sir Edward Penton on his 
able and eloquent speech, said the three Federations desired 
to accord the visitors from the United States a welcome on 
their arrival. But that desire was frustrated by the vagaries 
of a portion of our population. (Laughter.) 

In the circumstances it was perhaps a relief to know that 
industrial unrest had also recently manifested itself in the 
well-ordered country of the guests. (Laughter.) Instead, 
therefore, of bidding them welcome those present had met to 
bid them God-speed on their return. He hoped the short 
time they had spent in the home-land (cheers) and on the 
Continent had been pleasurable and profitable. He also 
hoped they had been able to realize some of the sacrifices 
which the shoe and leather trade of this country had made 
during the war in the common interest of the world. The 
British shoe and leather trade had the satisfaction of know- 
ing that it had contributed largely to the welfare and com- 
fort of the soldiers in the field. It did to time what it had 
been asked to do, and it had done its work successfully. 
In making that statement he (Mr. Parker) was departing 
from the usual and customary modesty of Englishmen. 
(Laughter.) He regretted that the visitors’ stay was so 
short, and that they had not had an opportunity of investi- 
gating British boot manufacturing systems. However, he 
did not think British boot manufacturers had anything 


that was new to tell them or to show them, but what he 
regarded as important was that the visit paid might result 
in a closer association than had formerly existed between 
the industries of the two countries. 


Surprising Prices for Boots 


Personally, he (Mr. Parker) looked forward to a closer 
association with their kinsmen across the Atlantic. He 
had studied the methods of United States Boot manufac- 
turers, had been astonished at their enterprise, had mar- 
veled at the output of their factories, and had been sur- 
prised at the prices they quoted for the boots they offered. 
(Laughter.) He had been very pleased to meet the visitors 
and was glad that they had arrived at a moment when this 
country was emerging from the ordeal of battle after over 
four years of exhausting warfare. The visitors. were, he 
was sure, convinced after all they had seen that the great 
work of reconstruction which now faced the world would be 
accomplished only as the result of international co-operation. 
He was grateful to them for visiting this country and for ° 
taking the opportunity of seeing and understanding our 
difficulties and troubles. ‘‘We had,’’ concluded Mr. Parker, 
“been loyal comrades in arms and would in future be loyal 
comrades in peace.”’ (Cheers.) 


No Disaster for Tanners 


Mr. Densham observed that he had never previously 
addressed a composite meeting. Five and a half years ago 
he had the misfortune to be chairman of the Tanners’ Fed- 
eration, and then had to get used to addressing people with 
a view of inducing them to do what he wanted them to do 
instead of their doing what they wanted to do. (Laughter.) 
The result was that so far as the tanners’ end of the trade 
was concerned things had not been disastrous. (Laughter and 
cries of “‘Certainly not.’’) On behalf of leather producers he 
cordially welcomed such meetings with ‘‘our cousins from 
across the sea.”’ (Hear, hear.) He felt that great good would 
accrue from the visits paid by the guests to the devastated 
areasin France. They would go back to the States as prop- 
agandists and tell their people that it was the privilege of 
the Anglo-Saxon race te work in unison for the benefit and 
honesty of the world. Such missionary work would tend 
to the closer co-operation of the English-speaking people. 
(Cheers. ) 

Some Absent Friends 


Mr. Posnett said he was sorry the number of visitors from 
the States was not larger. He would like to have seen 
present L. H. Nelson, the representative of the United 
States Leather Co., and an honest trader for whom he had 
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great respect. He missed, too, Philip Abbott, the rep- 
resentative of the A. C. Lawrence Co. He got to know 
Mr. Abbott in the early days of the war, and he had greatly 
helped him in the heavy tasks he (Mr. Posnett) had under- 
taken since the outbreak of hostilities. ‘“‘Mr. Abbott,” 
remarked Mr. Posnett, “‘has served me well. He supplied 
the goods I wanted and packed them well. And when I 
received them I found they were as good as he said they 
would be.”’ (Cheers.) Mr. Posnett also complimented R. H. 
Long, who, when the British Army was in need of equipment, 
turned his factory on to equipment-making, and did the 
work efficiently. 
The Death of Mr. Eldon Keith 


Mv. Terhune, who was the first to reply on behalf of the 
visitors, said the minds of the guests were in a chaotic state, 
in regard to all. they had seen and heard. On the 
voyage back to America they would be able to sort out 
their impressions, and would then have a great deal to tell 
their trade organizations. One of those who had arranged 
to take part in the trip was Eldon Keith, but he was unable 
to do so, as he was requested by the United States Govern- 
ment to visit Great Britain as a member of a Labor Com- 
mission appointed to investigate conditions in the ‘Old 
Country.”’ He (Mr. Terhune) left Mr. Keith in this coun- 
try while he and others went to Italy. On leaving Italy 
and getting home—(cheers)—and he felt he was back at 
home when he reached England—he learned to his great 
regret that Mr. Keith had died. 


The Tragedy and Horror of It 

Continuing, Mr. Terhune said the visitors had not come to 
‘England out of morbid curiosity; they came to see and learn 
what had happened, and they now knew the tragedy and 
‘horror of it all. He had seen the ravished districts of France. 
It was not business that had prompted the visit. It was the 
desire of the Bureau of Information that they should come 
-and get to know the truth. There were one hundred and 
‘ten millions of people in the United States, and very many 
knew Kittle about the story of the world holocaust. ‘‘We 
‘shall go back,” said Mr. Terhune, “and tell the story as it 
can only be told by those who have actually seen it.” 

Mr. Terhune added that a little while ago reports were 
published in this country of statements said to have been 
made by United States Senators. Those reports were not 
true. He had since seen the verbatim reports of the pro- 
ceedings referred to. Concluding, he extended a_ hearty 
invitation to members of the British shoe and leather trade 
to visit the United States. ‘“‘What you want,” he declared, 
*‘you can have. You'll be welcome to inspect our factories 


and we'll give all the information we can.”’ 


Enough Glory for All 


Mr. Thayer, who followed with an earnest and sincere 
address, said he had been deeply touched by the remarks of 
the chairman. His feelings differed now from any he had 
experienced during the whole period of the trip. When the 
chairman spoke of the Pilgrims he felt as he had never felt 
before the truth of the statement that the same blood ran in 
his veins as in the veins of Englishmen. He was born under 
the shadow of the statue erected in honor of Miles Standish, 
and was of the thirteenth generation of that great man. 
(Cheers.) He had now seen the graves of the soldiers in 
France and had witnessed horrors that followed in the train 
of war. He, too, like the Chairman was proud of the Anglo- 
Saxon race, but for which the future happiness and welfare 
of ‘the civilized world would have been jeopardized. It had 
won in the physical fight and now there was a greater victory 
to be won. It was not right to say that any one country had 
achieved the victory—there was enough glory in what had 
been done for all. (Cheers.) It was to the future they now 
had to turn their eyes. The future of humanity depended 
on the recognition of the Anglo-Saxon principles of freedom 
and justice, and in this regard Great Britain had tradition 
which America might envy. But America would help in 
finding: the solution of the great problems now facing the 
world. As to business conditions, it was impossible to 
forecast what would be the outcome of the war. England 
had been, owing to its financial position and its shipping, the 
greatest commercial country in the world. It would prob- 
ably maintain that position, but there were conditions now 
prevailing which might result in great changes. It would, in 
his opinion, be a great pity if any change occurred, having 
regard to the great fundamental principles on which the 
commercial supremacy of the country had been built up. 

Labour problems, however, would have to be carefully 
considered and the claims of the workers met—and justly 
met. (Cheers.) ‘‘We buy by the yard, by the pound, or by 
gallon, but,’’ asked Mr. Thayer, ‘“‘how do we buy labour?” 
It was, he said, a difficult question to answer, and he there- 
fore hoped that some scientist or student would arise and 
point out what was fair, and in that event he was sure all 
would be willing to stand by the decision. (Cheers.) He 
believed that United States manufacturers were ahead of 
those in England in regard to co-operation. British manufac- 
turers would find encouraging the spirit of co-operation that 
much of the reconstruction work that was necessary to do 
could be successfully accomplished. Not only labour but 
clerks and salesmen had suffered in the past. Their griev- 
ances, too, would have to be considered in relation to recon- 
struction proposals. (Cheers.) 

Concluding an admirable speech, Mr. Thayer said: “If 
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you will come to America we will give you the keys of our 
homes and our factories. America likes competition. It 
is to competition that America owes its life and its trade. 
Competition inspires us to make better articles at the lowest 
possible price. I thank you for your hospitality, but give 
us a chance—remember the boats run both ways—to wel- 
come you and give you the glad hand.”’ (Cheers.) 


A Modest Member 


G. B. Britton, M.P. (who carries with modesty Lis newly- 
won Parliamentary honours), in proposing ‘““The Health of 
the Chairman,” said: “This is one of the penalties of being 
put in a position for which you are unfitted. (Laughter and 
cries of No, No!) There are some things I jibe at, but I’m 
not going to refuse to propose this toast. Any deficiency in 
the way of expression I hope to make up by way of sincerity. 
I was brought into contact with Sir Edward Penton during 
the war, and found him to be a gentleman of great ability 
and with the wonderful gift of getting things done. Some 
people who had to meet him said they would let him have 
it when they saw him. (Laughter). But they were completely 
disarmed when he stood up and smiled at them. (Laughter.) 
The country has been fortunate in having at the head of the 
Boot Department—boots are next in importance to rifles— 
such a man as Sir Edward Penton, (Hear, hear.) It is now 
getting late, and I must get back to Parliament. I made 
arrangements that nothing of importance should be dealt 
with until I got back to the House at 4 o’clock.” (Loud 
laughter.) 

Samuel. Barrow, in supporting the toast, said he was 
exceedingly pleased to be present, because it recalled his first 
visit to America, when a very hearty welcome was accorded 
him. The chairman, he said, had won not only the admira- 
tion but the affection of members of the trade by the way 
he had carried out his great task. The result had proved 
that he was the right man in the right place. He had 
efficiently discharged his duties, and had surrounded himself 
with a number of very able men, including Mr. Parker, Mr. 
Densham, and Mr. Posnett. 

Sir Edward Penton having suitably replied the proceedings 
terminated. 


THE EMBARGO ON AMERICAN BOOTS 


Discussed by Trades of England and America at Amer- 
ican Chamber of Commerce 


A meeting of British boot manufacturers and importers 
and distributors of American footwear, at which there were 
present representatives of the delegation of American shoe 
and leather men visiting England, was held at the American 
Chamber of Commerce, 8 Waterloo Place, S.W., on the 6th 


inst., to discuss from the standpoints of the different sections 
of the British trade the question of the relaxation or removal 
of the existing restrictions on the importation of American 
made boots in this country. The meeting was presided 
over by Philip W. Whitcomb, secretary of the Chamber, and 
those present included Messrs. Owen Parker, J.P., O. B. E., 
A. E. Marlow, J. P., F. J. Marquis, representing the Boot 
Manufacturers’ Federation; Messrs. J. A. Craig, (secretary), 
J: R. Upson (Upsons, Ltd.), and Frank Abbott (Sorosis 
Shoe Co.), representing the Shoe Distributors’ Association; 
Messrs. C. W. Randall, jun. (C. W. Randall and Co.), J. H. 
Gingell (Hanan-Gingell Shoe Co.), and Radcliffe (Walkover 
Shoe Co.), representing importers of American boots; and 
Messrs. E. B. Terhune (‘Boot and Shoe Recorder’’), Boston, 
Mass., and Harry T. Thayer, President of the New England 
Shoe and Leather Association. 

Mr. Whitcomb said it was the policy of the Chamber to 
encourage meetings of the kind and to make arrangements 
directly with those concerned rather than to act through 
Government channels. He called on J. H. Gingell to 
present the point of view of the importers of American 
footwear. 

Retaliation Possible 

Mr. Gingell said his firm had been hit very hard by the 
prohibition of imports, as their business was devoted exclu- 
sively to the sale of two American lines. They had under- 
stood the prohibition to be purely a question of scarcity of 
tonnage at the time it was imposed. The shortage of ton- 


. nage had now disappeared, but still no licenses were being 


granted. He was at a loss to know why this should be so, 
unless it was that manufacturers in this country were bring- 
ing influence to bear in support of continued prohibition. 
At all events American manufacturers were very “‘sore’’ on 
the subject and there was perhaps a possibility of retaliatory 
action on the part of the American Government if the posi- 
tion were not changed. He suggested that licenses to import 
the average quantities imported during 1915 and 1916 would 
be a fair arrangement. As for speculative buyers who would 
wish to import purely for the sake of flooding the market, 
he was in favour-of their elimination. 

Mr. Randall, who- represented merchants importing 
American goods, suggested that those interested might be 
divided into two classes—those whose businesses were 
completely dependent upon securing supplies of American 
boots, and those who, like himself, were importers of Ameri- 
can goods, but whose business did not completely rely upon 
leather footwear. He thought preferential treatment should 
be given to the former businesses, although his personal 
interests were those of the latter class. He took it all were 

(Continued on page 46) 
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Style Above All Things Else 


That Is Why the Progress of the Retail Shoe Industry Has Been Greater in 
Five Years Than in All the Years Since Modern Shoe Machinery Was Invented 


HE greatest appreciator of style in footwear is not the 
public, but the merchant himself, who has been partner 
in the evolution of an industry to the high place it now 

holds. It is the merchant who has been the instrumental 
factor in elevating himself out of the rank of shopkeeper to 
that of merchant, a man who ventures in trade and who profits 
by his abilities. All over the country we see the grading up 
of stores and of service. All over the country we see the 
decrease in bankruptcies due to the increasing intelligence of 
the merchant in the value of style and in the value of cash 
transactions. The public is, despite the talk on price, cog- 
nizant of better service and more shoe satisfaction. Stability, 
therefore, of the retail shoe industry is assured. 

All this has a bearing on the title on this page—frankly we 
take it from a merchant’s advertisement—that of Caspari 
& Virmond Co. of Milwaukee, which says, “Style above all 
things else, that is why our progress is great.”’ 

What are merchants doing to develop “‘good taste” in 
footwear? 


Merchants are testing out the values of style shows as 
“leading influences to an opening season.”” Last week Mil- 
waukee had a big style show at retail. The public was in- 
vited and the cost per merchant was small in comparison to 
the value received. The newspapers aided, and the news 
stories more than balanced the advertising space. 

Every community is interested in the development of this 
new contact with the public. Worcester, Mass., is to have a 
style show April 8, and full description of the excellent plan 
will be published in next week’s issue as a guide to associations 
interested. 

Five full pages of publicity were given the Milwaukee retail 
style show and every association should write for a copy of 
the Milwaukee Journal of Sunday, March 23, to get an idea 
of the dovetailing of news and advertising in an effective 
manner. 

In a symposium of style news, George R. Virmond, of Cas- 
pari & Virmond Co., discussed women’s styles in a pleasing 
style review as follows: 
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Oxfords and the Satin Spat 


“At the present time oxfords with spats are the proper 
thing, but with the coming of Spring, colonials with large 
buckles will be the style, and will lead in patent and black 
kid leathers. In order of their popularity, the leathers in 
favor for Spring are patent, black kid, havana brown, suede 
in black and brown, and eventually styles will terminate in a 
white season. 

“White linen will lead over buckskin and kid, because it is 
an improved fabric, and when the perfected polish which goes 
with it is used, the pumps clean beautifully, and on the floor 
cannot be detected from kid. White linen colonials will be 
used for dress,,and white linen oxfords for sport street wear. 
Fashion this season has decreed ‘the bigger-the buckle the 
better,’ and covered buckles are very good. 

“The colonial pump is more desirable than what we call 


the ‘stripped’ or plain, low-cut pump in that it does not bind. 


the instep, and the large buckle covers the instep, bringing a 
better line to the foot. 

- “Patent leather, black and brown kid are leaders with the 
blue suits and dresses, which are very much in vogue this 
year. Black satin has had quite a run, but is intended more 
for dress wear. For a practical street shoe, leathers are and 
should be used. Satin slippers will take the place of kid 
slippers for Fall, and the oxfords used at the present time in 
satin are more for dress and semi-dress occasions. The public 
has mistakenly used satin for street wear. This is very im- 
practical, because satin is not durable enough. 


The Pump Popular 


“The prettiest style which can be put on a woman’s foot 
is a patent leather pump or oxford with a black satin spat. 
It is the prettiest combination for either street or dress wear. 
A satin spat fits more snugly and makes the ankle look 
smaller than the heavy box cloth spat, and it has a tone of 
refinement. 

“‘The line of the pump or oxford continues to give the long, 
narrow effect, and the vamp will be longer than ever, to con- 
form with the long, straight lines of the tight skirts now so 
popular. 

“Our very newest ‘confection’ is the ‘Victory’ pump, which 
is a combination of oxford and pump, cut high, and made in 
patent leather or black kid. It has a strap and small pearl 
button, which can be adjusted so it won’t slip, and by un- 
buttoning it, a buckle may be slipped in. It has the effect of 
an oxford as well as a pump, and being cut high doesn’t gap 
or slip. It has the advantage also at this particular season of 
the year in lending itself very readily to be worn with spats.” 


Strong for Spats 


‘“Never has there been such a season for spats,’’ said Oscar 
Hart, president of the Hart Novelty Shoe Company, ‘and 
among the very newest are the satin and moire spats, which 
come in black, white, grays and browns. There is no richer 
combination than a white moire spat with a black patent 
leather pump. These spats of soft materials are reinforced with 
a cloth backing, which makes them fit more smoothly and 
retain their shape, at the same time doing away with the 
bulky look the broadcloth spats give to the ankles. 

“‘White oxfords and pumps will retain their popularity this 
Summer. They come in patent leather, dull kid, suede and 
satin. Satin is a very highly favored material this season. 
Shoes with walking heels are good for service wear, and the 
high-heeled oxfords for dress. 

“Buckles and colonial styles are in great demand, and one 
of our best sellers is a neat pump in patent leather, dark 
brown and black kid, with a neatly fitting square buckle. 
Extremely long vamps are also good this Spring.” 
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Long Skirt—High Shoes 


‘Despite the fact that the long skirt is coming into vogue 
women like a shoe about eight and one-half inches high,” 
said Mr. Lucas of Guenzel & Lucas, “‘and the oxford is favored 
more than the pump.” 

As a specialty during style week, oxfords in satin, buckskin 
and a variety of shades will be displayed. Ladies’ high 
boots, as well as those with low tops, will be shown. 


Models on Runway 


“Twelve living models will display our latest styles in shoes 
and buckles at the Alhambra Theater Style Week,” said 
Andrew Walter of the S. J. Brouwer Shoe Company. The 
models will promenade on a platform which will extend into 
the theater, and the Alhambra theater is making prepara- 
tions for a more elaborate event than has ever been staged 
before for a style display. 

“Milwaukee has never had a style week such as this, when 
all the merchants have gone into it.- Our windows will show 








THE PATENT COLONIAL 
With Its Cut-Steel Buckle 











our latest black patent leather, brown and white low shoes, 
with high and low heels, and some with fancy buckles for 
evening wear.” 


Army Lasts Featured 


“‘We show only men’s shoes,” said Harry Marks of the 
Meyer Shoe Company, West Water Street. ‘“‘Our styles 
include the cocoa brown laced shoe, brown buttoned shoe with 
white tops, plain black and brown officers’ Army shoes, with 
no tips. The Army last shoe in dark brown or in black is in 
demand.” 





Ideal Baby Shoe Company, 
Danvers, Mass. 
Makes Important Announcement 


_ The Ideal Baby Shoe Company, manufacturers of a high 
standard of infants’ footwear, Danvers, Mass., announces that 
Miss A. G. Drew has left the company. 

Mrs. A. L. Day will continue as sole director of the com- 
pany’s sales and manufacturing policies. 
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Tanners Meet in Boston 


Aggressive Inter-Allied Trade Committee on Style, Supplies and Trend of 
Prices---President Vogel Speaks on Greater Study of Supply Statistics 
and the Possibilities of Labor Shortage 


Boston. 

HE Spring meeting of the Tanners’ Council was the big 
feature of the week in the national news. Held at the 
Copley-Plaza, Boston, it brought tanners from all parts 

of the country together to assist in better service to the in- 
dustry by a true knowledge of raw material supplies the world 
over, the costs of leather production and the most economical 
service to the public. 

The sessions opened April 3 with business of the Council 
featured. The officers and directors met in every session to 
outline the development of the Tanners’ Council for the com- 
ing year. On April 4, consideration of foreign trade, the 
Webb Law, the Tanning School, Research and the Inter- 
Allied Trade Committee. 

Fred A. Vogel presided. 

The report of the Inter-Allied Trade Committee is as 


follows: 
Approve Inter-Trade Conferences 

The suggestion for the formation of an Inter-Allied Trades 
Committee to represent the various branches of the shoe and 
leather trade grew out of the December, 1918, Congress of 
War Service Committees at Atlantic City. 

Its function is to discuss and make recommendations on 
matters of common interest and to bring about a better under- 
standing and a closer co-operation between the different 
branches of our trade. 

It is at present composed of committees from the Tanners’ 
Council, National Boot and Shoe Manufacturers’ Association, 
National Shoe Wholesalers’ Association, National Shoe Re- 
tailers’ Association, National Shoe Travelers’ Association, 
Last Manufacturers’ Association, Pattern Makers’ Associa- 
tion. It is hoped that there will soon be added a committee 
of Textile Manufacturers and a committee of Garment 
Manufacturers. 

The Inter-Allied Trades Committee has held two confer- 
ences, New York, December 10, 1918, and New York, Janu- 
ary 13, 1919. The next conference will be held in Boston on 
April 24th. 

The principal points of discussion at previous conferences 
have been styles, supplies of raw materials, methods of con- 
servation of such materials as are in short supply, methods 
of preventing price inflation, general trend of prices, tariff and 
taxation. 

Your committee has already made its reports on these 
conferences and detailed reports have appeared in the trade 
press. Repetition of these details at this time is therefore 
deemed unnecessary. 

Your committee feels that considerable progress has already 
been made and that much more may be accomplished in the 
future. 

Respectfully submitted, 
R. E. BINGER, 
F. A. CHILTON, 
W. R. FISHER, 
B. W. RANKIN, 
Cc. Q. ADAMS, Chairman, 
Inter-Allied Trades Committee Tanners’ Council. 


Two of the forms of co-operation which the Council has 


undertaken in export business, information and arbitration, 
may be applied to imports as well. 

A considerable fraction of our raw stock imports consists 
of inferior goods from unscrupulous shippers. The bigger 
tanners and many dealers have reliable foreign connections, 
but in some branches of the industry, the bulk of the business 
is done by small tanners, dependent largely on shippers 
abroad who reach them by mail or through brokers. Some of 
these shippers are honest and some are not. It might be sup- 
posed that a shipper who misrepresents would soon sell him- 
self out of business; but misrepresentation is of varying de- 
grees, some of which can he explained away. And it has been 
said of tanners, as of another class, that a new one is born 
every minute, so that a dishonest shipper may be a long while 
going the rounds. The harm done by such a shipper is not 
confined to his clients. By a willingness to pay high prices 
at point of origin for inferior goods which he proposes to ship 
as prime, he helps demoralize the market for the legitimate 
operator. The industry as a whole suffers, here and abroad, 
by a lowering of the average quality of raw stock imported. 

An arbitration clause in contracts does not necessarily 
protect the tanner against misrepresentation, for a dishonest 
shipper will probably refuse to arbitrate, contract or no con- 
tract; but such a clause does force the shipper into the open, 
and shows him up for what he is. 

‘London arbitration’’ is a clause surviving from the days 
when the bulk of the world’s hide and skin shipments passed 
through English hands, and in the opinion of your sub-com- 
mittee is now as unnecessary as it is undesirable. 

We recommend that in all raw stock contracts containing 
an arbitration clause, members specify ‘arbitration in the 
United States.” 

We do not believe it necessary to establish any machinery 
of arbitration at this time. Such machinery is provided by 
the New York State Chamber of Commerce and the Chamber 
of Commerce of the United States, and the National Associa- 
tion of Hide and Skin Importers has placed at our disposal 
the complete code of procedure worked out by their Arbitra- 
tion Committee. Buyers here will have no difficulty in choos- 
ing arbitrators, and will be satisfied with informal procedure. 

We recommend that the maintenance and improvement of 
the foreign raw stock supply, and the problem of co-operative 
purchase, be referred to a specially qualified committee. 


Three Trade Investigators Abroad 


Touching exports, we appreciate the prompt generosity of 
the Department of Commerce in assigning to our industry 
three Foreign Trade Representatives, practically of our own 
selection, to cover, one Europe, one South America, and one 
the Orient. Nevertheless, the extreme rapidity and import- 
ance of probable developments in the European leather mar- 
kets during the next twelve to eighteen months, in respect of 
buying both by civilians and by Government commissions, 
are such that we question whether one representative can 
cover the field. 

We recommend that the Bureau of Foreign and Domestic 
Commerce be asked to appoint one or two more temporary 
special representatives of the leather trade to Europe, if 
necessary at the expense of the council. 
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A BETTER STUDY OF WORLD SUPPLY AND OF 
LABOR NEEDED TO PRODUCE AMERICAN 
LEATHERS 


Address of President F. A. Vogel, at the Spring Meet- 
ing of the Tanners’ Council 


The tanning industry of the United States is one of the 
largest and most important of all industries. Its rami- 
fications are many. It reaches out of its intricate con- 
struction into fields that are far and divergent. When one 
considers the numerous products that go into the making of 
leather, coupled with the varied markets of raw materials, 
dovetail this wide field with the manufacturing and mer- 
chandising of shoes, one comes almost to the point where one 
can say “‘the world has been covered from end to end” and no 
town or hamlet has been left untouched by those engaged in 
this great important industry. 

Early in the war, it soon became apparent that this wide 
field of industrial endeavor had to have some head to aid the 
Government, not only in the prosecution of the war, but also 
in its wider field of conducting a successful industry during 
the war. 

The Tanners’ Council of the United States of America was 
formed in October, 1917, as a war emergency organization 
and was the creation of the former National Association of 
Tanners, the Morocco Manufacturers’ National Association 
and the Patent and Enamel Leather Manufacturers’ Associa- 
tion. 

Study of Supplies 

The question may arise in the minds of many of you, ‘‘What 
service can an organization such as the Tanners’ Council 
render an industry?”” We can render service to our industry 
by grouping our activities under the various heads and by 
working out in these various departments the details and 
sources of information that are a benefit to our industry as a 
whole and give out information to those who think and know 
how to use it for the furtherance of their own efforts. 

The law of supply and demand must cover all industry no 
matter whether it is manufacturing or merchandising. One 
of the biggest services that the Tanners’ Council can render 
to its members is service which will allow them to interpret 
those laws and can apply them to their.own industry in order 
that they shall not be incurring losses because they are ignor- 
ant of these laws and that we give them the information that 
they may profit as well by correctly interpreting them for the 
sake of gain. 

Information on Live Stock 


It is very difficult for me to understand because we have 
before us today examples of great combinations in business 
who absolutely trade on supply and demand and who have 
gotten to be one of the largest and most powerful business 
organizations in this country, namely, the meat packing in- 
dustry centered in Chicago. They make use of. govern- 
mental information wherever they can and where they can’t 
get information from the Government they are large and 
powerful enough to go out and seek and pay for the informa- 
tion they desire themselves. I do not know whether you 
are at all familiar with the operations of the live stock receipt 
system as gotten up by the U. S. Government for the benefit 
of the cattle men and the packers through the Bureau of 
Markets. They know at midnight every night how many 
carloads of hogs, sheep and cattle have been loaded on every 
division of every railroad in the entire country. The superin- 
tendent of each division telegraphs into the Bureau of Mar- 
kets the number of cars of live stock loaded on his division 
that day and this information is released simultaneously in all 
the large packing centers the next morning. The man who 
buys hogs, cattle or sheep knows exactly whether the run is 
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going to be large or whether the run is going to be small. 
It is not a long step from the critter on the hoof to the 
butcher shop and therefore the chances of loss or gain are 
not as great as when one considers the length of time 
it takes to convert our raw material into leather. There is 
every reason on the part of the tanners to keep the strictest 
watch on their markets, to keep adequately informed as to its 
trend either up or down and while some of the larger tanners 
may have special sources of information by which they may 
gain at the same time they must suffer far more by the mis- 
takes of some smaller man not so well informed. 


Tanning Labor Must Be Americanized 


The problems of labor in the tanning industry are as great 
today as the problems of labor are in all industries. We are 
perhaps in the matter of labor closely related to the steel 
industry. I do not believe that I am exaggerating at all when 
I say that 65 per cent of the labor which we employ can 
neither read nor write English. We have always been depend- 
ent upon the latest immigrants from Europe for our source of 
labor supply. The beam-house and the tanyard work, as we 
know, is wet and dirty and disagreeable and it is very difficult 
to get men of intelligence and initiative to accept these posi- 
tions. We know that the labor party at the present time is 
very strong in our Government, and a bill has already been 
introduced in Congress which will prohibit the immigration of 
all peoples for a period of four years. There is no doubt in my 
mind that after peace is signed the emigration from this 
country will be considerable. Italians, Slavonians, Austrians 
—they will all go back to see what happened at home. 


Many Workers to go Abroad 


Curiosity alone is going to be a big determining factor as to 
the outward flow of the working man from this country to 
Europe. A poll taken amongst the foreign workers of the 
Pfister & Vogel Leather Company recently showed that 65 
per cent of them wanted to return to Europe as soon as it was 
possible. At a meeting of the National Industrial Conference 
Board held in New York City receatly, the state- 
ment was made—these figures having been obtained from 
steamship companies—that 5,000,000 men are ready to 
return to Europe at the earliest possible moment and that 
each one in all probability will take $2.000 with him. 


GOVERNMENT STUDY OF TANNING ECONOMICS 
AND A NEW SPIRIT OF CO-OPERATION 
WITH LABOR 


Address of Van A. Wallin on “*The Tanners’ Council’’ 
at the Convention in Boston, April 4. 


The Tanners’ Council was organized in October, 1917, that 
the tanners of the United States might co-operate in sincere, 
honest and loyal service alike to the Government and the 
industry during the period of the war. It was believed that 
these motives, service to the Government and service to the 
industry, were compatible; and, in truth, experience proved 
that they did not. conflict. 

For many years past it was the earnest desire of the officers 
and directors of the National Association of Tanners that the 
United States Government should take an active interest in 
the art of tanning. The tanners of the country saw the 
Government investigating and experimenting in many indus- 
tries such as agriculture, irrigation, soil, minerals, fisheries, 
roads, and in such a way as to be of great value. It seemed 
that the Government might properly take the same interest 
in tanning. From time to time attempts were made to secure 
this interest, but without the important results which th 
magnitude of the industry justified. : 











46 BOOT AND SHOE RECORDER 


Government Study of Tanning 


There has been for a long time an embarrassment due to 
the fact that two departments, the Department of Agriculture 
and the Department of Commerce, were interested in tanning 
and it seemed impossible to do what obviously was the right 
thing to do, viz., put all work relating to leather or tanning 
into one department. 

Finally, one day last Summer at a conference arranged with 
Dr. Stratton, Chief of the Bureau of Standards, we were 
fortunate enough to secure the presence of Secretary Red- 
field of the Department of Commerce. At this conference, 
both Secretary Redfield and Dr. Stratton took a hearty inter- 
est in the suggestions made and promised to push a tanning 
project for the bureau, comprehensive in scope and plan. 


Consideration of Labor 


We are proud of our great political democracy but we for- 
get that this democracy does not enter into the largest life of 
the people, the industrial life. Here autocracy still prevails. 
To shift from autocracy to democracy is a fearful transition; 
rarely has it been accomplished without civil war and never 
without bloodshed. Is it possible to evolve democracy in our 
industrial life and maintain peace and order? It certainly 
will not be done unless the employers study the question 
from the broad standpoint of brotherhood. The reactionary, 
the standpatter, the “labor be damned” employer is but 
blocking the march of progress. 


The Democracy of Labor 


Business men should own the debt of strength to weakness, 
of knowledge to ignorance, of power to feebleness. Fortu- 
nately, in our land, the call of democracy is heard, the obliga- 
tion of service is accepted by many of the leaders of industry. 
In the battles of the Marne and Argonne there was demon- 
strated the superior initiative, morale, intelligence and effi- 
ciency which comes from soldiers trained in the freedom of 
democracy. The same unseen, powerful, spiritual influence 
that gives superiority in a political democracy will equip 
with strength and efficiency an industrial democracy. Some 
of the largest employers have faith in this spiritual influence 
and have adopted the principle of industrial democracy ac- 
cording the employee the right of representation. These 
men do not propose to leave to Bolshevism and anarchy 
the forcing of democracy, they propose to lead the way. 

I quote from one of the largest employers of labor in the 
United States: 

‘“*As the leaders of industry face this period of reconstruc- 
tion, what will their attitude be? Will it be that of the stand- 
patters, who take no account of the extraordinary changes 
which have come over the face of the civilized world and 
have taken place in the minds of men, who say: ‘What has 
been and is must continue to be—with our flag nailed to the 
mast, we will fight it out along the old lines or go down with 
the ship.’ Or will it be an attitude, in which I, myself, pro- 
foundly believe, which takes cognizance of the inherent right 
and justice of the principles underlying the new order, which 
recognizes that mighty changes are inevitable, many of them 
desirable, which, not waiting until forced to adopt new meth- 
ods, takes the lead in calling together the parties in interest 
for a round table conference to be held in a spirit of justice, 
fair play and brotherhood? Never was there such an 
opportunity as exists today for the industrial leader 
with clear vision and broad sympathy permanently 
to bridge the chasm that is daily gaping wider between 
the parties in interest and to establish a solid founda- 
tion for industrial prosperity, social improvement and 
national solidarity.”’’ I urge that you acquaint yourselves 
with the work of the Labor Committee, promptly support its 
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recommendations, carry out its conservative program, which 
should be regarded as only a beginning. Put into practice 
the teaching of that great Jewish writer whose prophetic 
vision saw democracy, a brotherhood of men, but who knew 
that all men were not born equal and who said, “Ye that are 
strong ought to bear the burdens of the weak.’”’ May our 
industry not be behind but rather lead other industries in this 
patriotic service for the common good in time of peace as 
it did lead in time of war. 





THE AMERICAN SHOE AND LEATHER 
MISSION IN LONDON 
(Concluded from page 41) 

agreed that they did not want the restrictions removed from 
everybody, but merely from those who were importers of 
such goods before the war, and not for the purpose of com- 
peting with British manufacturers. At present there was a 
shortage of manufactured shoes in this country. Continental 
houses were obtaining licenses to import, and French houses 
were being allowed to send goods to this country. If importa- 
tion from America were not allowed, but these other channels 
were left open, the result would be that the goods would have 
to bear the cost of two profits instead of one. If some agree- 
ment were not arrived at by which American goods could 
enter this country, then there might be retaliation by America, 
who could withhold hides, leather, cotton, or even food- 
stuffs. After all, he said, it was not fair to continue to take 
American hides and to bar American-made shoes. 

Mr. Whitcomb interposed with a statement that he had 
been given to understand that the Import Restrictions 
Department would be guided as far as possible by the decision 
of the meeting. The department had arrived at a tentative 
decision to allow 25 per cent of the 1913 imports, and would 
be glad to be informed of the decision at which the meeting 
arrived. 

Another Meeting to be Held 


It was understood that these points would be submitted 
to the organizations represented at the meeting, and that a 
further meeting would be held, at which it was expected 
figures would be submitted showing the imports during 
1913 and 1916. The points ultimately agreed upon would 
be presented to the British and American Governments 
simultaneously for immediate adoption. 

Mr. Randall expressed gratitude to the manufacturers 
present for the way they had met the importers and distribu- 
tors, and Mr. Parker suitably replied. 

Mr. Thayer, one of the American visitors, said he had 
listened with interest to the proceedings, and urged that the 
welfare of the shoe and leather trades both in this country 
and in America depended on quickly solving the problems 
of reconstruction. 





‘Annual Banquet of Tanners 


The annual banquet of the Goat and Cabretta Division of 
the Tanners’ Council, which is the war working basis of the 
National Morocco Manufacturers’ Association, was held at 
the Bellevue-Stratford, Philadelphia, on March 27, with a 
very large and representative attendance. The dinner was 
very interesting, and among the principal guests was Sir 
Percy Daniel, purchasing agent of leather for the British 
Government, now in the United States, who spoke. Other 
speakers of the evening were C. F. C. Stout, who talked 
very interestingly of the work of the War Service Board, 
and Fred Vogel of Pfister &Vogel. The toastmaster of the 
occasion was Charles Vaughn of Dungan, Hood & Co., Inc. 
The banquet was served in the North Garden of the hotel. 
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Great Institution for Sale of Shoes at Retail 


The Formal Opening of the R. H. Fyfe Shoe Store, Detroit, Was Held March 31, April 
1 and 2—No Merchandise Sold 


The store in detail is as follows: 

1—Sectional view, looking toward Adams Avenue, entrance 
of the main floor, which is devoted entirely to footwear for 

en. 

2—Children’s playroom on the mezzanine of the second 
floor; competent maid in constant attendance. 

3—View from the third floor devoted exclusively to 
popular priced footwear for women. 


4—At the left is shown the main floor. Mezzanine de- 
voted to boys’ footwear. 


5—The scene at the right shows a partial view of the 
fourth floor where the more exclusive models in wom- 


en’s footwear are to be found. Rest room on mezzanine. 

6—Down-stairs department practically a complete foot- 
wear store in itself. Here you will find footwear for infants, 
children, misses, growing girls, boys, youths and women. 
All at extremely moderate prices. 

7—The children’s barber shop, in charge of an expert in 
cutting children’s hair, avoiding the necessity of a mother 
entering a public barber shop. 

8—General offices where the thousands of charge accounts 
receive the attention of an efficient and courteous office force. 

9—Second floor devoted exclusively to children’s footwear, 
in charge of skilled salespeople, experienced in fitting chil- 
dren’s footwear. The size of this department permits of 
every size and width being carried in every model. 
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There is a steadily improved business 
in leather, but hardly what is seemingly 
justified by the shoe demand, for manu- 
facturers are finding a good call for foot- 
wear, though the call is uneven, with a 
marked preponderance of orders for the 
finer grades of shoes, and this, in turn, 
makes a better demand for the higher 
grades of leather, while the lower grades 
are accumulating in the stock rooms of 
the dealers. The call for export is fairly 
active, and the marked increase of in- 
quiries from Great Britain has followed 
the partial raising of the embargo. 
All signs seem to point to an increase in 
prices of all desirable leathers as the 
season advances, and while it can hardly 
be considered possible, it has the appear- 
ance of concerted action on the part of 
shoe manufacturers to buy sparingly in 
order that there may be less marked 
demand which would cause advances. 
Export buying continues and leather is 
being stored until opportunity comes to 
ship across the water. Several tons 
were shipped for Great Britain last 
week, the first since the embargo was 
placed. 

SOLE LEATHER 


Activity Manifest for Cutting and 
Export 


With sole cutters buying freely in 
anticipation of active business soon, 
with shoe manufacturers purchasing 
somewhat more actively, and with the 
demand for foreign shipment continuing, 
the sole leather market is in quite satis- 
factory condition, as far as_ better 
grades are concerned, but the lower 
grades are still accumulating. It is the 
belief of tanners, however, that these 
grades will come into demand with the 
exhaustion, or diminution, of the better 
grades. Prices are strong,.and in some 
cases higher, but, as is usually the case, 
the advances have stimulated buying. 
There is less call for hemlock than for 
other tannages, but this disproportion 
is considered but temporary. Heavy 
sells for 47, 45 and 42c, while middle 
weights range 1 to 2c lower. There is 
no over-supply. Union sole is selling 
right along to shoe manufacturers and 


ip 
. / hs 
) 


sole cutters, with cow backs sold ahead 


and prices advanced to 71, 68, 65c 
and steer backs 74, 71, 65c. Oak sole is 
very firm, and demand continues 


lively for best grades of heavy and in- 
creasing for the medium and light 
weights. Few, if any, bends have been 
sold at the $1.00 quotation of last week, 
prices generally ranging 96 to 98c for 
No. 1, while best backs are 80c. Belting 


butts are quiet, with best grade quoted . 


around 93 to 95c, and centers held 
at $1.28. 

Offal is in somewhat less demand than 
a week ago. Hemlock bellies are quoted 
from 10c to 18c, union bellies, 20 to 
22c; and oak 25 to 30c. Heads are 
quoted 9 to llc for hemlock, 15c for 
union and 15 to 18c for oak. Double 
rough oak shoulders sold at 58c last 
week, but prices strong at 60 to 63c. 
Hemlock shoulders range from 27 to 
35c. Union shoulders 45 to 50c. 


UPPER LEATHER 
Demand Mainly for Best Grades 


As noted above the demand for upper 
stock is confined to the better grades, 
while the lower grades are plentiful. 
Tanners believe, however, that the 
growing scarcity of the farmer will bring 
about a better call for the latter, and 
consequent advance in prices. Raw 
skins are high, and this with cost of 
labor and tanning materials are given 
as indications of higher rather than 
lower prices later in the season. The 
cost of raw calfskins has resulted in 
higher quotations for calf leathers and 
in quickening the sales of the medium 
grades. Tanners are sold ahead on 
colors, and prices vary with producers, 
best grades quoted 75 to 80c, while 
ooze calf is quoted 85 to 90c. Black 
finishes still quoted 74, 72, 70c. Side 
leather shows good call, with colors 
quoted 50, 48, 46c and blacks 44, 42, 
40c. Large sale of chrome russet retan 
reported for Army shoes. Not much 
call for wax splits, but ooze finish selling. 
Flexibles well sold up. Patent colt and 
kid scarce and high. Patent sides in 


steadily increasing demand, at prices 
ranging around 50c for standard qual- 
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ity and some selling at 60c. Glazed kid 
market very strong, with demand far 
ahead of supply. Some fancy colors 
selling as high as $1.25 a foot. Good 
grade skins bring 75c. Better sale 
noted for sheep leathers. 


HIDES 


A Quiet Market, but Prices “on 
Strong 

The market continues very slow for 
all hides with the exception of extremes, 
and in these demand has quieted down 
somewhat. New England and Cana- 
dian hides, all weights, are held at 19 to 
21c, while the best 25-45 lbs. are quoted 


22 to 23c. Ohio buffs quoted 19 to 
2lc but not wanted. Ohio extremes 
22 to 23c according to quality. 


Southerns not selling, but northerns 
quoted 18% to 20)%c and extremes 21 
to 23c. Middles Ic less and far south 
2c less than these figures. 

The Chicago packer hide market is 
stronger, though sales.are but moderate. 
Native steers are now held at 29c for 
heavies, 28c for lights and 24c for 
extremes. Heavy native cows are held 
at 26c for February-March take-off. 
Heavy Texas steers are held at 26c with 
no sales reported. Quotation for ex- 
tremes is 24c. 

The Chicago calfskin market is 
stronger, and packers are asking 52 
to 55c. City skins 52c. Outside 
cities 45 to 50c. Countries 38 to 40c. 
The New York City calfskin market is 
stronger, quotations being $4.70, $5.70, 
and $6.70. A lot of foreign wet salted 
calfskins are offered around 43 to 45c. 

Foreign dry hides are steady with 
Bogotas quoted 38c, Puerto Cabellos 
and La Guayras 37 %c, Antiquoyas 40c, 
Cordovas 45 to 47c. Little doing in wet 
salted. 


The Buy and Build Now Campaign 
is one of the best remedies to be sug- 
gested to improve business at the pres- 
ent time. If properly promoted. it 
will bring merchants and business men 
in every industry together to start 
things booming and put us on the 
straight road to real prosperity. 
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The Luxury Tax a Reality That Must 
| Be Faced 


Round Table Discussion at Meeting of Chicago Shoe Retailers’ Association, 
Led by E. C. Logan, Western Editor “Boot and Shoe Recorder” 


nomer, but it is a reality. It is a misnomer because a 

pair of shoes costing in excess of ten dollars is not neces- 
sarily a luxury. Many high cut shoes for men of the heavier 
sort needful for working men must, under present market 
conditions, sell for more than ten dollars. Better call it a ““war 
tax,”’ since it is primarily a war measure. 

The law provides that on and after May 1, 1919, there 
shall be levied, assessed, collected and paid a tax equiv- 
alent to 10 per cent of 50 much of amount paid for any 
of the following articles, as in excess of the price herein- 
after specified as to each article, when such article 
is sold on or after such date for consumption or use: 

All Men’s, Women’s, Misses’ and Boys’ boots, 
shoes, pumps and slippers, not including shoes or 
appliances made to order for any person having a 
crippled or deformed foot or ankle, on the amount in 
excess of $10. 

Men’s .and Boys’ silk stockings or hose on the 
amount in excess of $1 per pair. 

Women’s and Misses’ silk stockings or hose on the 
amount in excess of $2 per pair. 

These are the items of the bill that directly affect the shoe 
merchant. As is generally known, this part of the revenue 
bill was repealed by the House and, no doubt, would have 
been repealed by the Senate had it not been for the filibuster 
that occurred in the Senate during the closing hours of the 
congressional session. 

Congress Should Abolish Tax 

There is a general feeling that when Congress meets in 
extra session, soon after the return of’ President Wilson, 
Congress may abolish the tax, yet there is no_ posi- 
tive assurance that such will be the case. There was a gen- 
eral feeling that this part of the revenue bill would not be- 
come a law, but it did become a law and as such it must 
be observed and provision made in every store to meet its 
requirements. It is clearly the intention of the framers of the 
bill that this tax is to be assessed against the consumer and 
be paid by him. 


v YHE so-called luxury tax on shoes and hosiery is a mis- 


How About Collection? 


There is a disposition on the part of some merchants to assume 
the action of the law will be of short duration, and therefore 
the tax can easily be absorbed by the store, and need not 
even be brought to the attention of the consumer. But sup- 
pose the law should stand permanently; could a store well 
afford to continue this plan of absorption? Would it be the 
right ‘aad equitable thing to do? 

The only way by which the store could absorb the tax 
would be by raising prices sufficiently to cover the extra 
burden. 

Some concerted action should be taken so all stores will 
work on the same plan. 

The sales slip must necessarily show the price of the shoe 
and the amount of tax collected or assessed ia order to make 
up records for the Government, whether tax is collected from 
the customer or absorbed by the store. 


Then, in event tax is collected from the customer, records 
must be kept of names and addresses or refund slip given to 
customer so that if the law is repealed a refund may be made 
to customer equal to the tax collected. 

An enormous amount of detail work will necessarily be 
added to the large stores and a proportional amount to smaller 
stores to take care of the records; yet such records will be 
necessary. 

Here is a matter that can be solved only by association 
work—by co-operation. A general meeting of all merchar:ts, 
large and small, should be called and a definite plan and sys- 
tem worked out. 


What Merchants Say 


In the round table discussion many points not generally 
considered by the average merchant were brought out. 

Homer J. Buckley of the Buckley-Dement Company 
emphasized the necessity of adequate records and outlined 
what he felt would be necessary, pointing out that in event 
the bill was repealed it would probably be retroactive and a 
plan of refunder would be necezsary. 

John O’Connor took up the matter of collecting tax on 
charge account3; suggesting that tax be collected in cash at 
the time sale is made. 


Thinks Law Will Stand 


J. A. Hall, contributing editor of the ‘“‘Recorder,”’ told of 
being in Washington recently, and since having conversation 
with several Senators is doubtful about repeal of the measure 
since the Government is so hard pressed for money that if 
the law can be handled successfully it will probably remain a 
law. 

At the close of the discussion the chair appointed a commit- 
tee consisting of S. Bamberger of Mandell Bros., Mr. Mittle- 
man, manager of I. Miller store, and John O’Connor of O’Con- 
nor and Goldberg, to confer with the Retail Dry Goods 
Association and work out some plan and then call a general 
meeting of shoe merchants, if deemed advisable, to consider 
the matter. 


Victory Memorial Building Plan Endorsed 


J. A. Hall brought before the association a proposed plan 
to erect in Chicago a Victory Memorial Building to cost 
approximately ten million dollars, the building to be located 
on the lake front and to be used as an assembly hall and for 
other purposes. One of the uses to be a permanent exposi- 
tion and market. The project was endorsed by the arsocia- 
tion. 


SHOES FOR SYRIAN AND ARMENIAN RELIEF 
To Be Collected by Merchants 
The need of shoes for Syrian and Armenian Relief was 
called to the attention of the association by acting Chairman 
Martin. 


It developed that several barrels of old shoes had been col- 
lected some months ago, but at the time, transportation was 
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not available so the collection had not been kept up by the 
stores. 

It was decided to again launch a campaign to collect old 
shoes for relief purposes and a committee consisting of Ruben 
Metz, Mr. Mittleman and E. C. Logan was named to take 
charge of the campaign. Both downtown merchants and 
those outside the loop district will be called upon and asked 
to assist in the work. Barrels or other receptacles will be put 
in the stores and customers asked to bring in old shoes. 


Coupons in Shoe Advertising 


The use of coupons by shoe stores in their advertising is 
very scarce and almost unprecedented in the Chicago market. 
However, they were used to good effect by the Cutler Shoe 
Company in an advertisement last week featuring white 
boots. Perhaps an excerpt from the ad and the exact reading 
of the coupon will best illustrate the purpose: “Special 
Easter Offering of White Dress Boots—an unusually pleasing 
assortment of modish French heeled footwear in white canvas 
and white buck. The values are from $5 to $8.” 


FOR THIS COUPON AND $2.50 
Sample Boot Coupon 


You are invited to present this coupon at any 
time from March 31 to 6 p.m. on April 11, and ask 
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to be shown the special sample lot of White 
Boots. 

By so doing you are entitled to your choice of any 
style in the sample lot assortment at a price of $2.50. 

These boots are not on sale without the coupon. 

All sizes except 7, 7% and 8. 

Cutler Publicity Department.—Per M. 


The Explanation 


Our publicity department has persuaded us to 
sanction this offering, by which you can gain so 
much. 

You will need white boots for Easter or for the 
season it ushers in. We possess, at this opportune 
time, this sample lot of 1,468 pairs, and we will 
dispose of every pair for the special coupon and 
$2.50. 

These boots are not on display and cannot be bought 
except by presentation of the coupon. This remarkable 
offer will hold good until 6 p. m. on April 11. 

We suggest the advantage of an early inspection . 
and trust that we may please you in both style and 
size. 

We have arranged for especially accommodating 
service during this occasion. 





Bresnahan-McLaughlin Shoe Co. 


A New Lynn Firm Making Women’s High-Grade McKays 


Bresnahan-McLaughlin Shoe Company is the style of a 
new firm which has established its home in the Gardiner 
Building, on Broad Street, Lynn, Mass., for the purpose of 
manufacturing women’s high-grade McKay shoes. 


W. H. Bresnahan 
will bein charge of the 
production end of the 
business. Mr. Bres- 
nahan’s knowledge of 
shoemaking is backed 
up by an ancestry of 
one hundred years’ as- 
sociation with shoe 
construction. He is 
the son of Maurice 
Bresnahan, of shoe 
machinery fame, who 
is well known in the 
trade as the former 
head of the Bresna- 
han Shoe Machinery 
Company and now a 
director of the United 
Shoe MachineryCom- 
pany. 

Previous to entering 
the service of Uncle 
Sam, W. H. Bres- 
nahan was a member 
of the firm of Bres- 
nahan & Kelleher, but sold out his interest to devote his en- 
tire time to his country. He trained as a naval aviator at 
the Massachusetts Institute of Technology and at 
Pensacola, Fla. Upon being relieved from duty, he trav- 


W. H. BRESNAHAN 


eled for a season with the line of Weiss-O’Connor Shoe Com- 
pany, Salem, Mass. 

Maurice E. Bresnahan, brother of W. H., who has also seen 
service in the flying squadron, attaining the rank of ensign, is 
associated with the 
concern as_ assistant 
to his elder brother. 

C. D. McLaughlin, 
of the new firm of 
Bresnahan-McLaugh- 
lin Shoe Co., is known 
everywhere in shoe- 
dom. For the past 
thirteen’ years Mr. 
McLaughlin has been 
identified with the 
Cotter Shoe Co., at 
the Boston office, in 
Lynn, and every- 
where throughout the 
country he has had 
charge of sales, also of 
lasts, patterns and 
styles in the Cotter 
line. For eighteen 
years previous to en- 
tering the shoe manu- 
facturing field he was 
identified with Roch- 
ester retail shoe trade. 

It is most fitting that after Mr. McLaughlin’s long identi- 
fication with the shoe game, his name should be perpetuated 
throughout shoe history as one of the principals in the Bres- 
nahan-McLaughlin Shoe Co. 


Cc. D. McLAUGHLIN 
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by) (astle Havana Brown fashion Plate 


EW Castle Leather Company Havana 
Brown Kid, Ladies’ Bal., No. 47 Last. 


@, New Castle Leather Company Havana 
Brown Kid, Men’s Round Corner Blucher, 
Cornet Combination Last. 


Made and Exhibited by the 


HURLEY SHOE COMPANY 


ROCKLAND, MASS. 


Judge It by Its Users” 


New Castle Leather Company 


NEW YORK 


Boston Montreal,Can. Chicago 
and the Principal Leather and Shoe Centres Lverywhere 
Factory, Wilmington,Del. 
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Killing the Pure Shoe Bills 


Annual Spring Crop of Bills in Legislative Halls---Wisconsin Goes Into Purity 
of All Wearing Apparel---Fiber Sole Manufacturers Must 
Tell Ingredients of Fiber Soles 





close the market to legitimate competition. 


of the retailers’ case. 


introduced. 





Like the proverbial bad penny thé Pure Shoe Bills are again turning up in several of the State Legislatures. 
the case before it will not be difficult to trace the motive for such absurd and unjust proposals for new laws to mislead the 
public in the matter of quality footwear. Generally it is some selfish and piratical interest at work under cover, seeking to 
However, the history of such movements in the past has always proved that deter- 
mined Association efforts have easily consigned the so-called ‘‘ Pure Shoe’’ bills to the discard as even the most stubborn legis- 
lator looking for glory in the character of a reformer has been unable to withstand the evidence of a common-sense presentment 
Wisconsin and Iowa have similar bills at issue and the Shoe Retailers’ Associations of these states 
are making a good fight against such imposition on their statute books. 
time the incentive behind such proposed legislation is not to be calculated lightly and it behooves every retailer in these states 
to co-operate fully in any plan which his State Association has worked out for ‘‘killing’”’ the bills as fast as they may be 


OFFICIAL OPINION NATIONAL SHOE RETAILERS’ ASSOCIATION. 


As has been 


There will be no doubt of the outcome but at the same 








duced by Assemblyman Buckley, the caption of which 
was “A Bill relating to the sale of wearing apparel 
made out of artificial substances and providing a penalty.’” 
Heretofore, this pure legislation has dealt almost exclu- 
sively with shoes, but in the Wisconsin legislature, all sorts 
of clothing and wearing apparel was included in the bill. 
“Artificial substances as applied to clothing include every 
sort of material, no matter where contained in the garment, 
except wool and silk.”” In men’s clothing, for instance, 
haircloth, padding, linings in the pockets, linings of coats 
or vests would be considered artificial and a tag the size 
of a page of an ordinary newspaper would need to be at- 
tached to each suit of clothes in order that it might come 
under the provisions of the proposed law. 


iz the Wisconsin legislature last week a bill was intro- 


Ingredients of Fiber Soles 


As to the shoes, the bill was so loosely drawn that the 
use of fiber soles would be prohibited unless the manufac- 
turers making such soles would designate every ingredient 
entering into the sole and the exact percentage of such 
ingredient therein contained. 

Box toes, counters and innersoles, unless made of leather, 
would come under the ban. Nothing in the law, however, 
would prevent the use of two piece inners or even four piece 
inners, were a manufacturer inclined to use them, nor is 
there anything in the bill prohibiting the use of two piece 
counters, providing both layers were made of leather.‘ Box 
toes could be made of the flimsiest split leather and still be 
legitimate. Leather board heels would be absolutely out 
of the question, while heels made of scraps of upper leather, 
patent leather, and leather skivings would be legitimate 
plunder to foist upon the public. 

The bill provides a punishment of a fine of not less than 
$10 or more than $1000, and in default of the payment of 
such fine, imprisonment in the county jail not to exceed 
six months or in the discretion of the court, punishment by 
both fine and imprisonment. . 

Section 2 of the bill provides “that this act shall take 
effect upon passage and publication.”” Had this bill become 


a law, the residents of Wisconsin would have had to go outside 
of the state to supply themselves with clothing and shoes, 
because every dealer of the state would have been in jail or 
continuously in court paying his fines. 


A Demonstration on Quality 


Some of the enterprising retail wearing apparel and shoe 
merchants, together with garment manufacturers and shoe 
manufacturers, went to Madison, the capital city of Wis- 
consin, and had a hearing before the Committee of Commerce 
and Manufacture to which the bill was referred. George 
R. Harsh, of the Harsh-Chapline Shoe Co., C. H. Greeley, 
of F. Mayer Boot & Shoe Co., and others spoke on the bill 
for the manufacturers. Mr. Harsh pointed out to the 
Committee that an all leather shoe did not necessarily mean 
a good shoe, in fact, it might mean an extremely poor one. 
A demonstration was put on before the Committee, showing 
the effect of water on a good fiber counter, a good substitute 
box toe, and a good leather board heel, as well as the effect 
on a poor leather counter, cheap leather innersole, and a 
cheap pieced up leather heel. Mr. Greeley spoke especially 
of the impossibility of having the chemical analysis of fiber 
soles and rubber heels placed upon a card attached to the 
shoes because these were frequently patented articles, and 
the government was protecting the owners of patents against 
the divulgence of their contents. 


Prominent Merchants Protest 


M. Fitzsimmons of Fond Du Lac, president of the Wiscon- 
sin Retail Shoe Dealers’ Association, A. B. Caspari, director 
of N. S. R. A. and president of the Milwaukee Retail Shoe 
Dealers’ Association; and others spoke on the bill from the 
retail shoe merchants’ standpoint. They pointed out the 
fact that materials other than leather were not necessarily 
substitutes—were not detrimental either financially or 
otherwise to the consuming public. Also called attention 
to the fact that it would be impossible for the merchants of 
Wisconsin to comply with this law, unless it was National 
legislation instead of state legislation. The shoes they 
bought were to a great extent made outside of the state of 











Wisconsin, and, therefore, the manufacturers of such shoes 
were not under the jurisdiction of Wisconsin law. 


Indefinitely Postponed 


After these talks, the chairman of the Committee asked 
Mr. Buckley, who introduced the bill, to have his principal 
before the Committee for a public hearing next week. In 
reply, Mr. Buckley explained that the bill had been handed 
him by an attorney, who claimed to be the author and who 
said that he was actuated in framing the bill because he had 
bought a pair of shoes for his little girl that had not given 
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satisfaction and which upon investigation were found to 
contain materials other than leather. Mr.: Buckley said 
that after hearing the argument of the garment people and 
shoe people, he was convinced that his bill was without 
merit and’ consented to an indefinite postponement as to 
the hearing. A few weeks ago a bill similar to this was 
introduced into the Iowa legislature. In each instance, the 
man introducing the bill disclaimed authorship but told 
about the same story as to why he presented the bill, each 
admitting that they were not conversant with shoe business 
or shoe construction other than a consumer of the articles. 
From what source, then, comes the bills. 


Truth | in Advertising 


There Is Much Work to Be Done by the Trade in Keeping Fraudulent Adver- 
tising Out of a Clean Industry 


lance committee, one of the duties of which is to 
investigate charges of unscrupulous practices and 
fraudulent advertising. 

F. M. Nebe, Atlantic, Iowa, is chairman of this committee. 
He spends a lot of time investigating charges of unfairness 
in the trade and has been able to correct many unfair condi- 
tions and misunderstandings in the trade. 

Pure Shoe laws, as such, are not a benefit to society. They 
are a positive menace. Such a law could not be enforced 
and a law that cannot be enforced is worse than no law. 
They tend to discredit not only the dishonest and unscrup- 
ulous manufacturer and merchant but the honest, legitimate 


jie National Shoe Retailers’ Association has a vigi- 


concerns as well. They do not provide any protection for | 


the honest man who uses cotton or linen in garments or the 
honest shoe manufacturer who uses fiber counters, fiber soles 
or fiber heels. 

Truth in Shoe Building 


Because many Iowa and Wisconsin merchants have a 
feeling that the introduction of these pure shoe bills were 
actuated by a certain shoe manufacturing concern in St. 
Louis, in order to be fair with this concern, the “Recorder” 
wrote the president as to the attitude of mind of the mer- 
chants in these states, asking if the concern was responsible 
either directly or indirectly for the introduction of the bill. 
Below, we give in full the reply to that letter. 


“We have your letter of March 20th inquiring if we are 
responsible for the introduction of ‘Pure Shoe Bill’ in the 
Iowa legislature, and we are pleased to answer your inquiry 
in a frank way. 

“‘We have no connection directly with the introduction of 
this bill and we do not know that we have had any indirect 
connection with the proposed legislation unless it is due to 
the fact that our company is manufacturing shoes most 
successfully from solid leather throughout, without any 
substitutions for leather being used. 

“As we understand the proposed legislation, the purpose is 
not to stop the use of substitutes for leather, but to dis- 
courage and stop as far as possible the sale of shoes partially 
constructed of paper and other substitutes, under fhe repre- 
sentation that the shoes are constructed wholly of leather. 

“For a practical illustration of the misrepresentations that 
are often made in shoes, we are submitting below a comparison 
between the representations and the actual facts as deter- 


mined by cutting up a pair of shoes and comparing the actual 
construction with the represented construction. 


Construction of Shoes as Represented on the Top of 
the Carton 


“‘All solid Leather Counters 

“‘Sole Leather Innersoles 

“Solid as a Rock 

“‘All the Money in the World Could Not Build a More 
Serviceable Shoe. 

*“* _.. Shoes’ are the very best that.. .. 

“Best Leather .... can produce 

““Not How Cheap But How Good 


Actual Construction of the Shoe as Shown When Cut 
to Pieces 


““Counter—Fiber....Not ‘Sole’ Leather 

“‘Innersole—Half Paper Fiber of poor quality... .Not ‘Sole’ 
Leather. 

“‘We unequivocably condemn such ruthless misrepresenta- 
tion and believe that the manufacturer and merchant have 
no more right to sell shoes of this construction under the 
representation made than he has to sell a pewter spoon plainly 
stamped ‘Sterling Silver.’ 

“‘We are not attempting to enter into the merits of the 
substitutes; but we do hold that the misrepresentation is 
fraudulent and ought not to be permitted. 

“The shoe to which we refer had the printed words not 
only on the carton, but the outersole was stamped in two 
places. 

Solid as a Rock 

“In our judgment, no honest manufacturer, merchant or 
consumer can or will disagree in the conclusions we have 
reached, and while we have not been active in this proposed 
legislation, we think it exceedingly unfortunate that some 
shoe manufacturers are willing to do things which must 

” reflect unfavorably on the entire industry. 
“Yours truly, 
“INTERNATIONAL SHOE COMPANY. 
“(Signed) F. C. Rand, President.” 


A Time for Action 


If any manufacturer is so unscrupulous as to advertise a 
shoe as made of ‘‘All Solid Leather Counters. Sole Leather 
Insoles Solid as a Rock” and then makes the shoes from 

















nomen 



















































April 5, 1919 


cheap shoddy materials that are worthless he should be pros- 
ecuted to the full extent of the law. He is a menace to 
society and to business, but the prosecution should come 
under laws to prevent fraudulent advertising—‘‘Pure Adver- 
tising.” Many states have such laws. They should be 
enforced and it should be the business of commercial organi- 
zations to see that they are enforced. The need of the 
country is not more laws but honesty, common sense and 
conscience in administering the laws we already have. In 
almost every state association of retail shoe dealers there 
exists a legislative committee. The duty of the committee, 
as usually interpreted, is to watch the action of the legislature 
in the introduction of such laws as these. Why not go 
further and see that merchants are nominated and elected 
to the legislatures of the states. Certainly business men are 
better qualified to make laws affecting business matters than 
are men not accustomed to deal with these affairs. 

A few years ago when the ‘‘Pure Shoe Bill’’ was introduced 
into the Ohio legislature, a canvass of that law-making body 
disclosed the fact that there were only three men engaged in 
merchandise business in the whole body. One of these 
was a cigar dealer; another a druggist and the third a small 
town merchant conducting a general store. This merchant 
was a real business man and was placed at the head of several 
important committees. This country, from the beginning, 
has been adverse to the idea of “taxation without represen- 
tation.”” Merchants pay a large proportion of the taxes. 
Why should they not be well represented in the law-making 


bodies. 





Prescribing ““Common Sense’’ 


A Common Symptom and Its Cure in the Retail Shoe 
Store 


A young girl went to a doctor who prescribes more of 
common sense than of drugs. Perhaps that is the reason 
for his success and popularity. 

“‘Doctor,”’ she said, “I am tired all the time and my limbs 
ache so at night I can’t sleep.” 

“Stand out there in the middle of the floor,” 
doctor. 

She did. He looked her over and gave this advice, ‘‘Go 
to a shoemaker and have your heels straightened and keep 
them that way. Better take your shoes to a cobbler at 
least once a month.” 

This same doctor said that most of our ills are caused by 
carelessness of LITTLE things. 

The crooked heels of the girl mentioned above put a strain 
on certain bones and muscles of the legs that resulted in 
pain and a tiredness out of all proportion to the work done. 

How much better off we would be if we would learn to 
correct our little causes of ill health rather than to run off to 
some physician for a prescription that will enable us to fill 
our systems with dope. 


said ~ 





Contracts Approved for Army Shoes 
and Gloves 


Washington, D.C., March 31—A contract with the 
Hamilton Brown Shoe’Company of St. Louis, Mo., for the 
supply to the Army of 1,648 pairs of russet shoes at $4.85 per 
pair, has just been approved by the Board of Review, Office 
of the Director of Purchase and Storage, War Department. 
The total amount covered by this order is $7,992.80. 

James N. Eisendrath Company of Chicago, IIl., has 
received a contract for the supply of 13,675 pairs of heavy 
leather gloves at $1.04 per pair, the value of this order being 
$14,222. 
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Capital and Labor---Are They Partners! 
By FRED C. HOOD, General Manager, Hood Rubber Co. 


“ ‘Labor and Capital,’ —an insidious phrase without 
definite meaning, the use of which results in confusion, strife 
and ill-feeling, a phrase adopted by the Socialists and even 
Bolsheviki to suggest a division of people into classes and to 
pit classes against each other. The phrase is a misnomer or 
was adopted with evil intent. 

“‘Well-meaning persons innocently adopt it without analyz- 
ing its meaning. In their thoughtless neutrality they foster 
a propaganda of strife. 

“The words ‘labor’ and ‘capital’ do exist in industrial 
language, but they should be used with correct meanings. 
Labor is animate; capital in inanimate; labor is active; 
capital is passive. ‘Capital’ means the money used in busi- 
ness and is represented by the property acquired with the 
money. Labor is the human element which, when used with 
the capital by management, makes the capital of earning 
value. Labor alone without capital and management (some- 
times self-management) has no earning value. 

‘Proper management of labor and capital results in produc- 
tion, and production is the desideratum. A ‘partnership’ 
between ‘labor’ and ‘capital’ is no more possible than for a 
person to be a partner with the rented house in which he lives, 
or for a person to be a partner with the shovel he uses in dig- 
ging or the potatoes he digs. 

“‘When the managers (including the self-managers) learn 
how to manage, and appreciate the obligations and’ scope 
of their duties, academic discussions will decrease and pro- 
duction and thrift will increase. 


Science of Human Relations 


“‘When all the large factory units are managed in their 
human relations as well as the small factory units (and many 
large units are managed better) and when the science of 
human relations is as carefully organized as the science of 
product and quality of product, when the human relations of 
the foreman in the large factory unit equals the human reka- 
tions of the manager of the small shop, the managers will 
have established their credit as fitting leaders and true 
spokesmen. 

“Every manager in a large unit is an employee as well as an 
employer and a proper application of Golden Rule principles 
will solve most of the industrial problems in this country if 
we Americanize our Bolsheviki, our Socialists, our mis- 
managers of industry, and our misusers of capital. 

“The solution of the social and the economic problem is the 
development of the science of management, which includes 
not only the selection of personnel but also the delicate organ- 
ism and organization of the managerial staff, while education 
in sound economics is the keystone of the safety of all our 


institutions.” 





John H. Murray 


Elected Treasurer and General Manager of A. W. 
Hartman Shoe Company, Duluth 


On January 25, 1919, John H. Murray was elected Treas- 
urer and appointed General Manager of the A. W. Hartman 
Shoe Co., Duluth, Minn., succeeding Mr. F. E. Church, 
who resigned. 

Mr. Murray,who has been with the company for more than 
fifteen years, has had several years’ road experience and for 
four years was Factory Superintendent. For four or five 
years he has been buyer and had charge of-all merchandising. . 
Since July 1st, 1918, he has been Assistant Manager. 
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Retail Shoe 
CLERK 


The Clerk of today is the 
Merchant Af pen al 7 


Your Sales People 





Are They Rendering the Maximum of Efficiency?---Are You Paying Them 
on a Productive Basis or Just Paying Them What They Demand? . 


almost entirely upon the sales people in that store. 

Too many merchants make themselves believe that 
the head of the house or manager of the department is solely 
responsible for the success or failure of the business. That the 
sales force represents so-many machines to be oiled once a 
week with a pay envelope and expected to run smoothly 
and efficiently until another oiling time rolls round. Mer- 
chants of this calibre usually want to save all the “‘oil’’ pos- 
sible and consequently pay as little as possible in wages. Very 
often, however, their selling expense is far beyond that in- 
curred by a neighbor merchant who pays his help more 


liberally. 


Te prosperity of any retail shoe business is dependent 


Labor Problem Biggest 


The biggest problem before the world today is’ the labor 
problem and no employer of labor, great or small, can afford 
to ignore the effect the solution is to have on his business. 

The question of paramount importance is to devise some 
method of payment of employees on a productive basis rather 
than on a flat salary of so much per day or so much per week; 
a plan of profit sharing that will be just and equitable to both 
employer and employee; a just recognition by each of the 
rights of the other—not a method of each trying to sap from 
the other all that can possibly be gotten and giving the least 
possible in return, but a plan of closer unison and better co- 
operation between the firm and the employee. 


Democracy the Antidote for Bolshevism 


The greatest menace to social and industrial peace in the 
world today is Bolshevism. Bolshevism is the direct result 
of oppression of the many by the few; the exploitation of the 
many by the few; the failure on the part of those in authority 
to recognize the just rights and equitable compensation of the 
masses. Then comes the realization of power by the masses, 
the turning of the tables and consequent oppression and dis- 
regard for those who formerly were the rulers. 

Bolshevism is.a poison and the only sure antidote is demo- 
cracy. This poison may affect not only nations and states 
but industrial institutions large and small. It may be in 
your store. Democratization of business institutions, a just 
and fair division of the profits on a basis of actual earnings is 
the only safe plan for prevention of strikes and dissatisfac- 


tion among employees. 





Adopt Profit Sharing Plan 


A great many big business concerns of the country, manu- 
facturers, wholesalers and retailers, have adopted the profit 
sharing plan. No one particular plan could be worked out 
that would be adaptable to every business or even to each 
business of any particular class. The size of the business, 
local conditions and many other elements enter into the 
problem but certain definite, fundamental principles can be 
found as a base and then modified to fit the needs of each par- 
ticular business. 

Whatever plan of payment of help and division of profits 
is determined upon the results to be attained are the same. 
These may be briefly summarized as follows: 

First—To increase efficiency of sales people. 

Second—To promote closer unison and co-operation be- 
tween the firm and the sales force. 

Third—To “‘sell’’ the members of the sales force on the store; 
increase enthusiasm and tie them up to the store organization. 

Fourth—To impress upon the members of the sales force 
that they are not working for the firm, but are working with 
the firm and for themselves. 

Fifth—To eliminate returns and get more shoes sold right. 

Sixth—To increase the volume of the store’s business, 
reduce the rate of selling expense and consequently increase 


the net profits. 


Training of Sales People Important 


The training of sales people in the knowledge of shoes and 
feet, in method of approaching a customer, in fitting and in 
completing a sale is of utmost importance. The subject is too 
broad to be taken up here, but it is evident that the sales 
person will be more eager to obtain this training and knowl- 
edge when he realizes that his earning power depends upon 
his knowledge of the business; the accuracy with which he 
fits the customer and the success he attains in pleasing him. 
It is not a question of how many dollars worth he sells, but 
how much of it stays sold that determines his income. 

If a salesman knows that his earnings depend on the earn- 
ings of the store he naturally will be more eager to co-operate 
with the store. He will be willing to work faster and more 
energetically. He will be more anxious to serve his trade in a 
way that will not only bring that customer back to the store 
but will make of him a customer for himself. 

So many stores are losing business because of a lack of co- 
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operation between the management and help. Every good 
salesman has suggestions that the management could well 
heed but no opportunity is given him to éxpress himself. A 
closer co-operation and better understanding will aid both. 
Store meetings will go a long way to accomplish this result. 

Lack of efficiency is often apparent on the part of sales 
people because they overlook the fact that it is important for 
them to build a clientele for themselves. 


Story of a Salesman Who Worked with His House 


A few years ago a firm selling stocks and bonds had a man 
on a good territory who was not producing as much business 
as the firm knew should be coming in. He was just about 
pulling even with his drawing account. The president called 
him in to the main office for a conference. The salesman 
went in feeling he was going to be fired. When he reported 
the president called him into his private office and told him 
the sales manager had been disappointed in his record. ‘‘We 
feel that there is something wrong some place. May be it is 
our fault; if so, we will endeavor to correct it. But we want 
your side of the story. Now just be frank and open and tell 
me all about it.’’ ‘“‘Well,’’ said the salesman, “I have been 
working for you about’’—‘‘Oh,”’ said the president, “‘you 
need go no further. There is the trouble. You have been 
working for us. We do not want you to work for us. We want 
you to work with us but work for yourself. We want to work 
with you. We share profits according to earnings. You 
should build a business for yourself; build clientele and a 
business that is yours; that belongs to you individually. 
Then you have earned for yourself a most valuable asset. 
The more money you make the more we will make.” 

The salesman went back to his territory with his chest out 
and his chin in the air. He started to work with his house and 
for himself and he made good. He was soon made district 
manager and later became one of the officials of the company 


An Example of the Commission Plan 


That's the story. In a shoe store in a Middle Western city 
the proprietor was going over the records of the salesmen in 
his store. As he drew a card out of the file he said, ‘‘Here is an 
example of what the commission plan has done to increase 
the efficiency of a salesman and to increase the sales of this 
store. When this plan was instituted in eur store this man 
was drawing thirty dollars per week and it was all he was 
earning and yet, since he was married, it was not enough to 
make him a satisfied employee. I outlined the commission 
and bonus plan to him, allowing him a guaranteed drawing 
account equal to his present salary. 


Results of Salesman’s February Business 


“Here is the result of his February business. It should be 
borne in mind that while we allow 6 per cent on all shoe sales we 
pay 5 1-4 per cent on the tenth of the month and hold back 
the other three quarters of one per cent till the end of the 
year. We pay extra commission on buckles, findings, spats 
and hosiery.” 

Here was the record which the card revealed: 


Feb., 1919 No.8 Net Sales at514% Earnings 





$4,369.20 $229.38 

Extra Commissions 23.50 

P M’s 3.35 

Total $256.23 

Less Draw. Acct. 125.00 
$131.23 


If this man stays with this firm until the end of the year 
(and from the way he talks it would take a mighty strong 
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lever to pry him loose) he will receive in addition to the above 
the three-quarters of one per cent still due on the month’s 
sales or $32.77, so his total month’s earnings will be $289. 
He has earned it. His firm knows he has earned it and is 
happy to pay him the money. It has analyzed its overhead 
and knows it can afford to carry a selling expense of six per 
cent. The more merchandise the salesman disposes of on 
this basis the more net profit there will be for the store. 






This Salesman Works for Himself 


This salesman says he has learned more about feet, about 
shoes and about correct fitting since hé began ‘‘to work for 
himself’’ than in all his previous experience selling shoes. It 
is necessary for him to know his business because his earnings 
depend upon his knowledge of the game and in bringing cus- 
tomers back to him. 

This man has a long list of addresses of customers and when 
a new shoe comes in he at once makes a list which is turned 
over to the office and these people are notified of the new 
arrivals and asked to come and see them. 


Profit Sharing Makes Punctual Clerks 


Another change that is apparent in stores that have 
adopted the profit sharing basis is the promptness shown by 
sales people in getting to the store on time and in the shorten- 
ing of the lunch hour. The time clock in the store mentioned 
above shows that while the store opens at eight thirty, most 
of the sales people register in by seven thirty and very few of 
them arrive after eight o’clock. The clock record also shows 
the average noon hour to be 40 minutes. Each sales person 
has a certain section of shelving to keep assorted up from 
stock room, dusted andinorder. Instead of doing this work 
during regular store hours the sales people come early and 
have it all done when it is.time for the store to open. 


Profit Sharing Increases Business 


In one of the large stores in an Ohio city the profit sharing 
plan has been in use for about two years. When asked about 
the success the manager said, ‘‘Last year we increased our 
business about 40 per cent without increasing the sales 
force. In fact we had fewer people on the floor and shortened 
the hours of keeping the store open. We made more money 
for the store than ever before and paid our sales people a whole 
lot more. It has brought about a more harmonious feeling 
between the sales force and the firm; has increased the effi- 


ciency of the sales people and consequently of the store. We 


wouldn’t change back to flat salary basis under any condi- 


tion.” 
**Live Wires’’ Out of ‘‘Dead Ones”’ 


The manager of the men’s department of this store, when 
asked how it was working out in his department, said, “It 
has made real live wires out of dead ones. There’s —— —— 
for instance; we did not know what to do with him. He has 
been with the store for a long time; is a good stock man; has 
a fair personal following but was slipping. We didn’t want to 
fire him; felt we were paying him all he was worth and yet 
he was not making money enough to be satisfied. Under the 
commission and bonus plan he has more thaa doubled his 
earnings and is happy in his work. It is the only plan I know 
of where the salesman gets all that is coming to him and where 
the store does not overpay somebody on the force. 

“‘We, as you know, have some men who put in most of their 
time in the stock room and are only on the floor during rush 
hours. These men we pay a salary for the stock work based 
on the average number of hours devoted to that work and 
then allow them the regular commission on what they sell 
and give them the bonus at the end of the year. They.are 

(Continued on page 55) 
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Milwaukee Style Week 


Creates}\Most Active Retail Shoe Trade Period in City’s History---Window 
Display Competition Stimulates Maximum Effort in Artistic Trims 
---Enthusiastic Participation by Shoe Merchants 


in the direction of special window displays, advertising 
and other publicity, together with the enthusiastic 
manner in which the entire trade suppoited the project, were 
prime factors in making the first organized Style Week, 
March 24 to 29, an outstanding success in all respects. With 
the possible exception of the regular holiday season last 
December, the week ending today has been a period of the 
most active retail trade promotion in the history of the city. 
So far as the shoe trade itself was concerned, interest 
centered largely in a. competition arranged by local news- 
papers to bring forth extraordinary effort in window dressing 
and original newspaper advertising. The awards were two 
large silver trophies. While the window display contest was 
won by a women’s apparel house, Breithaupt’s, No. 1 Grand 
Avenue, it is interesting to note that the Caspari & Virmond 
Company, 63-65 Wisconsin Street, a leading downtown shoe 
store, and the Czechorski Shoe Company, 487 Mitchell 
Street, one of the most prominent retail firms of the South 
side, won honorable mentions, being placed among the first 
ten out of a total of more than sixty competitors. The 
Breithaupt achievement has interest to the shoe trade, as 
the house is already dealing in ladies’ footwear to a limited 
extent and within a few months expects to create a repre- 
sentative shoe section in its store. 


Tis contributions made by Milwaukee shoe merchants 


The Origin of the Movement 


Style Week had its origin with the cloak and suit merchants 
of the city, who in past years have observed the first week of 
Spring and the opening of Fall as special events for the 
purpose of attracting public attention to the new modes and 
styles of the season. -‘This year the garment trade elaborated 
upon the plan of making a few individual exhibits by in- 
ducing all elements of the retail trade dealing in any article 
for the person and for the home to enter into an organized 


campaign. 
‘ Accordingly, the Milwaukee Cloak and Suit Association 


presented a suggestion to the local organizations of such. 


tradesmen as shoe merchants, jewelers, musical instrument 
and furniture dealers and similar lines of business that all 
combine to promote a Style Week designed not only to 
interest the people of Milwaukee and immediate vicinity, 
but to attract the attention of buyers throughout Wisconsin 
and Northern Michigan to Milwaukee as the style center of 
the Northwest, for‘lasting and sustained benefit as such. 


Shoe Men Among First to Respond 


. The shoe men were among the first to respond to the sug- 
gestion and were quickly followed by other tradesmen. A 
general executive committee was formed, with one repre- 
sentative of each line of business comprising the personnel. 
The shoe merchants chose as their representative Floyd H. 
Stover, head of the Stover Walk-Over Boot Shop, 137-139 
Grand Avenue, who is considered one of the most energetic 
.and progressive. merchandisers and successful merchants of 
.Milwaukee. , 

The executive committee worked almost incessantly for 
three weeks with, the result that practically every retail 
merchant in the city was induced to lend his support to the 


movement, and virtually every person in the city, state and 
Upper Peninsula was apprised of the purposes, time and 
place of the event. 

While this Style Week project represented nothing more 
nor less than a simultaneous display, in the individual shops, 
of the latest and finest merchandise designed principally for 
use during the Spring and Summer seasons, it succeeded in 
causing a vast outpouring of local people and attracted 
hundreds of buyers from distant points. It also suggested 
the formation of a permanent organization of an executive 
committee representing all retail trade elements to conduct 
Style Weeks every Spring and Fall in the future. 

Further, it suggested that henceforth, probably beginning 
next Fall, Style Week will be more than a series of individual 
exhibits and displays, taking the form of a grouping of new- 
season merchandise under one roof, as, for instance, in the big 
Milwaukee auditorium, making it truly a Style Exposition of 
even greater attraction than Style Week as carried out this 
Spring. , 

A Happy Selection of Dates 

The Style Week Committee made a fortunate selection of 
dates in that the time coincided with that of the big War 
Exposition of the United States and Allied Governments, 
held under federal auspices in the auditorium, March 20 to 
27. This great display of trophies, relics and souvenirs from 
the battlefields of Europe brought to Milwaukee many 
hundreds of outside people, who by their presence here were 
able to take advantage of the opportunity to participate in 
Style Week. At the same time, the famous musical extrava- 
ganza, ‘““Chu Chin Chow,” was staged in Milwaukee for the 
first time. As Milwaukee is the theatrical center of Wiscon- 
sin, this attraction brought a large number of visitors, all of 
them of a class that is eagerly sought as patronage by the big 
stores of Milwaukee. 

The value of the War Exposition as an attraction to out- 
side people may be measured by the statement that the total 
attendance reached 500,000, which is equivalent to the entire 
population of Milwaukee. ‘‘Chu Chin Chow” was obliged to 
extend its engagement for a second week because so many 
home and outside people could not be accommodated in one 
week—and this in spite of the highest price ever charged for 
a theatrical attraction in Milwaukee. 


Newspapers Give Utmost Support 


Although the Style Week idea originated with the mer- 
chants rather than with the local newspapers, as generally 
is the case in promotional events of this character, the three 
leading dailies of Milwaukee gave the project their utmost 
support and this made the publicity given the event perhaps 
the best and most far-reaching that has ever been experienced 
by the local retail trade. 

To advertise Style Week, the War Exposition, and a Navy 
recruiting drive, an immense hydroplane, ‘‘Victory,” was 
sent to Milwaukee for the week by the Great Lakes Naval 
Training Station at North Chicago. This feature was 
arranged by the Milwaukee Sentinel, which also brought to 
Milwaukee famous models to pose in various shops and 
before leading photographers for illustrations published in the 
newspaper every morning and afternoon. 
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Special Style Edition of Milwaukee Journal 


One of the largest and most comprehensive special style 
editions which any American newspaper has ever issued was 
that accompanying the regular Sunday issue of the Mil- 
waukee Journal on March 23. The style edition consisted of 
two sections, one of 24 and the other of 26 pages, filled with 
choice reading matter, illustrated articles, and advertise- 
ments, all of which were for the greater part original with the 
Journal. Its regular staff was supplemented by a corps of 
special fashion writers, artists and other experts imported 
for the purpose. The representation of shoe merchants in 
this edition was especially notable. All of the larger stores 
and many of the smaller ones presented their message in 
strikingly attractive advertisements, which the Journal 


supplemented with illustrated articles on the latest styles in . 


footwear, the whole forming five or six pages of the style 


section. 
Models Posed at Theaters 


For Style Week the larger stores imported noted models 
from the Eastern style centers who posed at the individual 
shops, at special revues staged at local theaters during “open 
times,” and made themselves useful in many other ways. In 
many instances several stores jointly bore the expense of this 
publicity. A garment house, a shoe shop, a jeweler, a milliner 
and others got together and completely dressed the models 
for their public appearances. 


A Notable Revue 


One of the notable events of Style Week was a revue 
staged by the Milwaukee Athletic Club in its new $1,500,000 
building on Wednesday evening. The entire main dining 
room and adjacent rooms were filled with a select class of 
spectators to witness the parade of noted models showing the 
very latest in shoes, gowns, wraps, jewelry, etc. It was one 
of the biggest society events of the waning season. An ad- 
mission fee consisting of a cover charge of.$1 per person was 
made by the club,. but hundreds were unable to get accom- 
modations. 1 

Grand Avenue and Wisconsin Street, the principal retail 
business thoroughfares, never were so resplendent in finery 
as during Style Week. Any person who had occasion to go 
downtown could not help but be instantly attracted by the 
* gorgeous displays. The competition based on the best win- 
dow display stimulated a maximum of effort along this line. 
The windows of the shoe stores were especially beautiful. 
But not only the downtown shoe merchants made such 
special preparations. Leading stores in the outlying sections 
participated to the same extent as their big brothers down- 
town. The result is apparent in the fact that the Czechorski 
shoe store on Mitchell Street was one of two shops to be 
awarded honorable mention in the window contest, the other 
being the Caspari & Virmond shop on Wisconsin Street, 
which is noted for its beautiful windows. 


Congratulations to Shoe Trade 

While at this moment the shoe men have hardly had 
opportunity to catch their breath, so to speak, after the 
strenuous and intense effort put forth during this week, all of 
them agree that Style Week has been a wonderful success and 
is justified in all respects. Trade was stimulated to an un- 
usual point of activity and briskness. While the project 
naturally was primarily a stimulating influence upon the 
ladies’ wearing apparel business, the shoe trade feels that it 
derived just as much profit and benefit. When attention is 
focused on new styles in garments, shoes naturally are figured 
to be an important part of the new outfit, be it woman or 
man. For this reason the shoe trade of Milwaukee has every 
reason to congratulate itself upon its wholehearted and en- 
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thusiastic participation in Style Week, for every result was 
greater than even the most optimistic had predicted. 


YOUR SALES PEOPLE 
(Concluded from page 53) . 
satisfied. Our help is not changing. The good ones stick and 
the poor ones just naturally drift out.” 





Another Commission Plan Presented 


The plan used by this firm is about as follows: 

Commission is based on net sales (gross sales less returns) ; 
a weekly drawing account is allowed each sales person based 
on the previous selling record but needs of sales person is taken 
into account. At the end of each week a statement is rendered 
showing gross sales and returns; rate of commission, earnings 
less drawing account leaving credit or debit as case may be. 
At the end of each six months’ period the difference between 
debit and credit column is figured and paid. If, during that 
period, the debit column is growing faster than the credit 
column the drawing account is reduced (or would be if neces- 
sary; it has never yet been necessary). If the credit column 
is increasing and the sales person so desires, the drawing ac- 
count may be increased. Generally, though, the sales person 
likes to keep the drawing account as low as possible and 
receive the residue of earnings in a lump sum. The amount 
being then of sufficient amount to be invested in some sort 
of securities or make payment on real estate. 


Liberal P M’s Allowed 

In addition to commissions, liberal P M’s are allowed on 
short lots and slow moving lines. So prosperous has been the 
firm under this plan of selling that at the end of the year 
each sales person who has been:with the firm the entire year 
receives a bonus equal to'10 per cent of his year’s earnings. 

The commissions paid in this store vary in different depart- 
ments. In men’s department. the rate is 544 per cent; in 
women’s department 6 per cent; in misses’ and children’s 
and boys’ and youths’ 7 per cent. 


A January Record 

Here is the record for January of one salesman in this store: 
Date Gr. Sales Returns Net Sales 
Jan. $3,727.00 $140.85 $3,587.15 
Earnings Draw. Acct. Dr. Cr. 
$215.22 $100.00 $104.45 

This does not include P M’s which are paid weekly along 
with drawing account. In this instance the P M’s were over 
$40 for the month. 

When to this is added the 10 per cent bonus it is not 
difficult to see that this man is bound to be interested in the 
welfare of the store. He is working with the store and build- 
ing a business for himself. 

Several plans that have proven successful in other stores 
will be featured in a subsequent article in the “‘Recorder.”’ 

This is store democracy; fair and equitable distribution 
of profits. Co-operation and pull together; betterment of the 
store through betterment of employes. 





Error in: Advertisement Corrected 


J. W. Carter &-Co:, of Nasliville, Tenn., having success- 
fully achieved standardization in shoemaking, recently 
announced the advantages of their manufacturing methods 
to the trade. Reference to their ““My Boy” line of shoes 
should have been struck out of copy before insertion as it 
was the purpose of the firm to have “‘Recorder’’ readers be- 
come familiar with the line as a whole rather than in part. 
Inquiries to the firm relative to their standardized values 
will be promptly agknowledged with interesting information. 





You Cannot Fail to Recognize 
the Genuine Article 


The Words “won” wear Moof appear on 
every inch of the genuine Stwohwv' Wear Poof 
shoe lining. There is nothing like it for 
hard wear and. waterproof shoes. It’s 
moisture-repellent. . 7 


Farnsworth, Hoyt Co., Boston 
» Makers 
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Delegates to the Pennsylvania Shoe Retailers’ Association Convention on the Roof of the Penn Traffic Co. Department Store 


Note how the hills of Johnstown cap the city. 


In the great flood the people were caught in the torrent before they could bridge the 


stream to the hill country 


How to Determine Style 


How to Buy Women’s Style Shoes---Nineteen Points on Buying for Fall 


By J. D. KENNEDY, of Pittsburg, Before the Pennsylvania Convention 


intricate, and entirely too positive in its initial state- 
ment for any one or group of men to answer correctly 
or even broadly. 

Program makers, like political slate makers, are prone to 
slip one over and select a man to face a situation although 
not unpleasant, is to say the least, embarrassing. 

Each of us have our own idea as to style, and for me to 
stand here and dictate what will be the style leader for 
next Fall would be passing the buck too strongly. 


hes subject allotted to me is indeed far reaching and 


Louis XV Heels 60% 


I can only give you my personal opinion formed by close 
contact and observation to the general trend of style, gar- 
ments, fabrics, and colors. 

1. First there is no doubt as to the prevalence of Louis 
XV heels for Fall, I should judge 60% in high grade shoes. 

2. Combinations should be avoided that clash, or where 
severe contrasting colors are suggested. No one ever made 
money on goods of that kind, and they are not style in the 
true sense of the word. 

3. Close matching of colors in tops and vamps I feel 
would be good. 


How to Determine Styles 


It is only by close attention to conditions and with one’s 
ear close to the ground (so to speak) that any one can get 
advance ideas, or form opinions that help to formulate style. 

1. Joseph Horne Co. fortunately have an office in Paris, 
France, and a style letter or letters are received by us at least 
once a month. It is often months before the style change is 
noticed but we are always prepared in thought at least and 
can act without fear of mistake. 

2. We are also members of the Retail Research Associa- 
tion of New York whose duty and constant work it is to 
investigate every. avenue or lane that leads to style, be it 
coming or going colors, fabrics, cuts, patterns, in fact, style 
tendencies in evéry direction. Meetings of buyers or various 
departments regularly and exchange of opinions from twenty- 
eight states help materially. 


Study Fashion Shows 


3. Fashion Shows of style garments for women shown on 
live models months ahead of the shoe needs of the season is 
a big factor and we are endeavoring to have the garment 
makers meet the shoe manufacturers and, in fact, the Allied 
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“Constant OMFORT 
_ @® SHOES 








IN-STOCK 
The Safe Rule 


Is to buy a line that is in every way DE- 
PENDABLE. The consumer never for- 
gets QUALITY, while the price is soon 
forgotten. You can build a good, safe and 
‘ profitable shoe business on one thing— 

=< QUALITY. In making “CONSTANT 
saggernpetri COMFORT” shoes, our first thought is 





RRA AURAL GE ARN LAA LA RAALARARA LAL AURAGA A ARALARALA AAR ga garners 


KID LACE OXFORD, PLAIN , , 
TOE, 12-8 HEEL, B-C-D-E, $3.00 QUALITY. You fully realize what this 


means to you and to your customers. 


Have you a copy 
of our in-stock 
folder? 


Cada da cade da ca 
D NAVARA 


paca ca aac ck 





STOCK No. 426 


KID POLISH, 7 INCH OUT- STOCK No. 159 





Gin ci Ci Cin tincin gins oi ti 
KS AS MY 


SIZE TOP, 10-8 HEEL, C-D-E STOCK No. 112 KID BLUCHER, 7 INCH { 
$4.50 KID BLUCHER OXFORD, TOP, 12-8 HEEL, B-C-D-E- | 
PLAIN TOE, 10-8 HEEL, $4.25 € 

B-C-D-E, $3.25. 


AULT-WILLIAMSON SHOE co. 


BLACK KID TURN SPECIALISTS 
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Industries Leather Tanners fabric makers, garment makers, 
fast makers, shoe manufacturing jobbers. 
4. Committees have been appointed to further this end. 
5. Champagne ivory or light colors keep off. 
6. Gray and black, field mouse and black, beaver and 
black will figure in the buying colors, of course, in tops... 
7. About 50% of English or semi-English lasts will be 
enough, figuring on last year’s buying or even less. 


Some Call for Buttons 


8. Button shoes will have some call but we are conserva- 
tive as to styles and colorings, a patent fox mat top dress 
button boot always good. 

9. In button boots keep off colors and combinations 
unless your outlet is large. 

10. Russia calf in trifle lighter shades and even this 
leather with light soles and LXV heels have found favor the 
past season. 

11. Dark brown kid not so strong as last season. The 
beaver and semi-brown will push it for favor. 

12. Black kid and calf naturally will not be as good in 
the dressier styles since the lid is off and colors are permitted. 

13. The heavier styles, such as Munson last footwear, will 
have a big drop and my advice is not to buy as there will be 


' plenty of that style footwear on the market in a stock way. 


Satins and Bucks 


14. Satin, suede, buck, and fabrics must be bought with 
care and wisdom. Outlet again enters largely into these 
particular items. Don’t lose your profit trying to 
carry everything. 

15. Heights of tops 844 to 9 for LXV Lace 
Boots. Heights of tops not over 8 for LXV Boots 
Button English. 

16. Long vamps and long lasts should be 
studied carefully. They look good in sample 
sizes but for general use do not make easy fitters. 

17. Cloth tops look good, but keep colors 
down to selling shades. 

Low shoes good for Fall. 

18. Dress slippers will come into their own 
again this Fall, but don’t let that idea cause you 
to buy too many styles. Buy plain slippers and 
trim them yourself. 

Satin, white and black, patent, white and black 
kid, or calf always should be in every well selected 
stock, throughout the year. 

Too little attention is given house or boudoir 
slippers. How many of you could match a 
kimona your customer might buy? It has proved 
a very profitable investment for Joseph Horne Co. 
You need not invest a great deal of money. Try 
it out. They are as cheerful as a bunch of flowers 
on the table. Test out a few well-selected, 
beautiful embroidered slippers, Mules, D’Orsays. 

19. Overgaiters. In my mind we are due for a change 
in fabrics. Prices still too high. 





National Shoe Retailers’ Association 
Directors to Meet April 23-24-25 


Philadelphia—A. H. Geuting, president of the National 
Shoe Retailers’ Association, has called a meeting of the 
directors, to take place in Philadelphia, at the association 
headquarters, on the morning of April 23, for the transaction 
of regular business and in preparation for the conference in 
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Boston with the executive committee of the manufacturers’ 
association. ; 

Following the short session in Philadelphia, the retail men 
will go to Boston, where the meetings with the manufacturers 
will be held on April 24 and 25. 

At this meeting the retail merchants expect to thrash out 
thoroughly the factors of domestic markets and world-wide 
influences and the labor situation‘and_all points affecting the 
trend of prices. 





New Orleans Walk-Over Booster Club 


Organized to Promote Good Fellowship 


With the object of promoting good fellowship among the 
employes, Manager I. R. Jacobs of the Walk Over store suc- 
ceeded in organizing the Walk Over Booster Club. Its first 
meeting was held at the Grunewald Hotel,where the members 
of the new organization were guests of the Jacobs Brothers 
at a banquet. 

I. R. Jacobs gave a talk encouraging the idea of the club, 
bringing out that it is in such organizations as this that 
efficiency is the keynote. He urged the members to pull 
together for team work. This banquet, he said, was only a 
beginner of what is to follow. 

“‘We hope to develop a great boosters’ club,’”’ said Mr. 
Jacobs in closing his talk, “‘and we intend to add many social 
features which I am sure will be appreciated by all.” 





Booster Club of Walk-Over Store, New Orleans, La. 


The following officers were elected: Milton Finger, Presi- 
dent; A: C. Betzer, Vice-President; Arthur S. Pike, Secretary- 
Treasurer, and May Dalferes, Assistant Secretary. 


The following attended the banquet:— 


Misses May Dalferes, Edna Divine, Elizabeth Kessel, 
Emma Kenzel, Velda LeBlanc, Julia Marphis, Louise Sontag, 
Myrtle Sutherland, Mrs. L.. Dickman, Mrs. S. Manix, and 
Messrs. F. Bell, W. A. Bell, J. W. Boudousquie, A. Betzer, 
C. L. Davis, Carlton King, Joe Leary, George Long, J. 
O’Bright, Harold Peres, A. S. Pike, J. H. Ryan, M. 
Sievers, George Willing, G. B. Willig, M. H. Finger, 
and the hosts, I. R. Jacobs and N. E. Jacobs, honorary 
‘members. 
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Colonial Buckles 


GREAT ASSORTMENT 
ATTRACTIVE STYLES 


SPECIAL OFFER 
FOR AT ONCE ACCEPTANCE 





SMOUUTHAOUOTAALTATAAAOAT 


36 pairs assorted shapes and finishes, carded in 


OUR pairs and filled ready for adjustment. Priced from DELIVERY 


.40 to $2.50 a pair. Net cash 30 days, 2% 10 days. 


OF F ER Prompt delivery by parcel post, insured, prepaid. NOW 


No returns, or catalog. 


Address, Dept. R. 


D. T. DUDLEY & CO. 


66 WASHINGTON STREET, HAVERHILL, MASS. 











(SPATS 


THAT SELL 


BECA a * + lel EM- 


FASHION 


; 
FIT and 


DELIVERIES 


By giving our members immediate credit 
advice we are benefiting the buyer as well 
as the seller. 


When we help the seller get his goods out 
four .or five days sooner, we also make it 
possible for the buyer to get his goods on 
sale just that much quicker. 


‘When you buy of our'members you can 
expect quicker deliveries. F I N I S H 
Look for the emblem. 


Felt and Kersey Cloth in 


Pearl Gray, Brown, Black, 


White 
$10.00 to $30.00 Per Doz. 


and Black Satin Overgaiters. 


QUICK DELIVERY 
Write us your wants. We assure you satisfaction 


The Credit Clearing House 
“Builder of Better Credits”’ 


Offices in all important cities 
Executive Offices: 440 Fourth Ave. New York, N. Y. 


Ladies’ 2-Ply Shoe Tongue Pads 


THE SIMON HALPERIN CO. 


121-123-125 W. 17th St. New York, N. ‘J 








| Castor, Fawn, Taupe, 
Danses 











nN 
— 
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Correct Dodg e 


For All Occasions 


IN STOCK 





New Long Vamp Opera; bik. satin, 
blk. velvet, patent leather, dull 
calf; delivery April 15th. 


Once in a while 
we make 





Our famous No. 160 Pat. “Baby” 


. 
Louis heel; the real sensation, in 
OeS Cl oma stock, delivery April 15th. AAtoC. 
Same in white sea island. 1% Louis 


heel; ready April 15. 


and on that point here 

: | h f Dear Mr.——— 

Is a letter that one oO ‘Dodges’ shoes certainly came in good this season. 

our salesmen recently They looked fine, fitted fine and are practically all sold out. 

. We were the only people in town that had low shoes early 

received : and we made a hit with them. The young women of this 
town are looking to us when they want to be shown the up- 
to-date live shoes. Will be glad to see you when you get 
here and come early, as we are going to buy your shoes. 


SOD OOD HII rondrendredrdonon moron dndnonondrordndrdndrordnindnornonderdnonode 
BORAGAGHGVIAAAAALAH GAGA ALAA AGA ARAL AGA AGRA AAD ABABA A AAA AAA Career en ge! 








“Very truly yours, 3 

E 

s & 
3 € 
: : 
2 Prices not guaranteed. € 
3 There is more sole leather in a good turn shoe § 

3 between the wearing surface of the sole and the 3 

5 thread that holds the sole to the shoe than in any § 

3 other processed shoes. € 

3 & 
e € 

3 Good turn shoes wear like ‘‘the one horse shay.”’ g 
3 
3 f 
3 f 
3 é 

: . 
: Nathan D. Dodge Shoe Co. } 
3 ‘ 
3 ‘ 
€ 

: N ewbury port, Mass. é 
€ 

3 Boston New Philadelphia San Francisco § 
5 183 Essex St. 851 Marbridge E Bldg. 600 Denckla Bidg. 20 W. Jackon Blvd. 417 Pacifie Bldg ; 
3 Great eget Bidg. 

3 tgome Kansas Ci 
20 Galena Ave. 537 Ridge Bidg. idg. § 
All goods sold F. O. B. Newburyport; terms net 30 days. Single pairs, 25c a pair extra. é 
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Central Shoe Company 


Will move to The Worlds Greatest Central ShoeMarket 
July 1st ,1O1O 


A STUDY of the map of the United States 


emphasizes one big, reason for moving our 
business to St. Louis. 
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St. Louis is a natural trade center. Its main 
trunk lines radiate to every corner of the coun- 


try. 


St. Louis is also the world’s greatest central 
shoe market and the growth of our business 
made it necessary for us to embrace the 
opportunities afforded by this great 
market, in order to better serve our 
customers. 
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[TITTLE s 


Every day new progress is being made in the 
construction of our new nine story building on 
Washington Avenue at Seventeenth Street, 
right in the heart of what is known as the 
greatest wholesale street in America. 


Here we will have all the modern facilities for 
the prompt and efficient handling of ship- 
ments to all parts of the world. 


Here shoe merchants may make their selec- 
tions in spacious, light, well ventilated Sample 
Rooms, located on the ground floor. 


They may also inspect the stocks of other lines 
of merchandise for which St. Louis is famous 
and thus save both time and expense. 


A complete Ready-to-Ship stock is being car- 
ried in our present location and all orders will 


receive prompt attention. 


tebedel 11 Atedtbbb LLL LiL LLL LLL LLL Litt t hE Ltiilitili iii iii rt itty 








CENTRAL SHOE COMPANY 
KANSAS CITY, MO. 
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“That is Some Shoe” 


LUNDIN SHOE is always 

‘“‘some”’ shoe. It has 
style to start with and it 
always embodies good ma- 
terials and superior work- 
manship. Men of good 
judgment and discriminat- 
ing taste in footwear always 
approve the Lundin Shoe. 


The Lundin Shoe 
Is Right All Through 


LUND-MAULDIN Co. 


MANUFACTURERS 


St. Louis, U.S. A. 
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While Buying, Why Not Get the Best 
Set of Shoe Fixtures in the Market? 









IHERE are no other shoe fixtures in any sense 
comparable to our interchangeable set of beautiful 
clear glass pedestals and shelves. 





Why buy candlesticks when you can get real glass 
pedestals with ample top and floor supports. 


Our outfit appeals to the best trade in the U.S. Why? 
Because no material of any kind is so perfectly effective 
for.the display of shoes—Because glass is neutral and 
lends itself to any color scheme—Because it is always 
clean and attractive—Because it is unobtrusive and you 
do not tire of it, and Because you can produce constantly 
changing effects. 


YOU OWE THESE FIXTURES TO YOUR WINDOWS 
Send for our Catalog G. G., giving full details and showing 
numerous “Trims.” 


VALANCES AND PLUSH 


Catalog E shows the Valance line. 


A big stock on hand for quick delivery. Send for 
samples of them, also of window plushes. 
















Visit Our Beautiful eas 


THE HECHT FIXTURE COMPANY 


Medinah Bldg., Wells Street and Jackson Boulevard, Chicago 
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What Would You Think 


of a Manufacturer— 


—who wrote to you with a lead pencil—**We are 
saving much money because we do not use type- 
writers and telephones’? You might well wonder 
whether his merchandise was as much out of date 
as his business methods. 


You know that modern time and labor saving 
appliances are not added expenses, but that they 
have superseded slower and more costly processes. 


The concern which uses your business paper to 
tell you its business story is simply using a modern 
piece of selling machinery to make it easier for you 
to buy intelligently with the least waste of your 
time and theirs. 


For the right kind of advertising shortens the 
distance between human minds just as certainly 
as the railroad shortens the distance between 
places. It is still possible to walk from New York 
to Chicago, and it is still possible for a business to 
get along without advertising, BUT— 


—hbear in mind that the seller who does not adver- 
tise does NOT save the cost of advertising, for it 
costs more to do the work of advertising by other 
means. Consistent advertisers are progressive mer- 
chandisers, and it pays to do business with them. 


You are invited to consult us freely about 
Business Papers or Business Paper Advertising. 


THE ASSOCIATED 
BUSINESS PAPERS INC. 


The International Association of Trade and Technical Papers. 


Headquarters, 220 West 42nd Street, New York 











National Druggist Rubber Age 

National Petroleum News Shoe Findings 

Nautical Gazette Shoe and Leather Reporter 
Northwestern Druggist Shoe Retailer 

Power Southern Engineer 

Power Boating Southern Hardware & 

Power Plant Engineering Implement Journal 

Price Current—Grain Reporter Sporting Goods Dealer 
Railway Age Starchroom Laundry Journal 
Railway Electrical Engineer Tea and Coffee Trade Journal 
Railway Maintenance Engineer Textile World Journal 
Railway Mechanical Engineer Timberman 

Railway Signal Engineer Transfer and Storage 

Retail Lumberman Woodworker 


LIST OF MEMBERS 


Each has subscribed to and is 
maintaining the highest standards of 
practice in their editorial and adver- 
lising service. 

Advertising and Selling 
American Architect 

American Blacksmith 

American Exporter 

American Funeral Director 
American Hatter 

American Machinist 

American Paint Journal 
American Paint and Oil Dealer 
American Printer 

American School Board Journal 
Architectural Record 

Automobile Dealer and Repairer 
Automotive Industries 

Boot and Shoe Recorder 

Brick and Clay Record 

Buildings & Building Management 
Bulletin of Pharmacy 

Canadian Grocer 

Canadian Railway & Marine Worl 
Candy and’ Ice Cream ; 
Chemical and Metallurgical 

Engineerin 
Clothier and Pantieher 
Coal Age 
Coal Trade Journal 
Concrete 
Cotton 
Daily Iron Trade & Metal 

Market Report 
Domestic Engineering 
Dry Goods Economist 
Drygoodsman 
Dry Goods Reporter 
Electric Railway Journal 
Electrical Merchandising 
Electrical Record 
Electrical Review 
Electrical World 
Embalmers’ Monthly 
Engineering World 
Engineering and Mining Journal 
Engineering News-Record 
Factor 
Farm Mutiny ~Sunn Power 
Foundry (The) 

Furniture Manufacturer & Artisan 
Furniture Merchants’ Trade 

Journal 
Gas Age 
Gas Record 
Grand Rapids Furniture Record 
Haberdasher 
Hardware Age 
Heating & Ventilating Magazine 
Hide and Leather 
Hotel Monthl 
Illustrated Milliner 
Implement and Tractor Age 
Industrial Arts Magazine 
Inland Printer 
Iron Age 
Iron Trade Review . 

Lumber Trade Journal 
Lumber World Review 
Manufacturers’ Record 
Manufacturing Jeweler 
Marine Engineering 

Marine Review 

Metal Worker, Plumber & 

Steam Fitter 
Mining and Scientific Press 
Modern Hospital 
Motor Age 
Motorcycle & Bicycle Illustrated 
Motor World 
National Builder 
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H verything in fabrics for the 
outside of a shoe is to be 
found in the Casko line. 


CORKSCREWS 
Both Cotton and Worsted 


of All Descriptions 
; Also 


SILKS and SATINS 





We Also Specialize in Cloths 
for OVERGAITERS and SPATS 





We call particular attention 
to our special ability in 
MATCHING ANY LEATHER 
WITH CASKO FABRICS. 











Casko Shoe Fabrics Corporation 


Manufacturers and Distributers _ .- 


400 Arch Street, Philadelphia, Pa. 
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OW [THE quantity and kind of labor is an important 
aes item in the analysis of a product. Is it Skilled 
or Unskilled? Is a large supply available, or is there 

likely to be a shortage at any time ? 


JN Milwaukee tanneries and shoe factories, capital 
and labor work in close co-operation. Milwaukee 
is the Mecca of skilled shoe workers—men with families. 
It is a home city to all of them. Our manufacturers are 
interested in the welfare of labor. Our working people are 
faithful and loyal to the best interests of our manufacturers 


OGDEN SHOE CO. 
PFISTER & VOGEL LEATHER CO. 
ALBERT H. WEINBRENNER CO. 
WEYENBERG SHOE MFG. CO. 
ALBERT TROSTEL & SONS COMPANY 
BRADLEY & METCALF CO. 
EDMONDS SHOE Co. 
HARSH & CHAPLINE SHOE CO. 
F. MAYER BOOT AND SHOE CO. 
MENZIES SHOE COMPANY 


Albert H. Weinbrenner Co. 
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In Stock 
80,172 Pairs 


Immediate shipment on quick Sellers 
—that’s the Nunn-Bush message. 
All sizes in stock awaiting your order. 


ARMY SHOES 
WORK SHOES 
DRESS SHOES 


of unquestionably big trade building possi- 
bilities. 

Send us your mail orders — shipments 
made promptly. A postal will bring our 
complete ‘‘in stock’’ list to your desk. 


NUNN, BUSH & WELDON SHOE CO. 


MILWAUKEE 
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the Hardest Wear 


PARMUSE GRAIN is given a 
double tannage to make it the 
strongest, most durable, and softest 
feeling leather possible for Farm 


and Work Shoes. 


It is chrome-tanned to give it the 
strength, durability and permanent 
softness characteristic of chrome 
leathers. It is then given an extra 
- tannage, in a vegetable tanning liquor, to 
make it resistant to the ammonia and acids of the barnyard. 


Work shoes, especially those worn on the farm, have to stand longer and 


harder wear than any other kind of shoe. They require a correspond- 
ingly stronger and more durable 


leather. 


When you have Farmuse Grain in 
your farm shoes you can be sure that 
you have the best leather the tanner 
ean turn out for the purpose. 


Send to us for sample of the leather, 
tags, and certificates. 


Pfister & Vogel Leather Co. 


Milwaukee, Wis. 
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YUEN the khaki uniform is laid aside and the soldier gets back to the job he held before the war, he’s 
going to want a shoe that will give him the same comfort the Army Shoes afforded. 


WEYENBERG SHOES FOR SERVICE ARE MADE FOR SOLID COMFORT 


One of several shoes we make which will “stand up” under the rigid tests, but still is lighter than the 
regulation army shoe, is our number 2830. This is a Brown Badger Retan blucher, single oak sole, 


“Munson” last, in sizes from 6 to 12. 
This shoe is good looking, the leather is soft, pliable and tough and it should be on your shelves now. You 
can make it a leader, for, regardless of it being lower in price than many others, it has the quality that makes 


friends fast. 


We make all the shoes we sell and we make more than any other manufacturer in the Northwest. 


WEYENBERG SHOE MFG. COMPANY, Milwaukee, Wis. 
FHUTUUUHQQOUUOUUQOQQUO0OUGQEQUO0OUOOOQQOEOUOOOUEOEOOOSOOUOOOUOGEOUEEOOUOOOOREOOOOOOOREOUOOOOOOEOGOGOOOUEOUASOGOOOOUGOOEOOOOUOOOOOOEOOUOGOSHOOOAGOOL 


2830 
Raz? $9 50 


Blucher 


We can give 
you the same 
shoe in a 
double sole, 
number 2840, z 
for ten cents iit. 
more. MILWAUKEE 
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QUALITY SHOES 
Quality is a synonym for Chicago shoes, 
Chicago is known the world over as The great 
Central Shoe Supply Market of America. 
he buyer purchases his shoes in Chicago, 
because he can buy shoes at prices which will 
enable him to make big profits. 


IN STOCK 
The manufacturers and wholesalers of Chicago, 
through their In Stock Service, meet every price 
and every trade. .For men’s, women’s or chil- 
dren’s lines, Chicago is The Great Central Market 
for Goods in Stock. 
Genuine values—In Stock Service— 
Al Transportation facilities. 








Coen oe Sheiky 
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SMITH-WALLACE SHOEZCO. 
NOVELTY SHOE CO. 
GEORGE E. HARRISON SHOE CO. 
HARPER & KIRSCHTEN SHOE CoO. 
SINSHEIMER BROS. & CO. 
J. W. CARTER CHICAGO CO. 
NO-AKE SHOE CO. 
HENRY KLEINE & CO. 
THE STANWEAR SHOE CO. 
HARRY M. HUSK SHOE CO. 
R. P. SMITH & SONS CO. 
THE A. S. KREIDER CO. 
THE AMERICAN SHOE 

POLISH CO. 
S. FREEHLING & SON 
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| A “Wingate” Turn 


Black Satin with 
Beaded Buckle 


| Our “Edith” Colonial on No. 52 
Last. Carries 17-8 full Louis 
Heel with Aluminum plate. 


No. 4955 


Write for salesman to call. 


WINGATE SHOE CORP. 
HAVERHILL, MASS. 


NEW YORK OFFICE: 435 Marbridge Building. 
Dryzer & Barnett, Reps. 
BOSTON OFFICE: Room 303, 183 Essex Street 






























DRESSINGS FOR ALL LEATHERS 


- Q 
/} (YU) (YY BOSTONIAN CREAM—The ideal 
cleaner for kid and calf. You'll need a 







good stock of the brown for brown 


Fey si Po yf [KY i TAY glazed kid and mahogany calf—also 
oe m1 —< ae C+ rag = 
: i , en there’s the white tonian for 
QUALITY VARIETY all colors of glazed Russia calf, vici_or 


dongola kid or patent leather—also 
Sold in the Market Places of the World 























light and dark gray and any other color 
or shade. 






Travel wherever shoe stores are and 
you'll find Whittemore’s shoe pol- 
ishes are known. Isn’t a line of shoe 
polishes so widely and well known 
worth your time and effort to sell? It’s 
a fact easily proved in practice that it 
takes little time and little effort to sell 
Whittemore’s. A comparative test, if you 
wish to make it, may surprise you. In the. 
Whittemore factory are chemists which do not 
let anything get by them. Constantly alert as 
they are to public requirements, our customers are 
kept well supplied with anything that’s new, or 
with the old standbys improved, if improvement is 
possible. The dealer that is buying Whittemore’s has 
his money well invested. 
























| ° Nobby Brown Paste, 
Peerless Oxblood Paste, 
Albo White Cake, White 
| Bag Powder, Oil Paste 
Black@ Polish, Suededen 
Powder (colors), Cleanall. 























DRESSINGS FOR ALL WEATHERS 


Whittemore Bros. Corp., Boston, Mass. 


Ask your jobber salesman or write us for complete catalog 












April 5, 1919 BOOT AND SHOE RECORDER 




















cher, Admiral last made Channeled Frisco Last made 
Welt bottom, lined tongues, leather bottom, lined tongues, leather top 
top facings, Grain leather insole, and facings, Grain leather insole, and 
heavy single outsole. In stock ready heavy single outsole. In stock ready 
for quick shipment. C, D, E widths. for quick shipment. B,C, D widths. 
ice $4.15 Less Discount. Price $4.15 Less Discount. 


STOCK NO. 145—Mahogany Side Blu- STOCK NO. 144—Mahogany Side Bal, 
hanneled Welt 
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"Bids Shoe Fixtures 


Better Than Wood or Metal 


Newer, neater, more lasting, are just a few reasons why 
these fixtures are meeting with such tremendous sale all 
over the country. They last indefinitely and are impervious 
to mars from rough usage. Furthermore, no such striking 
and useful designs are possible in wood, metal or glass. 


Mercharts will be surprised to learn how practicable and 
inexpensive these fixtures are. 


Sold Direct From Our Factory to You! 


Thus eliminating all middlemen’s profit. This explains our 
astonishingly low prices. 


SEND NOW FOR CATALOGUE 
Ask for ‘‘ Fixture Book”? 


The Adler-Jones Co. 


Manufacturers Artificial Flowers and Wickerware 


333 South Market Street - - Chicago, II. 























| There’s a Difference HOTEL 


in Sheepskins —— 


Continental 


‘Monogram ” sheepskins are . Broadway & 41st St., N. Y. 
specially tanned and will be 


found most satisfactory for all Center of New Westi*s 


shoemaking uses. Chetee « 


Black or Colors 


Activities 


BAKER & KIMBALL, INC. || 300 OUTSIDE ROOMS 


38 South Street 
BOSTON ° 


oe 


( Kf 


Each with Private Bath, 


EUROPEAN PLAN 


$2, $2.50 or $3.00 
$3.50, $4, $4.50 and $5 


MASS. 


5 
> 
r 
i 

= 

> 


Roses 


5 minutes from P. R. R. and N. Y. Central 
Terminals. Within easy excess to principal 
stores and surrounded by Leading Fecatace. 


HENRY S. DUNCAN 


Managing Director 


SS 
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“TRIMLINE” — 





O longer does one pair of 
z Spats suffice for the well- 

dressed woman. She must 
have several pair for her ever chang- 
ing wardrobe, and, as in the past, 
STANDARD Spats get the largest 
share of the increasing demand, as 
they are better made, better look- 
ing, better fitting and extensively 
advertised—therefore better known. | 


More Spats marked STANDARD 








are sold than all other makes—The 








i 


Spat illustrated on this page is the TRIMLINE, one 
of the latest of STANDARD models, and is being featured in 
all our advertising along with the FULTOP. These two new 
designs mean increased Spat business for you. 


We would suggest that you think now of your Fall demands and 
write us for samples, prices, etc. 


FULTOP and TRIMLINE are made in Cloth, Silk, Satin and 


Linen in all.advanced colors. 








Standard Spats 
Are Extensively Advertised 


This year’s ‘“‘Standard’’ Spat 
advertising campaign is greater 
than ever. Watch magazines 
and gr a for announce- 
ments of new ‘Standard’ 
styles—the guide to the latest 
advanced fashion ideas in 
Spats for men and women. 


S. RAUH & COMPANY 


The largest and foremost manufacturers of Spats in the World 


310 SIXTH AVENUE - NEW YORK CITY 


jemanstennmmmemssrmenapensnniienseiitiihdidieaeatias 
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Fashion says SPATS 


And we make the Spats that fashion demands 
and approves of— 
Yes, with us it’s been 
SPATS since 1898! 
Our salesmen are near you with a splendid Fall 
Line. 


WATCH OUT For Them 


Your immediate Spring needs supplied from 








OOKLY 
NEW YORK OFFICE : 47 W.34" ST. 
MARBRIDGE BLD 


i) | piecrory 


{UUUULLUI OU will find the Honorbilt Line a __ ililllliiil OF 
A profitable one to stick to because _ ll ore 


IMM those who wear Honorbilt Shoes stick vA 
aT steadfastly to the Honorbilt Merchant. nH Wholesale Shoe Dealers, 


(NN = This is because the supreme quality of UY Wholesale Findings, 


Honorbilt Shoes gives exceptional 


service and complete satisfaction. ( | | | Department 
F. MAYER BOOT | 
v & SHOE CO., , | Stores 














MILWAUKEE, 
WIS. Part I— Shoe Wholesalers 

A list of shoe Jobbers with names and addresses of 
firms handling general lines, specialty lines, job lots, 
commission manufacturing agents, etc. 





i f Wl HU Part II— Wholesale Findings 
A list of wholesale dealers in Shoe Findings, Shoe Store 





Supplies and Leather. 


Part III— Department Stores 


A list of Department Stores selling shoes, including 
the Large General Stores. 





Gives names and pong of firms and names of Shoe 


il 
wi [; mM) 6 : 
| Nh J ac i) | 


sy | 
| : \ rc 4 hy . “ | American Sheemaking Publishing Co. 


| 
a | ny wl ~~ 683 Atlantic Avenue, Boston, Mass. 
ll Nha A | 























I 
a Hill 











April 5, 1919 


BOOT AND SHOE RECORDER 


On the floor, as illustrated, in 


Sterling Colt and Black Kid 


—also Reignskin. 


Use our Stock! Get Catalog. 





Williams Clark & Co. 


Lynn, Mass. 
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Nothing but the Foot in the Shoe 


Common Sense . Tells 


You 


This Plain Fact 


When the shoe is fashioned, finished and fitted 
to the foot, nothing but the foot should go 


into the shoe. 


Any sort or kind of so-called arch- 
supporter added to the finished shoe 
after it has been fitted to the foot of 
the wearer will crowd and cramp the 
foot, deform its bony structure, injure 
the foot arches, distort the shape, rip 


the shank and destroy the fabric of the- 
shoe. Like the ancient Chinese law, 
such appliances cripple the feet of the 
man or woman who uses them. They 
are foot-destroyers, not arch-sup- 
porters. 


Surgical Science and Shoemaking Sense 


demand that an arch-supporter that helps the foot and supports the arch be 
made an integral part of the shoe when it is being manufactured in the factory 
and not.something added to the shoe after it is completed and being worn. 


The Crawford Arch-Supporting Shank 


Is the Only Scientific, Common- 
sense Arch-Supporter on the Market 


SHANK 
aoe TRUSS 


RIVET 
LOCKING SHANK TO INSOLE 
Shoe Fitted with Crawford Arch-Supporting Shank 
Shank Locked to Insole—Cannot Wear Through Outsole 


It is part of the shoe, a strong, simple, 
serviceable, scientific shank locked 
rigidly to the insole, which cannot 
work up through the insole nor down 
through the outsole. It is a fixture; 
a prevention to arch troubles, a 
preservative of the shape and fit of 
the shoe. 


Nothing but the Foot 
in the Shoe 


United Shoe Machinery Corporation 


BOSTON, MASS. 


87 Main  pomag City, N. Y....124 Main 


Auburn, Me 
Brockton, Mass.........93 Centre 
Chicago 18 South Market 
Cincinnati 708 Broadway 
Haverhill, Mass.........145 Essex 


nn, 
arlboro, Mass 


......-208 Fourth 
...-216 Chartres 


Milwaukee...... 
New Orleans..... 


37 Warren 
Philadelphia 221 North 13th 
Rochester, N. Y..........130 Mill 
1423 Olive 


306 Broad 


St. Louis 
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FoR 65 years our aim has been to make “Better 


Leathers” A policy adhered to continuously, 
necessarily bringing the desired results. 


CALF AND KIP 


Winnebago Black Mohawk 
Winnebago Colors Nos. 33 and 35 Osceola 
Seneca Nos. 35 and 110 Seminole Nos. 33 and 35 


Ooze Black and Colors Mat 


Kinnickinnic Mohawk 
X Kinnickinnic Osceola 
Seneca Winnebago 


Seminole 
Splits for all purposes 


FRED RUEPING LEATHER COMPANY 
FOND DU LAC, WISCONSIN 


BRANCHES 
Cincinnati Milwaukee 
Chicago San Francisco 
Northampton, Eng. 
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Easy mateounse Pn 








143 Duane St., 


Factory, Brooklyn, N. Y. 
Manufacturers of the celebrated 


Duane Shoe De Luxe 


The ultimate in Women’s Turned Footwear 


IN STOCK 


Sample Pairs gladly sent on request 


NEW YORK 


5 cossosnsestesebonnnnthduieibesensnsnnssnennenesnnsensecenssennsamniasidall 


 ceaaaaaamaammaaames miennanenngrcnnmammmaitiaa a i a 
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Wood B 
STITT 


lock Facto 


ESTABLISHED 1884 


Everything in 


Wood Heels 


Our experience and time at your service 


BEST WORKMANSHIP 
PROMPT DELIVERIES 


A. R. WADE & CO. 
HAVERHILL, MASS. 
eam) Newton Junction, N. H. 











you want 
them”’ 








CYoqueSpvle 


PREMIER SPATS 


Satin and Silk Moires in the latest 
shades. All the 
colors in Wool 


revailing 
[eueepe 


Ask to see our *‘Wooleather”’ 
Greatest Spat Cloth on Earth 


one fevoly (3 


spats when Tepito SYfogye Siyle Hit 


Cincinnati, Ohio. 


Commercial Tribune] Bldg. 











HOTEL MARTINIQUE 


Broadway, 32d & 33d 
Sts., New Yo 
Direct Entrance to 
Broadway Subway <8 
Hudson Tu 
One Block from 
Pennsylvania Sta. 


Equally Convenient ior 


Amusements, Shop- 
ping or Business. 


Rates $2 Per Day and Up. 
A SPECIALTY 
155 Pleasant Rooms, 
with Private Bath 
$3.00 PER DAY 
The Mart'nique Rcs- 
t.urants are well 
known for good food 

and reasonable prices. 
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Its superiority is so 
generally recognized 
that our market is be- 
ing constantly widened. 


Customers are among the 
most discriminating ~_ of 
leather values. Useful wher 
ever kid can be used. 
Expert attention to 
export trade. 
al a 
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Bancroft Walker Company _ 


Famous for CLEAN shoes 


= ...... én i eee weee! Saeko Peeeeeeeeeeeees: 




















A Dressy Style 


Bronze Kid, Turn 
Sole, Full Louis 
Heel with Brass 

Plate 
AAtoD 2%to8 
$4.75 
In Stock 
Powell 


——_ Saat Street, — 






Style 5170 





New York City. 














-CORDO TAN DYE 


A nent dye that changes a faded tan or light colored leather, 
cal or kid to a deep, rich cordovan brown, the popular shade 
ay. 


CORDO TAN is ‘the result of exhaustive e: tation and 
research, and is absolutely guaranteed to do all we —— for it. 
Send for trial 50c package with 10c - for parcel — NOW 


% Pints a4 $1. 
arts ¥ "Gallon 300 
allon : 0 


ARISTO PRODUCTS 
602 Myrtle Ave. 
BROOKLYN-~ - a NEW YORK 


We have taken over the business of the New York Shoe Dyeing Co. 
chau BLACK DYE will dye any leather a permanent jet 
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EVIDENCE 


Young Women 
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This Letter is From Carlat’s Booteries, Kansas City, Mo. 
The Largest Women’s Shoe Store West of Chicago 


CLAUDE A CARLAT, PRESIDENT HOMER H COOPER, SECRETARY 


Two Shops on Petticoat Lane Footwear for Women 





8, 10 AND 12 East ELeventH St. 


Kansas City, Mn., 


Mr. H. N. Lape, March 19, 1919. 


% Julian & Kokenge Co., 
Cincinnati, Ohio. 


My dear Mr. Lape: 

Nearly all of your first and second ship- 
ments of spring oxfords are in the shelves and we are 
Pleased to note that they are better than ever before! 
In fact, they are the most salable shoes we have in our 
stores today. The lasts and patterns are snappy, they 
fit perfectly and the women like them so well that we 
are going to be compelled to increase the already big 
business we are giving you. 


. We are enclosing an order for another one 
thousand pairs of brown kid for June delivery and we 
trust that you will be able to get them out for us. 


By the way, when will you be along with 
your fall samples. We want you to arrange to take 
care of us for at least fifty thousand dollars worth 
of boots and should like to get the order placed as 
soon as your new line is ready. 


With very best wishes for your continued 
big success, we remain 


Yours very truly, 


CARLAT BOOTERI . 
Pai | 
/ Secy. 





™N 


7/10 JULIAN & & KOKEN NGE Co. 


a iN N AT 
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Model .0140. “Here U. 
R.” Last. Gun Metal 
Vamp. Smoke buck 
top. 




















Smart Style — Superior Quality 
































Fall 1919 
Lines 
Now On 
Road No. 8207 
No. 422 Paris Kid Oxford, 168 Last, Narrow Toe, 
Paris Kid Blucher Oxford, 240 Last, Stock Imitation Tip, Flexible Welt, 13-8 Heel. 
Tip, Medium Toe, Flexible Welt, 12-8 Heel. Net in Stock 
Price $5.00 Price $5.00 
J. J). GROVER’S SONS CO. 
LYNN, MASSACHUSETTS 
Boston, 183 Essex St. New York, 127 Duane St. 
= : x 
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Dal seville 


Ht shoes and sh; shppers 


F\ LINE OF FELT FOOTWEAR 
THAT IS SUPER-ATTRAC- 


TIVE IN ITS STYLE APPEAL. THE UN- 
USUAL DESIGNS GIVE THESE SLIPPERS A 
FRESHNESS THAT MANY MERCHANTS ARE 
CAPITALIZING IN QUICKER TURN- 
OVERS AND MORE SUBSTANTIAL 
PROFITS. 


DOLGEVILLE, N. Y. 








Silly SST 
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Your Unpaid Dollars 


What They Saved America 


T IS a real American village. It is 

20 miles west of the Mississippi 
River; its. population—about 2600. 

It gave its sons to war with an open 
hand and a glad heart. 

Then— 

The richest man in the village aged 
ten years in ten days. His only son 
lay dead in France. . 

The village butcher boy—born in 
lreland—smiled for the last time in 
France. He died fighting for America. 

The village Beau Brummel won the 
Croix de Guerre and lost his sight. 

One family sent three sons and lost 
two. 

Gas claimed a mere school boy of 
19 years. 

The realities of this village are the 
“‘might-have-beens” of all America. 

But, thank God, America as a 
whole never really felt the hand of 
war—as England felt it, as France felt 
it, as our neighbor across the border, 
Canada, felt it. 


And why? 

Because your dollars stopped the 
war. Your dollars made possible those 
tremenlous preparations for a long 
war which resulted in a short war. 
Your dollars bought such an array of 
tanks and trucks, guns and gas, bay- 
onets and bombs, planes and pon- 
toons, shot and shell, that Germany 
wilted—a year ahead of schedule. 

Half a million American boys were 
saved. 

The dollars that did it are still in 
your pocket. 

For America prepared on Faith. She 
knew that true Americans held their 
dollars cheaper than their sons. She 
knew that American thrift would gladly 
take the place of American blood. 

America now asks you for those 
unpaid dollars. 

Let your heart say ow thankful 
you are that half a million American 


sons were saved. 





Subscribe to the 





“a 


~The Clean-up’ 
Button 


Boot and Shoe Recorder Publishing Co. 


Boston, Mass. 





Space contributed by 





GERMANY SURRENDERS! 


Lae pee 





Are you still glad today? 


Prepared by American Association of Advertising Agencies cooperating with United States Treasury Department 
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FISHSON BUCKLES Reputed for Quality 
Buckles of ete set with rhinestones. Buckles of featins Silver. 
Buckles finished in apo — oe, in See ae = 
ity as the 
aiieke ric high in quality athe Fabag of F ISHS SON Nowe. 
Pieter samples or our representative will 


Plas H al oS 


126 West 22d St., New York * A 
Uptown showroom: Bush Terminal Sales Bide 132 W. 42d St. 








P erfection 





Circlettes 





With the Sharp Shoulder and Broad Wear- 
ing Surface 


They do protect 





They don’t scratch floors 
They don’t wear slippery They do stop uneven wear 
They don’t drop out The do prevent runover heel 


PUT 'EM WHERE THE WEAR COMES 
TRADE SUPPLIED BY 


F. W. Whitcher Co., cis. 











87 

















A Heel That Actually Sells Itself! 


Extraordinary interest is being shown by New York women 
at demonstrations of the ““U-Put-On” Detachable Rubber 
Heel. Crowds extending to the middle of the street have been 
almost a daily occurrence. 

Could yo try better signify the tremendous interest created 
among women by 


“UPiut-On 


Detachable 
RUBBER HEELS FOR WOMEN 


You are losing trade every day you are without them. 
Made in black, tan, gray and white to fit all sizes French, 
Louis and Cuban Heels. Retail at 50c per pair with liberal 
trade discounts. 

Ask your jobber, or address 


ROBERT E. MILLER, INC. 
Sole Manufacturers 


11-13 Broadway. 
New York 
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THE AMERICAN HIDE & LEATHER COMPANY manufactures 
twenty-six kinds of Chrome Calf and Veal Upper Leather; eighteen kinds of 
Chrome Side Upper; nine kinds of Combination and Bark Tanned Side 
Upper; six finishes of Splits; Bag, Case, Fancy, Collar Leather and Welting. 
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SOME AMERICAN HIDE & LEATHER COMPANY ’S TRADE- 
MARK LEATHERS —Calf:—Tan Royal, Royal Kid, Box, 102 Box, 

‘ Ooze, Willow, Titan, Cadet, Empire. Side Upper:— Bronko Patent, Mil- 
, waukee Patent, Bison, Boris, Ottawa, Radium, Sheboygan Calf, Trojan, Zulu. 
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MODEL NO. 3806 


NINE INCH BLACK KID, WHOLE 
QUARTER TURN POLISH. FULL 
BACKSTAY TO TOP. FULL LOUIS 
HEEL WITH ALUMINUM PLATE, 
ON OUR POPULAR NO. 71 LAST. 


A NEW BOOT IN 
“THE E & M LINE OF QUALITY” 


BEING SHOWN BY 


CHARLES L. MARKS 
Eastern City Trade and Southern Territory with New York Office, 
1008 Marbridge Building 


J. B. LOUGHLIN 
Throughout the Middle West 


WARREN H. TUCKER 
In New England. Office at 183 Essex Street, Boston 


LARRIE H. SASS 
On the Pacific Coast 


EMERY & MARSHALL COMPANY, - | HAVERHILL, MASS. 


| 
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Some Figures of Lynn’s War 
Business 


Lynn changed much from shoes to 
munitions during the war. Lynn is 
now coming back to shoes with strength 
and a right good will. 

Lynn made $33,000,000 worth of 
shoes in 1917, so a recent state report 
shows. That was $3,000,000 worth 
more than in 1914. Lynn did not gain 
as much as did Brockton and Haverhill 
in shoes during the war time. 

But Lynn made millions of dollars 
worth of army equipment during the 
war. One shoe firm made 3,500,000 
pieces of army equipment, of leather and 
fabrics. If it had made that number 
of shoes, it would have added $10,000- 
000 to the value of its product. One 
firm, with branch factories in Lynn, 
made 11,000,000 pieces of army equip- 
ment, of Jeather and fabric. The 
machine shops of Lynn made thousands 
of machines and parts thereof. 


Lynn Is Going Ahead in Shoes 


Three thousand workers left the shoe 
shops of Lynn and worked in the army 
goods factories or went to war. Now 
these workers are coming back to the 
shoe shops. New firms are being estab- 
lished. The production of shoes in 
Lynn is on the increase. 

As Lynn shops did not maintain their 
normal gain in production during the 
war period, the stores of the country 
must be short of Lynn shoes. This 
deficiency will be made up. Lynn has 
new millions of capital in its shoe 
business. More new shoe firms have 
been started in Lynn this year than 
during all the war period. Designers 
have produced so far this year more new 
styles than during the entire war period. 
Salesmen are going on the road, seeking 
new buisness. Lynn has the Endicott 
agreement which provides for peaceful 
conditions in the shoe shops until 
September, 1920. Lynn is going ahead 
in shoes. 


‘weather wear. 


N ews in Ginne Markets 


and Merchandising, 
ments im America’s Shoe Centers 
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Styles in Lynn’s Shoes 


Lynn manufacturers continue their 
drive on Easter footwear. They will 
keep it up until the last truck load of 
shoes is started for New York the day 
before Easter Saturday. Boots, ox- 
fords and pumps are all going through 
the shops for the Easter trade. They are 
patent, dull kid, white buck and brown 
leathers. 

Cutting of footwear for Fall will begin 
in earnest after Easter. A new develop- 
ment is the interest in oxfords and 
pumps of high grade for Fall trade. 
Boots have already been ordered in 
considerable quantities for Fall. Bottoms 
of Fall footwear are heavier, of course. 
Welts sell better than turns for cool 
Button boots continue 
to hold a place in the trade. 

Designers are featuring more new 
lasts and patterns than for many a day. 
Long toes and higher heels are the chief 
objective of most of the new designers. 
Some delicate work is being done on 
decorating pumps for Summer and for 
early Fall. That old puzzle of making 
pumps fit snugly at the heel, and along 
the sides is before the trade once more. 
Another variety of pump counter has 
appeared. 

While style is to the fore, yet fit is not 
ignored. When customers sue stores 


. for damages done to the feet by misfit 


shoes it is time for the manufacturers, 
as well as the merchants, to watch the 
fit of their shoes. 


Situation Is Still Serious 


Albert M. Creighton, Lynn shoe 
manufacturer, returned this week from 
Europe. He was fortunate enough to 
meet some leaders in European affairs, 
as well as to talk with merchants and 
manufacturers. He was in Europe in 
1914. Judging from what he says, the 
situation in Europe today is quite as 
serious as it wasin 1914. Europe needs 
peace, and opportuuity to reconstruct 


RY FAUOADRARDADAALOSCADALODALORUNOOONABOFONLAALIY = 


Develop- 


BUTT 


its industries. A peace treaty first and 
a League of Nations after would have 
been an excellent program. American 
business men should have had a part in 
the peace conference at Paris. Eng- 
land’s position is serious. It lacks raw 
materials. Its production is restricted. 
The average English worker is not 
producing as much each day as before 
the war. Yet England needs goods. 
So does the rest of the world. 


Linings for Pumps and Oxfords 


Shoe buyers were asked by the gov- 
ernment, during the war, to be thrifty 
in leather linings. But there’s no need 
of it any longer. Peabody has plenty 
of material for good leather linings. 
No longer is there need of keeping down 
to skeleton linings. The material plen- 
tiful for linings is sheepskins. Best 
grade of sheepskins only are scarce. 
They are used for the fine white leathers 
for shoe tops. Medium and low grade 
sheepskins, suitable for linings, are 
plentiful. 

Sheepskins for linings are tanned by 
the alum, chrome or combination proc- 
esses. Some buyers of shoes prefer 
linings made by one tannage, and others 
prefer another. More depends upon 
the skill of the man who makes them 
than upon his method. 

Just now, alum tanned skins, very 
white in color, are much in demand. 
They are used in pumps and oxfords of 
white leather, or white fabric. A clean 
white lining adds to the goodly appear- 
ance of these shoes. A well tanned lining 
adds to their durability. Much wear there 
is on the quarter lining, as the heel of 
the pump, or of the oxford, grips the 
heel of the foot. 

A sheep of poor grain can be used for 
linings, for the skin is buffed to make 
it non-slip. It cost two cents a foot 
to tan sheepskins for linings before the 
war. It now costs four. That is one 
reason why linings of sheep leather are 
higher. 





Womens Shoes a | 











IN STOCK. Ready to Ship 
Write for Catalog 


= 1312 Washington Av., St. Louis, Mo. 








The House of Service 
Novelty Footwear 
IN STOCK 
In Narrow Widths 


VINSONHALER SHOE CO., 
1811 Washingten Ave., St. Louis 








Suz. 


WOMENS SHOE SPECIALTIES 
1508 WASHINGTON AVE. 
St. Lours,Ma 


Novelties in Stock 
For At Once Shipment 








The Easiest Selling House Shoes 
9 

Large ™ 

— = 
oun CO) ORT om 


Lane Brothers Co. acia282 ave. Boston 

















The Line of 100 Styles 


ef Comfort Shoes 














BOOT AND SHOE RECORDER 


New Leather Corporation 


Pyrotan Leather Co. recently incor- 
porated under the laws of Delaware, 
carries on the Pyrotan Leather Co. 
factory, 737 Western avenue, Lynn. 
Its capital is $100,000. It makes 
leather for shoes by a new process. 
English chemists developed the process. 

Col. A. E. Wilson, of London, Eng., 
is president of the company. W. H. 
Bingham, of New York, is vice president, 
and W. H. Maxwell, of New York, is 
treasurer. 


New Sales [anager 

W. H. Barney will succeed Charles D. 
McLaughlin as sales manager of the 
Cotter Shoe Co., Lynn. He comes 
from St. Louis. Mr. McLaughlin is 
now on a trip to the West with samples 
of Cotter shoes. Upon his return, about 
May 1, he will join the new firm of 
Bresnahan-McLaughlin Shoe Co. 
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Nine Inch Boois for Fall 


Mitchell, Caunt Co. will start cutting 
Fall footwear immediately after Easter. 
The bulk of its Fall business is on boots, 
nine inches high, and all lace patterns. 
Lasts are chiefly of the long toe, high 
heel style. Some are of the walking 
style, with low heels. The leathers are 
patent, dull kid, brown and gray. 


By the P. O.—An Advantage 


Advantages and advantages there are 
in locations of shoe shops. Most 
singular among them is the advantage 
claimed by the Stevens Soft Sole Shoe 
Co. of Salem. It is right by the post- 
office. It packs shoes fresh from the 
machines and shoots them into the 
postoffice next door. Shoes finished 
in the factory at four are en route to 
the buyer before five. So there’s ad- 
vantage in a shop next to the P. O. 


Detroit 


The long-delayed formal opening of 
the R. H. Fyfe & Co. building was held 
on March 31, April 1 and 2. In order 
to avoid interference with the regular 
business and at the same time give 
every one an opportunity to make a 
tour of the building the opening was 
held in the evening from 7 to 9. The 
building was beautifully decorated with 
floral offerings from friends and manu- 
facturers from all parts of the country. 
No goods were sold during the evening. 
A large number of people from near and 
far took the opportunity afforded them 
to inspect one of the greatest shoe 
buildings in the country. 

Mr. Fyfe, in speaking of the prospects 
for Spring trade, said: ‘‘We have every 
assurance of a very much larger trade 
than anticipated. Already some of the 
floors have doubled the business done 
in the old store.”’ 

Among the visitors at the Fyfe store 
recently were C. Vernor, Pittsburg, of 
the Vernor Shoe Co., and Mr. Robinson, 
the general manager of the same firm. 
It is rumored that this firm is going to 
erect a large building and has been 
inspecting the Fyfe building for pointers. 

A Montreal shoe merchant, whose 
name could not be learned, has also 
made an inspection of the building for 
the same purpose. 


The Manhattan Shoe Co.’s Opening 

The Manhattan Shoe Co. opened to 
the public at 329 Woodward Ave. on 
March 15. S. E. Simmons, formerly 
with R. H. Fyfe & Co., is the proprietor 
and Joseph A. Quinn, formerly with 
the Douglas Shoe Stores, is manager. 


Men’s shoes will be featured. Later a 
modern repair outfit will be installed. 


Crowley, Milner & Co. to Build 
Another -Store 

The progress of Detroit may easily 
be traced in its erection of modern 
stores. The growth has been so rapid 
that the large store owners have not 
been able to keep up with it. Heyn’s 
Bazaar and Newcomb-Endicott Co. 
are now erecting skyscrapers. The Fyfe 
store has just been completed. Hudson’s 
men’s store adjoining their large 
general store has been opened to the 
public. Now comes word that Crowley, 
Milner & Co., who already have a 
store covering a city block, have pur- 
chased the adjoining block and will 
build another modern store upon it. 
The financial consideration is approx- 
imately $3,350,000. This is one of the 
largest, if not the largest, real estate 
deal made in Detroit downtown prop- 
erty of late years. Plans affecting 
the shoe department have not yet been 
perfected. 


‘New Front for E. & R. Store 

The E. & R. store at 38 Monroe Ave. 
is being given a new front. Formerly 
the store front was of the two-window 
style. As the store is extremely narrow 
the entrance to the store was often 
blocked with “‘lookers.”’ In connection 
with the adjoining store a new front is 
being installed with a canopy entrance; 
long side windows are being installed 
with another window running across 
the rest of the front, between the two 
doors of the stores. This window will 
be divided between the two tenants. 
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The front is of the modern metal sash 
type and has a handsome marble base. 

The finish of the window backgrounds 
will be in ivory. All-glass fixtures will 
be installed. 

This improvement will not only give 
the E. & R. store a modern front but it 
will enable them to take care of the 
crowds that constantly throng the 
sidewalks and gaze into the windows. 


Lindke Shoe Co. Has Attractive 
Windows 

The Lindke Shoe Co. windows are 
beautifully finished in old ivory with 
panels divided by slender fluted pillars. 
The panels are ornamented with carv- 
ings in relief. The dark oak fixtures, 
stands, plateaux and tables are orna- 
mented in designs to match. 

Lindke’s windows are a thing of 
beauty these days. 


Other Attractive Windows 


As March goes out the exclusive 
store windows are fast giving room to 
Spring lines, but in the department 
store windows the “‘sale”’ displays re- 
main to some extent. In Crowley, 
Milner & Co.’s window a card reading 
‘Spring Styles” was prominently placed. 
Upon examination the shoes displayed 
were found to be “‘sale’”’ shoes. Hudson’s 
men’s shoe window is still showing 
“‘sale’’ shoes, while the women’s shoe 
window is filled with Spring lines. 

The Crowley, Milner & Co. window 
is striking in that the background has 
been painted a pale lavender. In the 
center of the background there is a 
large modern art scenic panel. Over 
this is a framework lattice with circular 
ornamentation at the top. This is 
finished in dark oak. 


Philadelphia 


A disclosure of the Johnstown con- 
vention, which was not a part of the 
sessions, but which the Philadelphia 
retail merchants are still talking about, 
is the fact that there are many spots in 
this country which need only the match 
to produce violent labor explosions of a 
Bolshevik nature. Johnstown, the 
Philadelphians learned, is one of them. 

Labor conditions in Philadelphia are 
somewhat unstabilized, but not seriously 
unsettled. And the amount of insta- 
bility to be observed here is even less 
than might be expected in view of the 
industrial readjustments which are 
taking place in what was a few months 
ago the leading war-production district 
of the nation. 

As a result Philadelphia merchants 
have been rather sanguine in their 
view of the shoe production prospects 
the country over. Unconsciously they 
have been judging other sections by the 
Philadelphia situation. Many of them 
have taken with a grain of salt the 
prediction that labor is going to be a 
very decided factor toward increased 
costs of production. 


Many Retail Merchants Under 
Stocked 

Retail trade continues good, as it has 
been since the stimulus, first of the 
clearance sales, then of the display of 
new Spring models. The added stim- 
ulus of Easter and Dress Up Week, it is 
indicated, gives every promise of carry- 
ing good trade along well beyond’ the 
normal time. All this is in spite of that 
expectancy of lower prices which will 
not completely down in the face of 
facts. 


is beginning to develop now; 
Bcc Pr cto. point out, that many 
retail merchants in Philadelphia them- 
selves made this mistake of seriously 
underestimating the market prices. It 
is developing in the attempt to cover 
up now, and at higher prices. 

But the present movement in this 
direction, they say, is nothing to what 
will come in a few months, if comparisons 
of the retailers’ orders this year with 
their normal requirements amounts to 
anything. 


Elaborate Dress Up Week Plans 


The Philadelphia clothing trade gen- 
erally is going in for Dress Up Week, 
April 5 to 12, pretty strongly. The 
newspapers have booked exceptionally 
heavy advertising contracts for this 
week, and the propaganda of clothes 
also is to be carried on in the moving 
picture theaters. Style displays will be 
the rule everywhere, and in the films it 
is planned to give a specially prepared 
adaptation of “The Spenders”, with 
Bert Lyttell and Joseph Jefferson in the 
leading roles, the widest publicity. This 
is the story of how an old business man, 
of miserly instincts and with one foot 
already in the grave, is brought “‘back 
to life’ again by his nephew, who takes 
him the round of the shops and makes a 
young man of him again, with an 
entirely new outlook on life. The 


change from the original play is in the 


addition of many scenes showing the 
old man going through the details of 
metamorphosis in the various shops, a 
change which was only casually indi- 
cated in the original production. 

Shoe merchants are making their 
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Women’s 
Novelty 








FOOTWEAR THAT APPEALS 
TO THE FEMININE FANCY 


We make a complete line of 
Women’s Medium and High- 
Grade Welts 


IDEAL VOGUE SHOE CO. 
HAVERHILL, MASS. 
Boston Office, 207 Essex St., Room 218 








Bhuosteny' 


WOMEN'S FINE Cel IN Ae 
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plans to hook up with the Dress Up 
Week movement,, but the point is that 
though they may not be taking the 
principal part in it, the success of the 
clothiers in increasing demand for their 
own wares can not help but aid the 
shoe trade, for new clothes beget the 
desire for new shoes. 

State Officers from Philadelphia 

The Philadelphia merchants feel well 
satisfied with the showing the city made 
in the elections of the Pennsylvania 
association. George Garman, of West 
Philadelphia, former secretary of the 
Philadelphia association, has become the 
secretary of the State body. Albert 
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Forster, of Manayunk, formerly presi- 
dent of the local association, was 
elected first vice-president of the 
Pennsylvania organization. E. O. Hoff- 
man, of West Chester, a member of the 
Philadelphia association, was re-elected 
as treasurer of the State association. 


Pennsylvania Shoe Retailers’ Asso- 
ciation Increase Membership 


Fifty-five new firm memberships 
were recorded at the Johnstown conven- 
tion alone. This is the largest record 
for any single state convention, and 
the Pennsylvania Shoe Retailers’ Asso- 
ciation feels proud of it. 


Milwaukee 


Production Still Growing 


Despite the generous expansion which 
Milwaukee shoe manufacturing plants 
have undergone in the past few years, 
and even since the end of the war, the 
enlargement of production remains an 
ever-present problem in most plants, 
because of the rapid growth of the de- 
mand for Milwaukee-made shoes. Shoe 
manufacturers have ample basis for 
proceeding with expansion by reason of 
the current active demand, and they 
are showing their confidence in the 
future by planning additions and the 
enlargement of facilities for a con- 
siderable period ahead. New business 
is being received in a steady stream at 
this time, which coupled with the 
relatively enormous business booked 
during the Fall and Winter months will 
make it necessary to strain every 
resource. 


A Carload by Express 


An example of the pressing nature of 
the demand for Milwaukee quality 
shoes is found in the shipment of a full 
carload by fast express by the Edmonds 
Shoe Company to a New York mer- 
chant who needed the 7,500 or more 
pairs of “‘Foot-Fitters” in a hurry to 
supply the enormous demand from 
sailors and soldiers returning to Ameri- 
can shores from foreign lands. This 
particular merchant is located near the 
wharves where nearly all of the Ameri- 
can transports discharge their human 
cargoes and he has been so overwhelmed 
for goods that for weeks he had tele- 
graphed and telephoned for more shoes, 
with the result that an entire express 
car full was dispatched to him on the 
Twentieth Century Limited out of 
Chicago last Saturday. Probably no 
other American shoe factory has ever 
made so unique and novel a delivery, 
which has been heralded far and wide 


in the trade as a sample of the service 
that goes with the now famous slogan 
of local shoe industries—‘“‘Quality First 
—All Ways— Milwaukee.” 


Some Weyenberg Expansion 


All preliminary details having been 
arranged and completed, the Weyen- 
berg Shoe Mfg. Company of Milwaukee 
last week awarded contracts for the 
erection of a new factory in Beaver 
Dam, Wis., where it has maintained a 
branch for many years in leased quar- 
ters that long ago were outgrown. 
While business men of Beaver Dam 
campaigned for a fund to provide a free 
site, the Weyenberg Company had its 
architects at work, so that it was able 
to let out the erection work immediately 
upon receipt of word that Beaver Dam 
had ‘‘made good” on its promise. The 
contracts call for the completion of the 
new factory by July 1. It will be L- 
shaped, 90x250 feet in size, four stories 
high, and with equipment will represent 
an investment of not less than $140,000. 


Retail Trade Is Active 


Under the stimulating influence of 
Style Week, observed along new lines 
by Milwaukee merchants of all classes 
during the week of March 24 to 29, 
retail shoe trade was active and new 
Spring and Summer merchandise moved 
with celerity throughout the period. 
Even the outlying stores report that 
business was much improved during the 
week, due doubtless to the interest of 
the public in Style Week. As a matter 
of fact, business has been good since the 
beginning of the year, although during 
January and most of February the semi- 
annual sales held by nearly every store 
was largely responsible for the brisk 
tone of trade. Every effort is now being 
made to keep business at a high level 
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during the remainder of Spring and well 
into the Summer. 


Twig Shoe Company Reorganized 


The'T wig Shoe Company, Sheboygan, 
Wis., has passed into the ownership and 
control of the owners of the Jung Shoe 
Company, Sheboygan, which has re- 
organized the corporation and renamed 
it the Leverenz Shoe Company, in 
honor of Clarence Leverenz, assistant 
superintendent of the Jung Company, 
who takes the position of president and 
general manager. The Twig Company 
conducted one of the most modern shoe 
factories in the country and specialized 
in work shoes. The new owners have 
decided to use the plant for making 
men’s high grade dress shoes exclu- 
sively. The former Twig factory is 
situated at South Ninth Street and 
Alabama Avenue, and is of fireproof 
construction, three stories high, 40x80 
feet in size. 


The **Pure Shoe’”’ Bill 


As the result of strenuous arguments 
presented to the Assembly Committee 
on commerce and manufacture of the 
State Legislature by the shoe manu- 
facturers and merchants of Wisconsin, 
with the assistance of the dry goods and 
clothing trade, it is believed that the 
Buckley bill, which seeks to make it 
necessary to label every article of wear- 
ing apparel containing any substitute, 
will be killed. In fact, the committee 
already has made a recommendation to 
that effect. A. B. Caspari, president 
of the Milwaukee Shoe Dealers’ Asso- 
ciation, made probably the most effec- 
tive argument with a striking demon- 
stration of the fact that the use of 
substitutes is no criterion of the wearing 
qualities of shoes. Mr. Caspari placed 
some pure leather and some fiber 
counters under water for an hour to 
prove that a celluloid toe cap and fiber 
counter absorb the foot moisture better 
than does leather. On behalf of the 
manufacturers, George R. Harsh, of the 
Harsh & Chapline Shoe Co., told the 
committee that the labels which the 
bill would require would prejudice the 
buyer and the consumer would get the 
worst of it in nearly all respects. He 
told how a similar law adopted in two 
other states has become a dead letter 
or has been repealed because it is highly 
impracticable and damaging. 


Rueping Workers Pleased by Wage 
Increase 


When the Fred Rueping Leather 
Company, Fond du Lac, Wis., dis- 
tributed its pay envelopes on the last 
pay day, the employees, numbering 
more than 1,000, were agreeably sur- 
prised to find attached to their checks 
the following notice: 

“A general increase of about 5 per 
cent will take effect April 1, 1919, for 
the factory employees of the Fred 
Rueping Leather Company. The in- 
crease will be received by you for the 
first time in your check on April 20.” 

The voluntary wage increase is only 
one of several advances that the com- 
pany has made of its own volition during 
the past few months. 


Wisconsin Retail Notes 

The People’s Shoe Store, Platteville, 
Wis., which burned out on February 8, 
recently resumed business in a new 
location in the Snowden building. John 
Bohnaker is proprietor. 

Joseph A. Schumacher, 109 Grand 
Avenue, Milwaukee, plans to enlarge 
his store about May 1 by taking over 
an additional store unit in the Plankin- 
ton Arcade. 

O’Connor & Goldberg, Chicago, 
showed its line of O—-G shoes at a special 
display in the Hotel Pfister, Milwaukee, 
during the week of March 17 to 22. The 
exhibit was in charge of S. H. Waixel 


. and Miss S. Snyder. 


Otto A. Hensel, 3416 North Avenue, 
Milwaukee, has been elected president 
of the North Avenue Business Men’s 
Association. Mr. Hensel also is first 
vice-president of the Milwaukee Shoe 
Dealers’ Association. 

A new shoe store will be opened at 
Escanaba, Mich., on May 1 by O’Leary 
& Geniesse, a partnership organized by 
E, F. O’Leary and Frank J. Geniesse of 
Escanaba. The store will be located at 
1009 Ludington Street. Mr. Geniesse 
has been manager of the shoe depart- 
ment of The Fair for eleven years, and 
for eleven years prior to that time he 
was in the employ of C. R. Williams at 
Escanaba. 

The Thompson Mercantile Com- 
pany, Ladysmith, Wis., has sold out to 
Martin Nelson and Thorwald Ditman- 
son of Webster, S. D., who took pos- 
session April 1. A.C. Thompson will 
retire. 


Rochester 


Anniversary Week 
The past week has been featured by 
anniversary sales in two of Rochester’s 
largest department stores. McCurdy is 


celebrating eighteen years of service 
with unusual values and is showing 
colonial pumps and oxfords in its shoe 
department. 
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The Duffy Powers Company is hold- 
ing its twelfth anniversary sale and the 
shoe department features ‘‘ Footwear 
for the Pleasant Paths of Spring,” with 
a complete line of boots and oxfords for 
Spring wear. 

The local store of the Endicott- 
Johnson Company is holding a first 
anniversary sale, offering unusual shoe 
bargains for $1.00 and $1.98. 


Meeting of Retail Shoe Merchants 


It was with much enthusiasm that 
the members of the Rochester Retail 
Shoe Dealers’ Association greeted the 
announcement made by Harry Phelan 
that the next convention of the New 
York State Dealers’ Association would 
be held in Rochester early in July. 
William Pidgeon, Jr., was chosen 
general chairman and Ranney H. 
Webster, chairman. Sub-committees 
will be appointed and announced at the 
next meeting. C. S. Richards, of 
New York City, who is conducting a 
demonstration at Phelan’s Shoe Store, 
attended the weekly luncheon meeting. 
P. M. Van Deventer, who presided in 
the absence of Chairman W. Pidgeon, 
Jr., passed around for the inspection of 
the members a pair of wooden soled 
shoes he received from England. The 
shoes are made of stiff harness leather, 
tacked on to wooden soles, the edges of 
which are reinforced by narrow strips of 
iron. The shoe has one strap which 
fastens to a small buckle. 


Another Firm to Manufacture Shoes 


J.J. Kalb & Sons will begin making 
infants’ turn shoes about May 15th. 
This firm has long been identified with 
the shoe industry, John Kalb, Sr., 
having been in the business of selling 
hides, leather, and shoe findings since 
the early fifties. In 1894 he retired and 
the business has since been conducted 
by his son, John J. Kalb, and his four 
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sons, John H., E. G., Grover and 
Richard. The new factory will occupy 
the third floor of the building at the 
southeast corner of Mill and Andrews 
streets, which was formerly used as a 
shoe factory by John Kelly, Inc. 


Incorporation of New Leather Firm 


A certificate of incorporation has 
been granted to the Glaser-Davis 
Leather Co., of Rochester, permitting 
them to deal in all kinds of leather. 
The capital stock with which the concern 
begins business is given in the incor- 
poration papers as $15,000. Jacob S. 
Glaser, Geo. H. Davis, and Mary C. 
McNally are named as directors. 


Charles Dispensa Returns to Wm. 
Eastwood & Son Co. 


Friends of Charles Dispensa, who 
until recently managed the Regal Shoe 
store in this city, will be pleased to learn 
that he has again been appointed 
manager of the men’s department of 
the State Street store of Wm. Eastwood 
& Son Co. 


Many Inquiries for Factory Sites 


The Industrial Development Com- 
mittee of the Rochester Chamber of 
Commerce has recently received several 
inquiries from corporations who desire 
to locate here and with the co-operation 
of the real estate men in the chamber, 
a survey of all possible sites and their 
price is being made and a list is being 
prepared for ready reference. When 
this list is completed the Chamber of 
Commerce will be able to show all that 
the city has to offer in the line of suitable 
sites, and then more effort can be made 
towards bringing new industries here. 
Two large automobile manufacturers 
are among those inquiring for sites. 
Rumor persists that Henry Ford desires 
to secure a site in the western part of 
the city for one of his branch factories 


New Orleans 


George Hogan, manager of Isaacs 
Marks Co., (Ltd.) Shoe Dept., one of the 
largest stores in New Orleans, predicts 
that shoes will go as high as $20 per 
pair, with no prospect of dropping. 
“The demand today,” said Mr. Hogan, 
“is for a better grade of goods. I find 
that the public is willing to pay more. 

“Style demands now are for oxfords, 
pumps and colonials. Dark browns, 
grays and blacks are in big demand. 
I predict a big demand for white later 
in the season. 

**Wood heels,”’ said Mr. Hogan, ‘‘seem 
to be in demand, and are very good. 


The wearing of narrow skirts by the 
women today is causing a heavy de- 
mand for wooden heels. I attribute the 
narrow skirt as the reason for the heavy 
demand in pumps and low cuts. Ox- 
fords with French heels are better.” 


At Louis Leonhard’s 


Louis Leonhard Department Store, 
the largest of its kind in the lower sec- 
tion of the city, reports a heavy demand 
for colonials, pumps and oxfords in the 
women’s line. High cut English flats 
seem to have the call in men’s shoes. 
Boys’ skuffers is another line that 
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Manager Albert Leonhard says are in 
big demand. 

When completed, the Roth Shoe 
Store will be one of the finest in New 
Orleans. A. P. Schiro, proprietor, is 
making extensive improvements and 
several thousand dollars are being 
expended. Mr. Schiro says that he will 
have around three thousand feet of 
floor space. The store occupies one of 
the busiest corners in New Orleans. 

Mr. Schiro is an optimist. ‘Trade 
was never better,” he told the corre- 
spondent of the “‘Recorder,” ‘‘and my 
improvements bear me out. I look for 
one of the greatest seasons in white 
shoes. Colonials are selling strongly.” 


Retail Shoe Merchants Meet 
April 16 


The regular monthly meeting of the 
New Orleans Shoe Retailers’ Associa- 
tion is scheduled for April 16. Many 
local dealers are joining the organiza- 
tion, which means much for the local 
trade. 


Predicts Bright Outlook for White 
Shoes 


Godchaux’s is making extensive im- 
provements in its shoe department 
and will, when completed, have one of 
the most up-to-date departments that 
will compare with any in the country, 
reports Manager Rene Roberts. ‘“‘Con- 
ditions are good,’’ says Mr. Roberts, 
“with bright prospects, notwithstand- 
ing the high cost of shoes. At the 
present time Godchaux has its hands 
full in supplying big demand for Elks’ 
marching shoes.” 

The Elks celebrated the dedication of 
their ‘new home and one of the big 
features was a huge street parade par- 
ticipated in by the majority of their 
eight thousand members, and many 
visiting Elks. 

Mr. Roberts states that styles in 
dark shades are selling about 75 
per cent low shoes, with a_ bright 
outlook for whites, which he claims will 
be the biggest of all records. 


Maison Blanche’s Fourteenth 
Anniversary 


Maison Blanche, one of New Orleans’ 
largest department stores, is celebrating 
its fourteenth anniversary and gen- 
eral reductions are given throughout 
the house. They have a fine dis- 
play in their shoe department and 
according to Manager Sol Stern the 
big demand is for beaded buckles 
and colonials on which they have been 
completely sold out and cannot get 
more. Manager Stern also reports 
a big business in brown kid. 
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In New Quarters 


The W. L. Douglas Shoe Company 
have moved into their new quarters 
and havea dandy store. “Business has 
been good,” reports Manager F. L. 
Young, ‘‘the demand for men’s shoes 
being high priced low shoes.” The 
Douglas people have located on St. 
Charles Street opposite the St. Charles 
Hotel, one of New Orleans’ leading 
hotels. 


**Slim”’ Sporl a Top Notcher 


Louis Sporl, Jr., well known local 
athlete and son of Louis Sporl, promi- 
nent shoe man of the lower section of 
the city, will soon start training for the 
athletic season. “Slim,” as he is popu- 
larly known around the athletic clubs, 
is a pole vaulter and high jumper of 
note. He coached the Crescent Athletic 
Club basketball team to victory in the 
City League. He also holds the dis- 
tinction of being selected on the City 
All-star team. ‘Slim’ is employed by 
his father as salesman and is regarded 
as a top notcher at his trade. His work 
during the Summer in athletics will be 
watched with interest by his many 
friends. 

Albert Wachenheim of the Imperial 
Shoe Store, has returned from a suc- 
cessful business trip East, where he 
secured what he went after. “Patent 
pumps and colonials are in big demand,” 
said Mr. Wachenheim. “In the men’s line 
tans, oxfords and dark browns are in 
demand now. Considering that shoes 
are going up and will be scarce, business 
is good at the Imperial.” 


Windows Decorated for Elks 


All of the big stores decorated their 
windows in honor of the Elks’ dedica- 
tion of their new $800,000 home. The 
B. P. O. E. were here in large numbers 
and enjoyed a big time. Many visiting 
Elks are prominent shoe men around 
the country and the local men were kept 
busy entertaining. Nearly all of the 
local shoe men are Elks and took a 
lively interest in the dedication and 
celebration. 


Pithy Paragraphs 


Manager I. R. Jacobs of the Walk- 
Over reports that patent low shoes show 
heaviest call, especially colonials with 
large buckles. Oxfords are being sold 
but not as heavily as earlier in the 
season. 

Manager Ed Wild of the Crossett 
Store reports that a dark brown, narrow 
last is in big demand in men’s shoes. 
Mr. Wild left New Orleans for Boston 
on a business trip which will consume 
two weeks. 

Louis Sporl, who conducts one of the 
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largest retail stores in the lower section 
of the city, reports that plain pumps are 
big sellers, with colonials next in line. 
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Mr. Sporl does a big business, being 


located in one of the thickly populated 
centers of the city. 


Buftalo 


The retail shoe trade of Buffalo is 
making a great stride, comparing this 
period with the same time last year. 
Everywhere one hears the same tale of 
returning soldiers buying their footwear 
at the various stores. Tan shoes for 
civilian wear seem to be among the 
first purchases the returned heroes 
make. 

Spring Openings 


This is the time of “spring openings” 
at the Buffalo stores and the displays of 
women’s footwear for Spring and 
Summer wear show all the newest 
style tendencies and are decidedly 
fascinating. Favorable weather con- 
ditions are stimulating an early spring 
sale of merchandise. A feature of the 
trade is that not only city customers but 
patrons from the villages and rural 
districts near Buffalo are spending 
liberally in the shoe departments. So 
far as rural trade is concerned, there is 
unusual prosperity among the farmers 
because of the high prices which they 
have received for their products during 
the past three years. 

Men and women of these rural sec- 
tions show an eagerness to include crisp, 
new footwear among their Spring and 
Summer toggery. The country dis- 
tricts, as a rule, do not seem to be 
alarmed by the bugaboo of Bolshevism 
and are feeling no bad effects from the 
reconstruction period. Therefore, there 
is a ring of optimism to the shoe trade 
drawn from this territory. 


A New Shoe Store 


The Sterling Shoe Co. has opened a 
new store at 360 Main Street. The 
company has another place of business 
on Main Street. The general manager 
of the new store is I. M. Bauer. There 
was a fine floral display on the opening 
day. There also was an attractive 
window exhibit of low tan oxfords and 
shoes for men and women. The inte- 
rior of the new store is modern in every 
respect. The location is in the heart 
of the business district across from the 
Iroquois Hotel. 

Mr. Bauer sees no reason why the 
prospects should not be as bright as 
Sterling store No. 1, which is under the 
supervision of J. B. Frost. At the new 
store Miss June Isbell, an employee, 
made the first sale with a pair of women’s 
brown oxfords. 


G. R. Kinney Co. Open Children’s 
Department 


Alfred B. Rubin, manager of the 
Buffalo branch of G. R. Kinney Co.’s 
Bootery, is devoting much time to the 
children’s department, which he recently 
opened. This department shows ex- 
clusive lines of children’s shoes and is 
one of the largest in the city. The sales 
of children’s shoes at this store at 
present are double that of a year ago. 

Mr. Rubin reports that business is 
improving in every department and 
that there has been quite an increase 
in the sales of women’s oxfords. He 
is looking forward to bigger prospects 
this year in turnover of sales than in 
any time since the store was opened. 


To Stimulate Trade 


To stimulate trade Buffalo’s city 
officials are being urged by local mer- 
chants to rush a proposed municipal 
building programme involving several 
million dollars. 

H. A. Meldrum, head of the H. A. 
Meldrum Co., and Jacob J. Siegrist of 
Siegrist & Fraley Co.’s department 
store, both of which establishments 
handle shoes, declare that “‘by all means 
the city should start its construction 
programme.” 


Fifty-second Anniversary Sale 


Women’s and children’s shoes were 
featured in the recent 52d anniversary 
sale of Adam, Meldrum & Anderson 
Co.’s department store: The growth of 
this store is described as follows: ‘““The 
twenty-foot front has expanded into a 
giant with acres of floor space. The 
little store that once catered to a few 
now supplies the necessities of thou- 
sands.” 

A Busy Place 


A busy place just now is the shoe 
department of The Kleinhans Co., 
Buffalo’s largest store devoted to men’s 
and boys’ wear. John Funnell, in 
charge of the shoe department, said: 
“Business is excellent and we hardly 
find time to eat. There are many sales 
made to our returned boys and the sale 
of tan shoes seems to be almost un- 
limited. There is every prospect for a 
good demand for low shoes this Spring 
and Summer and business in every 
respect is very promising.” 
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The Hengerer Co. Making Progress 


The Hengerer Co., Buffalo’s exclusive 
department store, is making wonderful 
progress in their shoe department this 
year. Charles H. Nearing, manager of 
this department, reports that the 
business in the sales of women’s low 
shoes is the best ever known, especially 
in colonials and the small tongue 
variety. Satin and oxfords are also 
big sellers. There also has been a big 
demand for plain and moire silk spats. 

The men’s shoe department at 
Hengerer’s has been taken over by 
John H. Anderson, who says that the 
sale of men’s shoes is picking up and 
is ahead of last year. There is mostly a 
demand for dark tan shoes by soldiers 
returning to civilian life. Low shoes 
for men and boys are beginning to 
move quickly owing to the improvement 
in the weather. 

Mr. Anderson was formerly employed 
by the Earl Chamberlain Bootery, of 
532 Main Street. This concern sold its 
lease to the Wilson Waist Co., New York 
City. The Earl Chamberlain’s stock 
was taken over by Goldstein’s, 550 
Main Street. 


Fifty Women Want to Sell Shoes 


A Buffalo shoe retail merchant 
recently advertised for a saleswoman 
and in the first batch of applicants 
there were fifty young women of various 
sizes, ages, nationalities and complex- 
ions—every one of them anxious to 
get into his department. Some of 
them stated that they had made 
twenty-five “‘bones’’ or thereabouts a 
week while making shells for Uncle Sam. 


They modestly acknowledged that they ' 


didn’t seek such compensation in a 


shoe store. They were anxious to learn 
the shoe business, they said, and if 
given the opportunity were willing to 
see their war salaries cut in half. Some 
of the local shoe merchants are not 
looking for saleswomen. In fact, .in 
some stores returned soldiers and other 
young men are gradually replacing the 
girls who sold shoes during the war. 
Among those who want positions in the 
shoe stores are married women, either 
because of the failure of their husbands 
to keep occupied, or because of their 
wish to help out the high cost of living. 


Edward B. Houseal a Y. M.C. A. 
Worker 


Edward B. Houseal, former adver- 
tising manager of the Wm. Hengerer 
Co.’s department store, is a Y. M.C. A. 
worker in France. He writes to his 
Buffalo friends as follows: ‘‘All of this 
stuff about starving Europe is bunk. 
There is food in abundance. Europe 
has lived off America for years and 
wants to keep on doing so.” C. L. 
Pritchett, formerly with Stix, Baer & 
Fuller, St. Louis, is now ad man at 
Hengerer’s. 


Looking Forward to Increased Trade 


At the W. L. Douglas store, 537 Main 
Street, William J. Smith, manager, is 
looking forward to an increase in trade. 
Already there has been quite a demand 
for the higher priced men’s shoes at this 
store. ‘*‘ Returning soldiers are to be 
seen in the store every day,” said Mr. 
Smith, ‘‘ and the sale of tan shoes is 
moving at a fast pace. Even low shoes 
are starting to make progress. I am 
looking forward to making history in 
the store this year.” 


Indianapolis 


Advice to the Public 


Persons who persist in hanging on to 
their old leaky shoes instead of buying 
new ones—in anticipation of a sudden 
and substantial drop in prices—are 
merely wasting much valuable time. 

This is the advice that local retail shoe 
merchants are giving to the public 
these days in an effort to correct the 
erroneous reports regarding price re- 
ductions that have been in circulation 
ever since the signing of the armistice. 

The public was told and convinced 
that the high price of commodities was 
the direct result of the war and that 
the unprecedented demand for ma- 
terials and labor was responsible for the 
unheard of inflated price scale. It also 
was told that when the war ended there 
would be a natural decline, with possibly 
an abrupt slump in the prices of these 


same commodities. As a result, im- 
mediately after the signing of the armis- 
tice, merchants on every hand were 
confronted with a request for lower 
prices and not the least among these 
were the shoe merchants. 

The buying public received the idea 
that prices would be reduced on various 
kinds of footwear about the first of the 
year. After a rather lengthy period of 
‘‘watchful waiting’’ with no reduction 
in sight, the report was then circulated 
that prices on Spring and Fall shoes no 
doubt would be lowered. These re- 
ports spread rapidly and as a result 
people began another period of waiting 
and hoping for the expected slump. 


Merchants Convince Hesitators 


However, with an outlay of facts and 
figures and considerable talking, local 
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QUESTIONS 
ANSWERED QUICKLY 


in “Where to Buy” columns—a 
growing directory for all the trade, 
presenting answers briefly to cur- 
rent problems in merchandising. 








SYSTEMS IN SHOE 
STORES 


Equipment, er pe specialties; 
what to use and where to get it, 
is a part of “Recorder” service to 
merchants. 








Where to Buy Styiecs- 


An extra editorial service to Recorder 
readers, free for the asking, with au- 








thentic information on current problems. 
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WHAT EVERY WOMAN WANTS!! 
HAVE YOU SEEN IT? 


Our NEW DELITE LAST is fashioned along 
slender lines, with a well-curved HIGH 
ARCH, LONG VAMP, and carries an 18/8 
FRENCH HEEL. It COMPLETES THE PICTURE of 
DAINTINESS, toward which all designers 
of WOMEN'S SHOES are aiming today. 


THE SUPERIORITY of PLANT BROS. ' 
WOMEN'S SHOES over similar makes on the 
14 POINTS of UNIFORMITY, FLEXIBILITY, 
REAL SERVICE, etc., etc., has been dem- 
onstrated beyond ALL REASON TO DOUBT, 
and is accountable largely for our 
100% INCREASE IN PRODUCTION, the 

PAST FOUR MONTHS. 


ARE YOU, TOO, A CUSTOMER? 





_-—— 
MANCHESTER, NEW HAMPSHIRE 
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merchants have about convinced the 
“‘hesitators’”’ that it is useless for them 
to wait any longer for the expected 
price decline. Now is the time to buy, 
the merchants say, because price reduc- 
tions are practically out of the question 
at this time. 

During the last few weeks business 
with the Indianapolis merchants has 
been very satisfactory and they believe 
it will continue that way for some time. 
Oxfords and pumps have been going 
very well, due to the Spring demand, 
but cloth tops and spats have not been 
so popular, due no doubt to the lateness 
of the season. 

The war has had a rather noticeable 
effect on some of the shoe styles, 
according to observations made recently 
by local merchants. Men who were in 
the army and had to wear the broad- 
toed shoes for many months apparently 
have realized their comfort and are 
tending more and more toward these 
styles. The women, however, _ still 
prefer the high heel and the pointed toe. 
As far as colors are concerned, the men 
seem to prefer tans, while the colors of 
the rainbow are offered to the women. 


Public in Large Numbers Buying 

Future orders are not reported so 
heavy in this vicinity. The manufac- 
turer, suffering from the cautiousness 
of trade, has not sent out his salesmen 
as early as usual. He figures it might 
not be wise for a merchant to buy up 
to 100 per cent of his anticipated 
needs for the next Fall and Winter 
business. However, not to buy any- 
thing, in anticipation of lower prices, 
would be a policy of less wisdom, the 
manufacturers say. This puts the 


responsibility of the market on the 
people, who, the merchants say, no 
doubt are beginning to exercise wisdom 
by buying immediately. 

“Business with us has been very 
good during the last few weeks,” said 
Frank L. McNutt, manager of the 
Feltman & Curme store at 38 East 
Washington street. ‘High prices are 
not preventing people from buying 
now. Those who have been waiting 
seemed to have realized that there are 
no prospects for any immediate or 
early reduction and have cast the 
thought from their minds. Now it’s 
just a question of having what the 
customer desires.” 


Extensive Alterations Started 


Work was started recently on some 
extensive alterations at the Feltman & 
Curme store, which, when completed, 
will greatly improve the interior and 
exterior of the place. A handsome new 
plate glass front, which will provide 
much additional and more attractive 
space for outside display, is being 
installed and the entrance to the store 
is being materially widened. 

On the inside, ladders are to be sub- 
stituted for the old-time balconies, a 
new elevator is to be installed at the 
left of the entrance, and the front 
stairway will be removed to the rear. 
The second floor will be devoted entirely 
to children’s and growing girls’ shoes. 
Only one-half of the second floor has 
been used for children’s shoes and the 
growing girls’ stock was handled on 
the first floor. The new arrangement, 
Mr. McNutt says, will give much more 
space for the handling of adults’ wear. 


West Virginia 


Announcement is made of the com- 
pletion of the work of remodeling the 
Bon Ton Shoe Store in the Frederick 
Building on Fourth Avenue, Huntington, 
W. Va. The room has been refur- 
nished throughout and is finished in 
fumed oak. It is one of the most 
attractive and complete retail shoe 
establishments to be found in the city. 
It is now under the management of 
D. L. Pattison, formerly connected 
with the Potter Shoe Company of 
Cincinnati. He is a practical shoe man, 
acquainted with the footwear needs 
and requirements of the public. 

The Bon Ton will continue to handle 
extensive lines of high grade shoes. 
Much of the men’s footwear offered at 
this store is manufactured by the Perry- 
Norvell Company of Huntington,though 
extensive purchases are made from 


other factories in various parts of the 
country. 

A large part of the ladies’ footwear 
handled comes from a Brooklyn factory, 
though stock is received constantly 
from manufacturers of high standing 
in other centers. 


At Highland Bros. & Gore’s 


Highland Bros. & Gore, of Clarks- 
burg, Va., are featuring a Spring 
showing of spat pumps in patent 
leather, glace kid and dainty Louis 
heel. This shoe is taking extremely 
well this season because it is light in 
weight, always in splendid taste, and 
the ability to-at once transform it into 
a smart, warm boot, by merely adding 
a pair of Tweedie Boot Tops, makes it 
a most ideal and practical style. 
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Shurtleff & Welton to Move 


Shurtleff & Welton, shoe merchants, 
Fairmont, W. Va., will move from their 
present location at 115 Main Street to 
the Fleming Building. They have 
leased a depth of one hundred feet from 
Main Street in the front part of the 
building. A wall separating this room 
from the remainder of the building 
will be constructed at once. Shurtleff 
& Welton will have the two large show 
windows in the front and are planning 
the most modern store interior and 
unique window displays in the northern 
part of the State. Their plans are to 
move to their new location May 1. 


“Dress Up Week” | 


April 5 to 13 has been designated as 
National ‘‘Dress Up Week”’ and plans 
are made to observe it in Parkersburg, 
W. Va., Every shoe merchant in the 
city will be expected to make a special 
effort to have attractive display win- 
dows of more than usual excellence and 
prizes will be offered for the best display 
windows. 

In judging the windows the local 
retail stores have been divided into ten 
groups. Shoes are listed in the second 
group. 

Lectures on Salesmanship 


Secretary J. B. Wiles of the Retail 
Bureau of the Board of Commerce was 
authorized to make all arrangements to 
bring Dr. Stanley L. Krebs of the New 
York Mercantile Institute here for 
three lectures on salesmanship. The shoe 
retailers are enthusiastic over the pro- 
posed lectures, believing it will help 
the trade. 

The retail shoe merchants have decided 
not to put on a style show until next 
Fall, the other retail men concurring. 


Spears’ Shoe Co. Featuring Pumps 
and Oxfords 


Spears’ Shoe Co., Clarksburg, W. 
Va., are showing a complete line of 
Spring footwear, more especially May 
Manton pumps and oxfords in all 
shades and styles. The newest bronze 
kid oxford, high Louis heel, seems to be 
the demand of the stylish dresser. 


More Interesting Items 


At a meeting of the Parkersburg, 
W. Va.,-Marietta, Ohio, Association of 
Credit Men, W. H. Heermans, of the 
Graham Bumgarner Wholesale Shoe 
Company, Parkersburg, W. Va., was 
elected president. 

President Heermans announced that 
B. C. McQuestin, chairman of the 
membership department from the Na- 
tional Association of Credit Men, will - 
deliver an address at a special meeting 
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No 2606 


A most comfortable vici shoe that 
every store can use. Rubber heel 
adds to its desirability. Carried on 
widths 1, 2, 3, 4, 5. In stock now, 


$5.85 


EAL MERIT IN THE SHOES has re- 
sulted in the fine business that our sales- 
men are sending in for Fall delivery. 
It’s Merit that is bringing us such stock orders 
in every mail. Merit has enabled us to 
DOUBLE our factory capacity. It’s this same 


Merit that assures a most desirable class of business for 
your store, when you make the Crawford your leader. 


CRAWFORD is an Advertised Shoe of Dependable Value! 


CHARLES A. EATON COMPANY 


BROCKTON, MASS. 
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at the offices of the Graham-Bumgarner 
Company to be held soon. He is 
making a special trip here to organize a 
membership campaign for the associa- 
tion. 


John E. Norvell, of the Perry-Norvell 
Company, of Huntington, W. Va., 
has been named a member of the Cabell 
County Victory Liberty Loan com- 
mittee. 


Chicago 


Pumps and Oxfords Strong 


The local demand for shoes is confined 
almost entirely to pumps and oxfords 
of all colors and styles. Black kid 
pumps in colonials and brown and 
black oxfords with low heels are having 
the strongest demand. Business has 
been exceptionally good, both down- 
town and in the outlying sections. 


Preparing for Easter 


The merchants are arranging their 
stocks and making plans for a big 
Easter business. From present indi- 
cations this season will prove a record 
breaker from the standpoint of volume 
and variety of shoes that will be bought. 
Many merchants are of the opinion that 
white shoe selling will usher in Easter 
with a boom. 


Merchants Demand Early Delivery 


Conditions among the wholesale 
houses this week have been excellent. 
Numerous dealers are coming into the 
market and purchasing many varieties 
of low shoes for immediate selling. A 
year ago at this time retailers were 
ordering boots for Summer wear, and 
when Summer came boots sold as well 
as low cuts. This season it is different. 
Orders seem almost entirely for oxfords, 
colonials and pumps, with but a very 
meagre call for boots. Some attribute 
this season’s vogue in women’s shoes 
to changing skirt styles, contending 
that the ladies nowadays seem desirous 
of exposing at least a bit of their 
hosiery. Others claim that the low 
shoe season started unusually early, 
and is continuing strong by the force 
of its early start. The wholesalers 
generally have been fortunate to antici- 
pate the call of low shoes, as evidenced 
by their complete stocks and ability to 
ship quickly almost any style in pumps 
or oxfords. 


A. B. Shoe Company Changes Name 


The A. B. Shoe Company, 26 S. Wells 
St., Chicago, jobbers of shoes, has 
changed its name to the Hamton Shoe 
Co., Incorporated. Additional capital 
has been secured. The same location 
will be retained, and already plans have 
been made to put in extensive altera- 
tions. The floor will be remodeled in 


an up-to-date sales room. Instead of 
handling men’s, women’s and children’s 
shoes, as heretofore, the new company 
will specialize exclusively in ladies’ 
novelties and specialties. The incor- 
porators are: Glen C. Wharton, presi- 
dent; Eugene Hamburg, vice-president; 
O. C. Lawyer, secretary, and S. Weber, 
treasurer. L. M. Leon has been made 
sales manager. Four new salesmen 
have been added to the force. 


Shoe and Leather Association Meet 


The Shoe and Leather Association of 
Chicago held their first Spring luncheon 
at the Gray room of the Hotel Sherman 
on Tuesday, March 25th, at 12.15 p.m. 
The meeting was featured by singing, a 
talk on the war and genuine good fellow- 
ship. 


Manager Believes in Merchant- 
Manufacturer Co-operation 


Loading a merchant with all the 
shoes it is possible to sell him at one 
time is not good salesmanship according 
to the ideas of L. F. Kunstman, the new 
manager of the A. J. Bates Chicago 
Company. Through years of experience 
as credit man for various concerns, Mr. 
Kunstman has convinced himself that 
more frequent buying and sticking to a 
limited number of styles will promote a 
more rapid turnover and consequently 
more prosperous business for the retail 
merchant. He works on the theory 
that the size of the bill that the mer- 
chant buys today is not so important 
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as to know that the styles and sizes 
bought are such that he can turn them 
rapidly, make a profit, and come back 
and buy more. Working on this theory, 
he has very materially increased the 





L. F. KUNSTMAN 
Manager A. J. Bates Chicago Company 


business of his concern within the few 
months that he has been the head of 
the business here. 

Another of the underlying principles 
which Mr. Kunstman has incorporated 
in his business is that the factory and 
wholesaler are the best friends of the 
retail merchant when things are going 
wrong; that the man from whom he 
buys can tide him over rough places 
and help him out of a hole where con- 
sultation with a lawyer will probably 
put himin deeper. He isa firm believer 
in co-operation of merchant and manu- 
facturer and believes that the prosperity 
of both lies in a closer relationship one 
with the other. 


Cincinnati 


Conditions in all branches of the 
local shoe industry have taken on a 
favorable tone during the past week. 


Buying on the part of the consuming . 


public has greatly increased according 
to reports from the leading downtown 
merchants. : Warmer weather has 
caused the public to begin. thinking 
about the purchase of their Spring shoes 
and with the impetus contributed by 
attractive window displays, backed up 
by large newspaper advertisements, 
many buyers have come out this week 
with the idea of making their selections 


while the stocks were full. The ret ailers 
of ladies’ footwear are doing a large 
business in the styles and patterns most 
in demand. These include black satin 
oxfords, colonial pumps both in th e dull 


‘and patent, black and colored su edes, 


and many dark browns. 

A patent leather vamp with a_ black 
satin back is a combination whi ch is 
beginning to be one of the stro ngest. 
sellers in the higher priced lines. Re- 
tailers of men’s shoes do not report 
quite so much activity as has been the 
case in the women’s branch. Although 
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REDELSHEIMER 
Nashoille—Pop. 117,000 


SCHWARTZ 
Muncie—Pop. 25,000 


ROBINSON 
Kansas City—Pop. 297,000 





CURTIS & SWETNAM 
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BAHLMAN 
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JACOBY 
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CONCENTRATION 


on “The 


Most Salable Shoe in America” 





You Can Build Your Success On 
This Same, Sound Foundation 


These seven stores and many others point 
the way to real profts and real progress in 
the retail shoe business. 


The seven stores represented by the seven blocks above are but a few of 
the many shoe merchants who have demonstrated that the real founda- 


tion of success is the principle of concentration. 


These seven examples were selected because they represented every possible 
local condition from village to metropolitan city, from brand new store 
to old established business, from general store to specialty shop, from 


dying business to profitable, growing concern. 


These merchants have blazed the trail for you, have demonstrated that 
only by concentration on fast-selling lines can twenty-four Karat successes 


be made. 
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These merchants saw that by scattering their purchases over many lines 
they were going after big game with bird shot; that only by using the 
high power, big game principle of selecting the right lines and concentrating 
on them could they attain real success. 


They all picked the Red Cross Shoe for their women’s departments be- 
cause this shoe had greater style and price range and by far the greatest 
prestige of any other women’s shoe. 


The wisdom of their policy of concentration, the correctness of their choice 
of the Red Cross Shoe to carry out this principle, are matters of record. 
You know their stories as printed in this publication during the past 
months. 


And now you are confronted with these questions: Can you afford to 
put off for a single week looking into this principle of concentration as 
applied to your business? Can you afford to waste more time and lose 
more profits by doing business on a basis that these seven men have dis- 
' carded? Can you afford not to look further into the selling proposition 
of the Red Cross Shoe line—the proposition that made women’s shoe 
success for these seven stores and hundreds of others? 


We solicit an opportunity to go into the matter with you personally. Our 
representatives are now on the road; one of them may be near your town 
in the next few days. Write or wire for an interview. You obligate your- 
self to nothing but a half hour’s time by so doing. We believe that after 
that half hour you will see where you can save years of time in building a 
shoe business limited only by the possibilities of your community. 


The Krohn-Fechheimer Company 
717 Dandridge Street, Cincinnati, Ohio 
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| YOU WILL WELCOME 
WYCLO— 





Its soft, kid-like finish—its rich appear- 
ance—its long durability has achieved 
success for the cloth. 

Progressive manufacturers give it a 
hearty welcome. Wearers everywhere 
substantiate their judgment. 

WE will welcome an opportunity for a 
practical demonstration of the merits 
of WYCLO for those who have not al- 
ready adopted it. 
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they state that every indication points 
towards a prosperous business beginning 
with the next couple of weeks. ° 


Favorable Reports from Salesmen 


Local members of the manufacturing 
side of the industry are making favor- 
able reports regarding the progress of 
their sales forces who are now just 
getting well into their territories. The 
traveling salesmen from the Cincinnati 
factories now have the opportunity to 
gauge the situation in the retail trade 
throughout the country and itis through 
them that the manufacturers here are 
in a position to make their well-founded 
statements that merchants are not 
holding off in placing their orders for 
Fall to any destructive degree. 


Third Local Royal Shoe Store 


The new Royal Shoe Store on Sixth 
St. opened its doors for business recently. 
This is the third Royal Store now 


located in Cincinnati. E. G. Daniels. 


is in charge of the new store at present. 
Mr. Daniels is also general manager of 
all three of the Cincinnati branches. 


Smith-Kassan Co. Hold Formal 
Opening 


The Smith-Kassan Co. recently held 
a formal opening of its new Ladies’ 
Department. Manager D. E. Hayman 
reports a splendid day from the stand- 
point of business. This department, now 
on the fourth floor, was formerly on the 
first floor,where it proved unsatisfactory 
as it was not far enough from the Men’s 
Department. White and dark mahog- 
any is the color scheme; the walls and 
ceiling are white and the furniture 
mahogany. The floor and seats are 
covered in delf blue. The stock cabinets 
are only four feet high, which gives a 
most pleasing effect. The tops of the 
cabinets are very convenient for display 
purposes. 


Held Removal Sale 


The Royal Shoe Store on Vine Street, 
between Fifth and Sixth Streets, is 
holding a removal sale, cleaning out its 
excess stock,which is not desirable in its 
new store on Sixth Street. The Vine 
Street store will be discontinued upon 
the expiration of its lease, which is the 
last of April. 


Merchants Showing More 
Confidence 


Merchants at this time are not buying 
freely in taking care of their needs for 
next Fall and Winter, but they are 
showing a great deal more confidence 
and farsightedness than was expected 
by some of the local manufacturers. 
Reports indicate that the retail mer- 


chant is ready to place orders for his 
more staple lines and wait until later 
on in the season to buy those which 
require more consideration as to style 
and pattern. 

Last Fall dealers bought short of 
their needs for this Spring, and at the 
same time the manufacturers could 
only promise delivery on seventy per 
cent of the volume ordered, due to the 
war. So now when the merchant is 
doing a large retail business, and the 
manufacturers are more certain of their 
capacity for supplying their customers, 
there is an inevitable situation obtain- 
ing which accounts for the vast volume 
of immediate delivery orders being 
received by the local manufacturers for 
this time of the year. 


F. X. Owens in East 


F. X. Owens, president of the Manss- 
Owens Company, left last week for the 
East by way of Norfolk. Mr. Owens 
expects to be in New York and Boston 
for the next ten days. 


Retail Shoe Selling Group Holds 
Monthly Meeting 

The regular monthly meeting of the 
Retail Shoe Selling Group was held at 
the Chamber of Commerce March 19. 
A report was read by John Kipp, chair- 
man of the committee on the “Get- 
together Meeting’ held prior to the 
Ohio State convention. Its contents 
reiterated the success of the meeting. 

The chief item of interest which 
transpired, however, was the passing 
of a resolution relative to the Rapid 
Transit project which is well under 
way in Cincinnati. Harry McLaughlin 
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moved and Vice-President Chas. Voller 
seconded, that the Group pass a resolu- 
tion to the effect it was in favor of 
having the Rapid Transit terminal 
located in the center of the business 
district, Fountain Square, and not six 
blocks away, as is being proposed by 
some who are in favor of having the 
terminal located at the Canal. 


Harry McLaughlin Says Fountain 
Square for Terminal 


Harry McLaughlin says: “The cen- 
ter of the business district of the city is 
established never to be changed. When 
the people of Cincinnati come to the 
city proper they invariably go down to 
Fourth and Fifth Streets, where the 
hotels, banks, and large stores are 
established. And when we have visitors 
from other cities and towns they always 
go to Fountain Square, the center of the 
business district. To have the terminal 
of our Rapid Transit system located on 
the edge of the business area, means 
that one will have to transfer to get 
downtown. The shoe men of Cincinnati 
are strongly in favor of having this 
terminal placed on Fountain Square.” 

Other business of the meeting con- 
sisted in a brief discussion of the Ohio 
State convention. It was also suggested 
by Mr. McLaughlin that the local mer- 
chants begin to consider the idea of 
conducting educational meetings for 
the shoe clerks. 

John Kipp and Chas. Hardebeck were 
selected as a committee to investigate 
conditions under which a local manu- 
facturer is reported to be doing consid- 
erable business with consumers at his 
factory. 


Columbus 


The Boosters Club is the name of the 
organization of the employes of the 
A. E. Pitts Shoe Company of this city. 
This club meets on the last Friday night 
of each month, and is addressed by 
some of the members at all their meet- 
ings, and on especial occasions they are 
addressed by other speakers who are 
secured for the occasion. 

The feeling of good fellowship and the 
spirit of co-operation that is cultivated 
at these meetings is reflected among 
the employes in the operation of this 
store. ; 

The March meeting of this club was 
addressed by one of the former em- 
ployes of this store, First Sergeant 
Cyrus Conway, of the 372d regiment, 
who saw service on the Champagne 
sector, and was with the American 
troops when the Yanks cleaned out the 


machine gun nests at the point of the 
bayonet. Sergeant Conway told of 
other experiences which he had in 
other battles, which were very interest- 
ing and educational to those that were 
assembled at this meeting. 


Movies for the Kiddies 


A very novel treat to the kiddies was 
arranged by Browning’s, the successful 
shoe store of this city. This well-known 
store, through its proprietor, Louis 


_Bamberger, leased the finest movie 


theater in Columbus, The Majestic, 
where on Saturday morning, March 
29th, they gave a high class show for 
the children, and in conjunction with 
the show they showed on the screen 
how Billiken Shoes are made. Mrs. 
B. L. Barker, a high class entertainer, 
was secured to entertain the children 
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JUST GET THIS, 
WILL YOU! 





Our early purchase of 1,000 cases of oxfords from one of our best 
factories enables us to offer for Easter Selling these wonderful 
values in Black Vici kid oxfords. 


On the Floor Now—Ready to Ship 


Flexible 
McKays 
$3.35 






Goodyear 
Welts 
$3.75 


=~ ee omen’s black vici kid, leather Louis heel oxford, 
aight tip, a Mika pe BtoD.. hee 
No. 2433S ame exact, exce pt plain to 2 toD.: . .83.35 


NOVELTY SHOE COMPANY 
NOVELTY SHOE BUILDING, 32 SOUTH WELLS STREET, CHICAGO, ILL. 
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and from the expression of the children 
who attended this show, she certainly 
succeeded. Each child attending this 
performance was given a souvenir of 
the occasion. This treat was absolutely 
free; a ticket was given to every child 
who visited the store the previous week. 


Credit Men Meet 


The State Convention of Credit Men 
was held at the Hotel Deshler on 
Tuesday, March 25th. The program 
was based on the problem of turning 
from war to peace with as little friction 
as possible. 

The opening address on “‘Income and 
Excess Profit Tax” was given by E. H. 
Jaynes of Cleveland, chairman of the 
committee that appeared before the 
finance committee of the Senate when 
the plan was under discussion. 

“The Federal Reserve Act in its 
Relation to Commercial Credits” and 
“Credit as a Medium of Exchange” 
were discussed by C. W. Dupuis and 
H. M. Hurd. 

“The Trade Acceptance as a Credit 
Instrument, and Its Future in Our 
Commercial and Credit Systems’’ was 
ably handled by C. C. Miner of Dayton. 

The banquet on Tuesday evening 
was well attended, and was presided 
over by Mayor George J. Karb as 
toastmaster. Honorable James M. 
Cox was the principal speaker. 


Interesting Shoe News 


Retail shoe merchants are again 
extending their help to the local Red 
Cross in securing shoes for the destitute 
peoples of foreign countries. 

The F. & R. Lazarus Co., the Dun- 
lap Shoe Co., and the A. E. Pitts Co. 
are displaying exceptional values in 
men’s Spring shoes, featuring the price 
of $8.00 for about twenty styles. 

Travers Shoe Co. has again reduced 


the price on the balance of its Winter 
footwear, or $2.99 for the remaining 
stock, amounting to about 850 pairs; 
the former prices ran up to $6.00. 


Closing Out Shoe Stock 


In order to make room for other de- 
partments, Feibel Bros. are closing out 
their $15,000 stock of high grade foot- 
wear at asacrifice. Feibel Bros. decided 
that it would be impossible to enlarge 
the shoe department owing to their 
limited space and therefore decided to 
discontinue this stock, and enlarge 
several of the other departments. 


To Induce Early Morning Shopping 


To induce early morning shopping, 
Louis Bamberger, proprietor of Brown- 
ing’s Shoe Store, has been holding 
morning reduction sales from 9 to 12. 
To insure the public of the genuineness 
of these reductions, they advertise a 
$5.00 shoe at $3.85 for the morning 
sale; after 12 o’clock the price is again 
$5.00. Mr. Bamberger stated that 
this has greatly increased the morning 
business, and has not affected the 
afternoon trade whatever. 


Columbus Visitors 


The following were visitors to the 
Capital City the past week: S. T. Noble, 
New Concord, Ohio; J. Rattenberg, 
Utica, Ohio; Chas. A. Coe, U.S. Rubber 
Co., Boston, Mass.; J. M. Klingman 
and W. U. Dorn, The Cady-Ivison 
Shoe Co., Cleveland, Ohio. 


Re-orders Received by Factories 


Manufacturers state that they are 
receiving a great many -re-orders on 
Spring goods from merchants from all 
parts of the country. This they state 
is very unusual for so early in the 
season, as some of their Spring orders 
have not been completed. 


New York City 


Many beautiful effects in window 
trims are shown in New York stores. 
So attractive are they that the average 
passerby cannot fail to stop for a 
moment to admire and later in more 
leisure time to enter the store for the 
purpose of inspecting more minutely 
and eventually buying. 


I. Miller’s Windows 


In the windows of I. Miller a pearl 
gray oxford with a cut steel buckle was 
very effective. As a novelty a dark 
blue, five eyelet oxford was shown, also 
a purple kid oxford; brown shoes were 
strongly featured as well as gray kid. 


Two tones of brown, brown Russia 
and mouse color, in a lace boot were 
displayed. A brown kid with a brown 
cloth top was shown. A _ brown 
Russia, with an imitation wing tip 
and cloth top, also a black lace and a 


white lace, nine inch boot, were shown. | 


Black pumps in patent with Louis 
heels were displayed near. white silk 
stockings. These pumps carried with 
them a jet buckle. A pair of black 
suede shoes with Louis heels and cut 
steel buckles were most effective. The 
windows told the style story for Spring 
and Summer footwear for women. 

A pretty feature of an inside case was 
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a collection of heels—gold heels, rhine- 
stone heels and Etruscan effects. 


At Cammeyer’s Up-Town Store 


Cammeyer’s up-town store at 34th 
Street was trimmed most appropriately. 
The windows showed a black patent 
oxford, Louis XV heel and a high 
pointed throat, patent pump. A goodly , 
assortment of browns, tan Russia and 
black Russia calf were displayed. Some 
boots of brown calf had cloth tops. 
Many buckles of cut steel, rhinestone 
and beaded effects ornamented the 
women’s shoes. White shoes formed a 
prominent part of the display. 

In the men’s window, many boots of 
brown calf had cloth tops in a lighter 
shade. Men’s dress oxfords and boots 
in patent leather effects, with invisible 
eyelets, were shown in black and Russia 
calf. Some of the dress shoes had 
buttons in small, round effects and the 
flat button in a larger size. So beauti- 
fully made is the cloth in the cloth 
shoes, that. it is hard to tell same from 
a suede leather. 

The youths’ and little gents’ depart- 
ment had a miniature men’s display, 
with some button boots noted. 

In the children’s shoe window, a 
cleverly arranged card announced the 
Shookid Circus. There were ‘Shoo- 
kids” in black, white and tan. 


At Oppenheim, Collins & Co. 


Oppenheim, Collins & Co. showed. a 
very beautiful black patent oxford and 
pump; also black satin pumps, with 
other features. 


At Alfred Kohn’s 


At Alfred Kohn’s, H. H. Barthmann, 
manager, showed some of his store’s 
latest styles. “‘There are two browns 
that we are selling well,” said Mr. 
Barthmann. “These come with the wing 
tip, and those with the Cuban or military 
heels are especially desirable for walk- 
ing shoes. 


For Afternoon Teas 


“For afternoon teas, or evening, there 
is the dull and patent leather pumps, 
with cut steel buckles and French heels. 
White calf is extremely good in a pump 
with black jet buckles and Louis XV 
heels of 2 1-4 inches. In sport shoes, 
there is the white canvas, with tan calf 
trimming, also the white buck sport 
shoe. 

“As to the desirability of oxfords 
with woolen stockings for Winter and 
early Spring wear—these are well 
enough for very young women of college 
age, but the city woman, especially of 
New York, the woman of fashion, does 
not care for this style. Boots in kid, 
with Louis XV heels, are what the 
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6 ews style is made of chocolate elk 
leather, unlined Goodyear Welt; on 

a last that is comfortable, yet full of snap 

and go. 

A combination of good features, materials 

and workmanship. 

A happy medium between the so-called 

work shoe and the dress shoe. 

You will find this style will fit into your 

stock to advantage. 

It will catch many a sale that otherwise 

will walk out of your store. 
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Huntington Shoe & Leather Co. 


Huntington, Ind. 
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fashionable woman of New York prefers 
for Winter wear. Although, with leather 
up so high, I think that women of 
fashion will, if necessary, wear spats 
and oxfords, or pumps, to reduce the 
cost that will undoubtedly be tremen- 
dous, if wages and materials continue to 
rise in price. Shoes have jumped at least 
from $1.00 to $1.50 a pair in the last 
four weeks. 

‘We cannot get enough buckles; 
since the war there has been a great 
demand for them. 

“T think that in the Fall there will be 
a good demand for cloth. Satins are 
selling only for evening wear.” 


We Depend on Trade Papers 

“The competition in New York is 
very keen,” said F. J. Lofquest, man- 
ager of Macy’s Shoe Department, ‘‘and 
every merchant is so busy watching his 
business night and day that he is 
obliged to look to the shoe trade jour- 
nals for his information on retail shoe 
merchants’ convention news and other 
matters. 

“In heels, you will note for yourself 
that the Louis XV is the style pre- 
ferred for dress, and then the Cuban. 

‘Paris says ‘shorter than ever on 
skirts, with twelve-inch boots and cloth 
top’—this is the latest word from our 
foreign buyer. 

“Oxfords are the big idea. Baby 
Louis heels are going well. The big 
thing with us in boots are nine-inch 
tops.” 

A Call at J. & J. Slater’s 

J. Clark, manager of J. & J. Slater’s, 
showed among other styles some very 
attractive white kid oxfords with Louis 
heel and plain toe for semi-dress. “A 
number of canvas pumps with black 
heels and imitation buckles were shown. 
Also some white kid slippers with a jet 
buckle, or plain, with stitched about 
effect. 

In Regard to Laces 

In regard to laces, the better class 
of people sometimes insist on having the 
old-fashioned oxford with the wider 
lace, said Mr. Clark. 

“We usually sell mercerized or a 
real silk very narrow lace. We think 
that a narrow lace looks trimmer on 
the foot. It depends, of course, on how 
much the wider silk lace is advertised. 
All the stores now are stocked with the 
narrow laces.” 

An Attractive Case 

The‘‘Recorder’’ representative walked 
a little further through the store and 
was attracted by a beautiful case, which 
displayed many designs of evening foot- 
wear and the hosiery which was best 
adapted to be worn with same. Gold 
shoes were attractively shown; near the 


gold shoes, purple stockings in silk were 
arranged. The gold shoes had rhine- 
stone buckles. Another section of this 
case displayed pink satin shoes and 
pink silk stockings. A beautiful gray 
satin beaded boot, eight inches high, in 
strapped sandal effect, custom-made, at 
$45.00 the pair, occupied a prominent 
part of this case. 

“The moment the armistice was 
signed,”’ said Mr. Clark, “people came 
in to buy slippers and buckles. Every- 
body wanted to get out and have a 
good time.” 

There were beautiful effects in rhine- 
stone buckles shown. A taupe satin 
shoe carried a solid gold, fourteen carat 
buckle. A gray aluminum cloth carried 
a jeweled buckle. A display of sport 
stockings revealed some pretty effects 
in green and white, red and white and 
purple and white. These were shown 
with white shoes. 

Mr. Clark feels, personally, that tan 
effects will be in bigger demand for 
next fall than they have ever been 
before. 


Button and Heel Situation 


“We are showing buttons on our 
dress boots to a great extent for real 
afternoon dress wear. I think that a 
nice colored top and button effect is 
very artistic. 

“Tn regard to heels,”’ said Mr. Clark, 
“for a shoe which will be subjected to 
much walking all the young ladies seem 
to prefer the military heel, which, of 
course, is practical for such purposes. 
For dress the full Louis heel of wood is 
called for.” 


Credit Clearing House of New York 
Opens Thirty-Third Office 

The Credit Clearing House has an- 
nounced the opening of their 33d office 
which is located in the Mutual Building 
at Richmond, Va. 

J. W. Scott, who has been connected 
with The Credit Clearing House for 
many years, has detached himself from 
the Baltimore office to assume the 
management of the new office at Rich- 
mond. Mr. Scott’s long and successful 
experience in the Southern territory 
peculiarly fits him for the undertaking. 

This is the second office which The 
Credit Clearing House has added to 
their system within a month. 


Private Samuel J. Lebovitz 


We are reproducing herewith a photo- 
graph of Private Samuel J. Lebovitz. 
Private Lebovitz is the son of the head 
of the Concord Shoe Co. 

This letter was written from France 
where Private Lebovitz was a member 
of the Headquarters Co., 308 Field 
Artillery, attached to the Radio Ser- 
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vice. His experiences “Over There,” 
as shown in his letters home, are ex- 
tremely interesting. 

One of them, put into Walt Mason 
verse, is a fair example of the life of 
the boys on the other side. 

308th Field Artillery, Battery F., 
Camp de Meucon, Morbidian, France, 
July 3, 1919. 





Dear 

“Am sittin’ on my bunk tonight a 
wonderin’ what in H— to write, as news 
is scarce and so is dough (the Army 
pays us awfully slow). We had some 
beans again today and ‘for a change’ 
some ‘Stoo,’ and say, the beans is 
fightin’ the stoo for place and you kin 
bet it’s a damtite race. 

“Have got a job I’m told is soft, a- 
signallin’ aeroplanes aloft; and listenin’ 





SAMUEL J. LEBOVITZ 
Son of the Head of Concord Shoe Co. 


to the buzzer buz is part of all the work 
I does. There’s no increase in salary 
so I'll be d—d if I can see the use of 
holdin’ down a job, where all you do is 
use your nob. 

“Once on atime I used to march with 
all the boys and ‘Forward March’ was 
a signal for a drill that took the drowsi- 
ness out of my look. But now I sit 
down on my pants and watch the ceilin’ 
while a dance is going on inside my 
dome; that’s where the dots and dashes 


roam. 


“But every doggie has his day (that’s 
what I heard some wise guy say) and 
when this war is done, by Jinks, I’ll come 
back and you'll set up drinks. And not 
the stuff they sell out here, not sour 
cider and cheap beer, but booze that 
tickles every vein, and makes you glad 
you're home again.” 

(Continued on page 123) 
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Welt Oxfords 
IN STOCK 


Get our new folder, just issued. 


7081—Black Kid Welt, Mil. Heel, A-D 
7082—Brown Side Welt. Mil. Heel, A-D 
7080—Gun Side Welt, Mil. Heel, A-D 


7831—Pat. Colt Welt, Louis Heel, 
Imt. Diamond Tip 


7833—Brown Calf Welt, Louis 
Heel, Imt. Diamond Tip, A-D 


“She 
Whitney - Roth Shoe 
Company 
Footwear Specialties 

1251 West Sixth Street > 
Cleveland Ohto 
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THE BEST 


SPAT 


IS A TRUFIT 


MADE IN FELT 
AND CLOTH OF 
‘SUPERIOR 
QUALITY IN 
ALL STAND- 
ARD COLORS 













FIT GUARANTEED 


PROMPT DELIVERY 
Let us send you samples and prices. 


Laing, Harrar & Chamberlin 
43 N. 3d St., Philadelphia 


TITITITITIIIII 





‘‘MAKE BUYERS OUT OF PASSERSBY’’ 


ISTINCTIVE interior and dis- 
D play fixtures—new designs that 

are attractive and differently bet- 
ter—are to be found in Hugh Lyons’ 
catalogs, which will be sent you upon 
request. 


Write for our latest editions, just off 


the press, showing our Queen Anne, 
Adam, Chippendale and William and 


Mary designs. 
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MAKE BUYERS OUT OF PASSERSBY 
LANSING —- MICHIGAN 


NEW YORK SALESROOM CHICACO SALESROOM 
35 W. 32nd STREET 234 S. FRANKLIN ST. 



































PERFECT FITTING Bassas 


HE: most desirable spat on the market today. Incomparable fit. Utter 
convenience, because of the elimination of buckles. Excellent styles. 
Advanced lines. Just the spat your trade is looking for. 

Get in your stock now at these prices. Such value cannot be duplicated. 

Finest material and unsurpassed workmanship. Made in two widths—narrow and 
medium. Sizes | to 6. 


In Stock for Immediate Delivery 


KERSEYS 
SATINS No. 120—Brown. Perdozen - - $33.00 
No. 100—Black. Perdozen - - $33.00 No. 125—Pearl Grey. Per dozen $33.00 
—, No. 130—Dark Grey. Per dozen $33.00 
No. 105—White. Per dozen - - $33.00 Stu, £06—~Sieee, Ses deee « + Gene 


No. 140—Sand Color. Perdozen $33.00 


Only fancy ivory buttons used. Stay and button fly, 
leather reinforced. 


WARNING 
Order NOW.--No Disappointments 








208 W. LAKE ST., 


HENRY KLEINE & CO. cuicaco, 
















Have no Buckles, 
L assuring a perfectfit. 
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ENGLISH 
MODELS 


TWO LEADERS 


Ask for new catalog of 40 styles. 


Pp 








Stock No. 624 
Mahogany Russia 
Calf ce Oxford. 
B, C and D. $6.00 


[om Mass., 60 South Street 


M. A. PACKARD COMPANY 
BROCKTON, MASS. 








Stock No. 600 


$6.50 


Mahogany Russia Calf 
Bal. A to D. 
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As an evidence of the truth of our claim that “The Shoes 
You Order Are the Shoes You Get’’ we offer a reproduction 
of a letter received recently from Robt. Berberich’s Sons of 
Washington, D. C., one of the most successful retail shoe 
houses in the United States. This letter appears with the 
full permission of Mr. Joseph Berberich. 





All Replies to he sent to the Seveath Steet Store 


Robt. Berberich’s Sons 
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| WASHINGTON'’S LARGEST AND MOST 





PROGRESSIVE SHOE HOUSE 
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P. J. HARNEY SHOE COMPANY 
Factory and General Office: 
LYNN - - : - - MASSACHUSETTS 


IN STOCK DEPARTMENT —78 Lincoln Street, Boston BOSTON OFFICE — 183 Essex Street 
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The sales force of the Krohn-Fech- 
heimer Company left the past week 
with their new line of Fall and Winter 
samples. The past week has been 
spent in many conferences both at the 
factory and at Sinton Hotel where they 
have had their line on display. Sales 
Manager E. K. Woodrow entertained his 
men with a banquet at the Sinton 
Hotel before their departure. 


George J. Nichols in the Northwest 
for Wise, Shaw & Feder Co. 


George J. Nichols is representing 
Wise, Shaw & Feder Co. of Cincinnati 
in the Northwest. Mr. Nichols was a 





GEORGE J. NICHOLS 


familiar figure at the convention of the 
National Shoe Travelers’ Association 
which was held last January at Chicago, 
where he was a candidate for the vice- 
presidency of the association. 


Vogue Novelty Company’s Salesmen 
Now in Territories 


Pete Levy, proprietor of the Vogue 
Novelty Company, returned this week 
from a very successful trip through 
Michigan and many of the larger 


Traveling, Shoe Salesmen 


Activities of our Trade Ambassadors 
On and Off the Road 
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middle west cities. The Vogue Novelty 
Company’s salesmen are now in their 
territories with their full line of Fall 
and Winter spats. They have made 
such rapid strides during the past two 
years that an expansion and doubling 
of their capacity has been necessary in 
three instances. 


To Tour Mediterranean 


Richard Hermann of Boston sails 
April 16 for Lisbon, Spain. He will 
cover Spain, Portugal, Algiers and 
Mediterranean countries with shoes, 
leather and findings. He anticipates 
making a seven months’ selling tour 
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Leach Salesman Taken III] on Road 


H. D. Branble, who covers Illinois 
and Ohio for the Leach Shoe Co., was 
taken suddenly ill in Chicago and 
forced to discontinue his active road 
selling. Sandy C. Gloud will, in addi- 
tion to making his regular territory, 
cover the state of Illinois and M. P. 
Marston, who recently returned from 
the service, will make Ohio. 


W. G. Gibson with McElroy, Sloan 
Shoe Company 

W. G. Gibson, salesman for McElroy, 

Sloan Shoe Co., St. Louis, Mo., is 





RICHARD HERMANN 
Export Salesman 


with the possibility of getting as far 
north as Holland and Denmark. . 


A. E. Ertell Located at Sun Building . 


A. E. Ertell, who has represented 
R. P. Smith & Co., Chicago, in Detroit 
and surrounding territory, is also show- 
ing the lines of J. E. Tilt Shoe Co., the 
former manufacturer having taken 
over the business of the latter. His 
office is now located at 403 Sun Build- 
ing. 


W. G. GIBSON 


traveling Nebraska and North Kansas 
for his house. 


One-Shoe Baker in Detroit 


Ralph Baker, who represented the 
Ralston Shoe Co. in the Middle West 
for over twenty years, resigned last Fall 
to carry out a unique idea in manufac- 
turing. Barney Boylan, formerly with 
F. C. Pingree & Sens, Detroit, was 
selected as superintendent. 

One-Shoe Baker, as he now styles 
himself, visited Detroit a few days ago 
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CETTE 


Your Guarantee of 
Shoe Satisfaction. 


HE GRAHAM SHOE satisfies, sells 

easily, sells fast and is always a re- 
peater. That's why dealers everywhere 
find it a big “profit-producer” the year 
around, 
Many other styles and colors in Elk, 
Waterproof and Virginia Calf leathers are 
made and carried “IN STOCK” for at 
once shipment. 


No. 1252 at $4.15 is 


A REAL WINNER? 


Sates =, Soft Chrome ee 
leather COMFORT, EVE 
Ing QUALITI and APPEARANCE. 

MUNSON last,—hard box toe. 


nr irst quality Oak outsole, natural bottom 
finish, Chrome Liner, Grain leather insole. 


‘oO. e in Brown Elk, Soft Tip, 
y he 4 sole. 


SAMPLES ON REQUEST 


“GRAHAM SERVICE IN_ BUILD- 
ING A BIGGER SHOE BUSINESS 
FOR THE RETAILER” is the title of a 
new book now on the press. It is a shoe 
catalog-plus, as it contains many helpful 
suggestions for any shoe department. 
Let us put your name on the list for your 


copy. 


GRAFAM-BUMGARNER COMPANY 


“Dioneer Shoe Manufacturers” 


PARKERSBURG - 


* WEST VIRGINIA 


= 























sores 











April 5, 1919 


with his samples. This firm manufac- 
tures only one style of shoe. It remains 
to be seen: whether a success can be 
built upon a single shoe or not. Mr. 
Baker is convinced it can. 


Salesmen, Julian & Kokenge Com- 
pany, and Their Territories 
for Spring, 1919 


L. G. Arens, the West; Aristides 
Bracshi, Mexico; S. S. Brewer, Ala- 
bama, Kentucky and Tennessee; Fred 
Farwell, the East; Jacob S. Froh- 
man, New York City, assisting Mr. 
Farwell; H. R. Harner, Michigan; 
D. J. Harkins, New England States; 
C. M. Herring, Pennsylvania, Virginia, 
New Jersey, Maryland and Delaware; 
Franco-Italian Co., France and Italy; 
Elmer Kokenge, Iowa, North and 
South Dakota; Louis Kull, assisting 
Mr. Mueller in Cincinnati; H. N. Lape, 
large cities of Kansas, Missouri, Okla- 
homa, and Denver, Colo.; N. H. Mc- 
Master, Texas, S. E. New Mexico and 
a few towns in Oklahoma; S. D. Mc- 
Naughton, Kansas and Missouri; C. F. 
Mahar, Florida, Georgia, North and 
South Carolina; Carl B. Mason, Wash- 
ington, Oregon and California; H. C. 
Mayers, Ohio and West Virginia; Chas. 
S. Mueller, Illinois, also Cincinnati; 
S. R. Murphy, Canada, Chicago and 
large cities in Iowa; C. W. Emrich, 
Oklahoma; Harlan Rhoads, Indiana; 
F. M. Samuels, Arkansas, Louisiana, 
and Mississippi; H. B. Sanford, New 
York and Pennsylvania; South Am. 
Export Co., South America; C. R. Terry, 
Minnesota and Wisconsin; John J. 
Walsh, large cities in Alabama, Ken- 
tucky, West Virginia, Tennessee, Miss- 
issippi and New Orleans; F. A. Werner, 
England. 


Charles I. Slipher in His Territory 


Charles I. Slipher is now in his terri- 
tory of Indiana and Ohio. Mr. Slipher 
is representing Johansen Brothers Shoe 
Co. of St. Louis. He succeeded Charles 
S. Strayer, who came to St. Louis to 
become sales manager of this house. 

Under recent date, Mr. Slipher writes 
Johansen Brothers Shoe Co. that he is 
meeting many old friends in the trade 
and is finding business good. Mr. 
Slipher has established headquarters 
in Suite 220, Saks building, where he will 
display a full line of Johansen samples. 


E. L. Jensen with Perry-Norvell Co. 
E. L. Jensen, who has his head- 


quarters at 47 West 34th St., has been 


appointed a representative for New 
York and adjacent territory for the 
Perry-Norvell Co. of Huntington, W. 
Va., manufacturers of men’s and boys’ 
medium priced welts. Mr. Jensen 


states that Mr. Norvell of the firm, who 
was a recent visitor to New York, has 
advised him of an increased output at 
the factory, which will place them in 
better position than ever before to 
handle the steadily growing demand 
for their lines. 

A number of new styles in boys’ and 
little gents’ shoes will be added to the 
stock lines carried. Mr. Jensen is very 
familiar with the territory he will cover, 
having been formerly the representa- 
tive in it for Powell & Campbell of this 
city, and Julius Altschul of Brooklyn. 


R. H. Lavender with Wise, Shaw 
& Feder Co. 


R. H. Lavender is traveling Tenn- 
essee, Kentucky, Illinois, all of Arkansas 





R. H. LAVENDER 


and Ohio for the Wise, Shaw & Feder 
Co., Cincinnati, Ohio. 


Ashley Kennedy Displays Line at 
Gibson Hotel 


Ashley Kennedy, covering Ohio and 
Pennsylvania for the Ogden Shoe 
Company, Milwaukee, has his line on 
display at the Gibson Hotel, Cincinnati. 


William S. Kulp a Public-spirited 
Man 


That William S. Kulp, shoe traveler 
for Weimer, Wright & Watkin Co., 
Philadelphia, Pa., and Helming-Mc- 
Kenzie Co. of Cincinnati, Ohio, is a 
public-spirited man is best evidenced 
by his splendid work with the recently 
organized Trenton Civic League. This 
organization is composed of the various 
civic bodies of the city interested in the 
development of greater Trenton, N. J. 
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Plans have been made by Wm. Kulp 
for a patriotic community meeting to 
be held in Trenton this month. A 
speaker of international prominence 
will be secured for the occasion to talk 
on Naturalization. William S. Kulp is 
the president of the League. At present 
there are thirteen organizations in the 
League and six more have applied for 
membership. The labor organizations 
were also invited to become a part of 
the League. Some of the objects of the 
League, as presented by President Kulp, 
are as follows: 


Objects of Trenton Civic League 


“As a constructive agency in organ- 
izing new societies and movements for 
improving and initiating legislation, 
aiding state and city authorities to 
make the same effective. 

“To promote by education and co- 
operation a spirit of public duty, and 
to keep constantly before the public, 
suggestions for the betterment of 
municipal conditions, and to create a 
widespread interest in the future devel- 
opment of the city. 

“To promote an immigrant educa- 
tional bureau, to bring a knowledge of 
American institutions within the reach 
of our foreign population. To gather 
all available material which bears in 
any way to the educational and the 
Americanization of the immigrant. 

“To foster and assist in the naturali- 
zation of that large part of our popu- 
lation which is made up of people of 
foreign birth. To aid in every possible 
manner in making those people good 
citizens of our country.” 


Unusual Success with His Road 
Lines 


Mr. Kulp reports that he has had 
unusual success with the Lenox shoes 
in his territory in New Jersey and 
Eastern Pennsylvania this past season, 
in fact, that the shipments of his house 
this year have been a_ substantial 
increase over last year. He states that 
the factory is planning for a more 
advanced line of shoes and has solicited 
the co-operation of the salesmen along 
the said line, which he feels will prove 
very successful. 

In reference to the Helming-McKenzie 
line, Mr. Kulp says that he has had the 
best season by far with this line. He 
further says that these shoes today have 
been placed with some of the largest 
retail shoe merchants and that his 
firm’s advertising on the Helming- 
McKenzie Arch-D-Fend-R shoes has 
aided him greatly in placing the line 
with some of the largest merchants in 
his territory. He is looking for a great 
future on this specialty shoe. 
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They’re Sellers 





In Stock— No. 176 
Over The Top Last 


Cordovan Brogan Bal. 
Wingfoot Rubber Heel. 


AA to D 5 to ll 
Price, $7.50 





In Stock— No. 126 
Torpedo Last 
Cocoa Brown Calf Bal. 
AA to D 5 to 11 
Price, $6.15 





E. T.Wright & Co.., Inc. 


Rockland, Mass. 
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San Francisco, Pacific Building 
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Kansas City 


They are preparing for big things at 
Carthage, Mo., including a $125,000 
auditorium, which is to be a soldiers’ 
memorial and community center, and 
this sudden excess in civic activities is 
due almost entirely to the prosperity 
given the community by the shoe indus- 
try, for Carthage is striving to become 
recognized as a children’s shoe center. 


Four Shoe Factories at Carthage 
this Summer 

There will be four shoe factories in 
operation there this Summer, with from 
eight hundred to one thousand men, 
women and girls employed, and prob- 
ably a’ wage list of from $350,000 to 
$400,000 a week. The first effort to 
obtain a shoe factory was made a little 
more than two years ago. It succeeded 
after three months of hard campaigning 
on the financial question. There was a 
guarantee backed by a_ substantial 
bond, attached to the contract of the 
St. Louis men who wanted to locate a 
factory there, that in ten years they 


would pay an aggregate of wages that 
seemed to be altogether out of reach. 
In one year’s operations the annual 
salary list had doubled the amount 
pledged and the output of the factory 
was reported as sold months in advance. 

Landing of the second shoe factory 
was easier and the needed funds were 
provided with much less difficulty. 
During the early part of March factory 
No. 3 was contracted for. In less than 
thirty minutes the recently organized 
Chamber of Commerce agreed to terms, 
contracts were signed, dates for a two- 
day canvass set, and for a bonus of 
$10,000 Carthage gets a $25,000 factory 
building and an operating company 
with $50,000 capital. 

At the time the Chamber of Com- 
merce was financing factory No. 3, 
another private enterprise, backed by 
Carthage capital, had rented a building 
and without asking any public assist- 
ance, purchased its plant and is now 
prepared to start in a small way on 
lines that are to be its specialty. 


Lynchburg 


Lynchburg, Va., March 27—Condi- 
tions in the retail shoe trade throughout 
the South were never better than they 
are at present, according to reports 
local shoe manufacturing concerns are 
receiving from their men on the road. 
Buying is above the normal, collections 
are good and the general situatio 
encouraging. ‘ 

Shoe salesmen have been out with 
their samples only about two weeks 
now but their sales are far ahead of 
what they were for the same period last 
year. C. G. Craddock, vice-president 
of the Craddock-Terry Co., says that 
the sales the first week his men were 
out were two-thirds more than they 
were last year. The situation con- 
fronting his concern, Mr. Craddock 
said, is not a question of selling but it 
is one of supplying the demand—of 
turning out as many shoes as can be 
sold. 


No Prospect of Lower Priced Shoes 


According to Mr. Craddock, and 
other manufacturers, there is no pros- 
pect of cheaper shoes, certainly not 
in the near future. There has been a 
considerable advance in leather during 
the last sixty days with no indications 
of an early drop. Mr. Craddock has 
only recently returned from a trip 
through a large portion of the Southern 
territory, and, from his own observa- 


tions and the reports coming in daily 
from his men, he says conditions were 
never better. And he expects conditions 
to continue equally as satisfactory. 
The two important factors in this 
situation, he thinks, are the fact that 
cotton and other farm products have 
been and still are bringing good prices, 
and the additional fact that the after- 
war readjustment in the South, now in 
progress, is not as difficult as in other 
parts of the country because there are 
few large war industries in that section. 


Merchants Buying Better Grades 


One very noticeable feature of the 
present buying, according to Chas. B. 
Easley, secretary-treasurer of the Geo. 
D. Witt Shoe Co., is that merchants 
on the average are buying much better 
grades of shoes this year than has been 
the case previously. They are demand- 
ing good quality notwithstanding the 
price. 

All local factories are running at 
capacity. The labor situation here 
continues very satisfactory, and there 
is no surplus of shoe workers. 


Geo. D. Witt Shoe Co. Entertain 


One of the interesting events in local 
shoe circles this week was the annual 
banquet given by the Geo. D. Witt 
Shoe Co. branch of the Craddock- 
Terry Co. to a party of North Carolina 
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shoe merchants.. It was held Wednes- 
day night, March 26, at the Virginian 
Hotel, the guests of honor numbering 
thirty-three. This custom was inaugu- 
rated four years ago by R. T. Coburn 
of Raleigh, N. C., the North Carolina 
representative of the Geo. D. Witt 
Company, and now has become an 
established custom. 

Mr. Coburn’s idea was that if some 
means could be found to bring together 
the buyers and the sellers and let them 
get acquainted it would result in mutual 
confidence as well as benefit. So, he 
decided to bring a party to Lynchburg, 
where they could meet the officers and 
others connected with his concern. 


Orders for $300,000 Worth of Shoes 


He invited: about a dozen of his best 
customers to come as his guests, and 
they came. They were banqueted and 
entertained by the company while here, 
shown over the shoe factories, and when 
they departed they left behind orders 
for between $40,000 and $50,000 worth 
of shoes. The second year the sales 
amounted to $100,000; the third year 
$245,000, and this year they were 
$300,000. Mr. Coburn charters a 
Pullman and acts as host on the way. 

At the banquet this week talks were 
made by officials and others connected 
with the Geo. D. Witt Company and by 
several of the visitors. The informal 
gathering that followed the banquet 
lasted until 11:30 o’clock, the visitors 
enjoying themselves every minute of 
the time. A surprise was sprung on 
Mr. Coburn when W. L. Bell of Dover, 
N. C., presented him with a handsome 
cut glass vase on behalf of the visiting 
party. The recipient very feelingly 
expressed his appreciation of the token 
of esteem. 

In the. Party 


Those in the party making the trip 
this year were: W. L. Bell, Dover; 
G. W. Wilkerson, Macclesfield; C. L. 
Owens, Fountain; W. L. Wooten, 
Simpson; George Ellen, Rocky Mount; 
D. L. Berry, Swan Quarter; H. R. Hales, 
Raleigh; L. M. Sanderson, Magnolia; 


. L. G. McCotter, Vandemere; F. R. 


White, Enfield; P. E. Powell, Enfield; 
W. C. Ward, Kinston; W. R. Cook, 
Stantonsburg; C. W. Russ, Washing- 
ton; B. B. Wilson, Calypso; A. F. Korn- 
egay, Mt. Olive; R. A. Stephenson, 
Wilson; W. H. Thompson, Goldsboro; 
L. H. Ward, Bethel; W. E. Price, 
Black Creek; H. M. Jacobs, Newbern; 
Roscoe Griffin, Rocky Mount; G. E. 
Isaacs, Durham; F. M. Coburn, Roa- 
noke Rapids; H. P. Perry, Zebulon; J. N. 
Wiggs, Selma; H. B. Burgess, Old Trap; 
W. P. Smith, Beaufort; S. J. Gibbs, 
Englehard; J. J. Thigden, Tarboro. 
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“She saw a slim ‘Tony Red’ oxford, 
above it a maroon silk sock” 


(Extract from ‘‘The Silky Way’’—a short A 
story, page 28, Saturday Evening Post, 
for March 29th.) ; 











It costs something like five thousand dollars per 
week for a page advertisement in that great 
weekly magazine, the Saturday Evening Post. 





The peculiar, original color and wonderful tex- 
ture of TONY RED CALF are so different from 
ordinary leathers that even the trained novelist can 
properly describe it only by name TONY RED. 


TONY RED CALF—the genuine—is a creation — 
of the Creese & Cook Co. tanneries. Besides being 
the best leather on the market, it is rapidly be- 


coming the most stylish leather. 


TONY RED CALF is successfully and satisfac- 


torily used by America’s best shoe manufacturers. 








Creese & Cook Company 
95 South Street, Boston 


Also tanners of “Cresco” and “Spartan” Calf 





Distributors 
P. A. HENRY & CO. 
Cincinnati, O.—St. Louis, Mo. 
and 
WOLFENSTEIN & SHANAHAN 


Tanneries 
DANVERSPORT, MASS. New York 
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BOOTS AND SHOES 


Moderate Business Still Coming to 
Manufacturers 


There is little that is new to record 
in the rubber footwear business. Manu- 
facturers are still in receipt of orders, 
although the bulk of tke year’s business 
has already been booked. Some mills 
are running on full time, others on 
reduced tickets, while still others are 
shut down for inventory and repairs. 

The weather took on a more wintry 
aspect the latter part of last week, and 
undoubtedly the storms, which lasted 
several days, conduced to the lighten- 
iag of retail stocks in those sections 
where the snow piled up to reasonable 
depths, or where its melting made nec- 
essary the wearing of overshoes. Per- 
haps we owe an apology to Mr. Ground- 
hog for what we wrote about him a 
week ago, but the weather certainly 
was springlike up to the day before 
publication, and our remarks seemed 
justified. That New England, New 
York and further western states should 
have a return of wintry weather, with 
its accompaniments of hail and snow, 
seemed hardly likely at the time of 
writing. Perhaps the groundhog the- 
orizers were justified. 


TENNIS LINES 


A Most Successful Season Antici- 
pated 


As regards tennis lines, the jobbers 
have their stocks in such shape that 
they are already shipping out to re- 
tailers, while the factories making 
these lines have not even hesitated in 
their production, but are working their 
forces to full tickets right along. There 
is a confidence so universal as to amount 
to a certainty that the season will be a 
lively one; and this is, in a measure, 
caused by the handsome goods now 
being turned out in the rubber factories, 
where the goods vie in attractiveness 
and in all other respects with the 
Summer and outing shoes of canvas and 
other textiles made in the welt and 
machine sewed footwear factories. 


emma 


The Rubb er Realm 
Market Review of Rubber 
Footwear, Supplies and Prices 


Frere 





Crude Rubber 


The lower prices last week encour- 
aged buying, especially by those dealers 
who were anxious to cover short sales, 
and nearby and spot rubber sold in fair 
amounts, enough to start the market 
on an upward course, so the decline of 
the week previous was more than over- 
come. Nearby positions have con- 
tinued firm and a steadier tendency is 
noted in forward quotations of later 
date. However, most of the spot 
transactions were between dealers, 
manufacturers holding their orders, 
either because they have sufficient on 
hand as ordered, or they are playing 
safe by withholding orders until they 
can better forecast, the industrial situa- 
tion and the probable demand for their 
lines of manufacture. Some of the 
large companies have received, within 
a month or two, large shipments of 
plantations direct from the Far East, 
which fact is taken into consideration 
when comparing the sales of today with 
the same dates in preceding years. 
Forward quotations on first latex pale 
crepe 5lc for nearby, 50c for April 
arrival, 4934c for May, and 49 }4c forJune 
to December. Paras have declined since 
a month ago, but were firm this week, 
yet the whole market is favorable to 
buyers. 

We quote today’s asking prices: 


Upriver fine para........ 551% to .56 
rer re 47% to .48 
Upriver coareé. 2 2... 55 34 
Islands coarse..............20 to .21 
Caucho ball, upper .......... 33 to .34 
Caucho ball, lower............ mone 
Cees fs 513.564.4555 «hre o8} is 21 to .22 
First latex pale crepe.......... 51 
A ae ee 50 
ee i REE ORE EEE 45 
Centrals and Mexicans...... 37 to .39 
GS WE oo. Scie ceeds sicwie sss .30 
Guayule diidd.: .: .. 42... od. 40 


SCRAP RUBBER 


Business Practically at a Standstill 
and Prices Nominal 


In considering the scrap rubber 
market The India Rubber World for 
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April 1 sums up the situation as follows 
“The stagnant condition for both scrap 
and reclaimed rubber is attributed to 
the low level of crude rubber and also 
to the lack of demand for mechanical 
goods by such large consumers as the 
railroads. The latter factor is regarded 
as soon to be eliminated in considerable 
degree when consuming demand revives 
under the process of readjustment. 
The reclaimers at present are operating 
their plants at less than half capacity 
and naturally are unresponsive to all 
scrap offers, particularly in view of the 
fact that the spring collections are 
expected to be larger than usual and still 
further depress prices. Scrap dealers 
are facing a perplexing situation with 
no immediate relief in the way of im- 
proved conditions. Their available pro- 
positions are described as of the ‘star- 
vation’ variety.” 

Such being the case shoe merchants 
must not expect collectors to offer even 
moderate price for their little lots .of 
scrap rubber footwear. Many collectors 
and most dealers have more boots and 
shoes on hand at present than they 
wish, and are not anxious buyers. As 
near as such an inactive market may be 
judged, present prices realized by 
collectors are as follows; 

Scrap boots and shoes: $6.60 to $6.85 
in Boston; $6.50 to $6.75 in New York; 
$6.40 to $6.65 in Philadelphia; $6.00 to 
$6.50 in Chicago. : 

Trimmed arctics: $4.75 to $5.25 in 
Boston; $4.75 to $5.00 in other markets. 

Untrimmed arctics: $3.75 to $4.25 in 
Boston;.$3.75 to $4.00 in other markets. 


RUBBER NOTES “ 


’ Little Items of Interest in the Trade 


According to the annual report of the 
United States Rubber Company, which 


- will be submitted at the annual meeting 


April 15, the company has had a most 
prosperous year. The net sales of the 
company for the year 1918 were 
$215,398,425.04, an increase of more 
than $39,000,000 over the sales of the 
previous year. The net profits for the 
year were $16,072,041.56. This, of 
(Continued on page 132) 
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EVANGELINE 


(Reg. U. S. Pat. Office) 


SHOES FOR WOMEN 


A SMART OXFORD THAT 
WILL SATISFY THE MOST 
DISCRIMINATING 


STOCK NO. 3264 


Women’s Mahogany Calf Oxford, 
G. W. Natural Welt, White Stitch, 
85 Last, l}-inch Heel. Price $4.75 


MAY FIRST DELIVERY 


MADE BY 


—A. H. BERRY SHOE COMPANY— 
PORTLAND, MAINE 


Boston Office, 428-430 Albany Building 
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NEW YORK 
(Continued from page 111) 

Love to Minnie and kids and hoping 
you are well and enjoying your week- 
ends at the beach. 

Affectionately, 
(Signed) Sam J. Lebovitz. 


Business at Henry Lilly Co.’s 

With the approach of the Easter 
season, a very great increase in interest, 
attendance and volume of business is 
noted by the auction house of Henry 
Lilly Co. of this city. Mr. Lilly, in 
speaking of the general character of the 
demand, said that the greatest interest 
was found for goods of higher grade all 
through. The sales are_ especially 
strong on those offerings made in 
colonial styles, and the business in 
misses’ and women’s white buck shoes 
is pronounced. 

While it is a little early for any great 
volume of business in tennis shoes, the 
by-weekly sales show a very good ab- 
sorbing power on the part of the trade 
for these lines even now. 


Increases in Manufacturing 
Decided increases in the manufactur- 
ing branch of the K. M. Stone Import- 
ing Company have been evidenced in 
the enlargement of their present factory, 
and the establishment of new ones 
that are now under way. In the 
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Brooklyn plant, which was their origi- 
nal factory for the manufacture of turn 
pumps, oxfords and boudoir mules, 
and D’Orsay, there has been added 
about three times the present capacity. 
This will be fully organized by the latter 
part of the present month or the begin- 
ning of May, and will give them an 
output of about 3,000 pairs a week. 

In addition the house has taken a 
new plant in New York City where will 
be produced lines of strictly hand- 
sewed, bench made turns in pumps and 
oxfords of the very best grade. The 
capacity here will be between 500 and 
1,000 pairs per week. 

A third enterprise has also been in- 
augurated in Gloversville, N. Y., where 
their turn boudoir novelties, such as 
the silk, satin, kid mules, boudoir 
slippers and the like will be produced. 
All of these plants will be fully or- 
ganized and in operation by the middle 
of May. 

The Metropolitan Findings Co., Inc., 
of New York, announce that commenc- 
ing with March 31 their corporation 
will be known as the Metropolitan 
Slipper Co., Inc., with the same officers 
and directors, namely: Adolph Abram- 
son, president; Samuel Olonoff, treas- 
urer; Henry Wilder, secretary. They 
will deal in comfort shoes and slippers 
of every description. 


Boston 


European Trade Mission to Speak 
at Boston Shoe Trades’ Club 
Wednesday Noon, April 9 


The New England shoe and leather 
men who receatly visited Europe on a 
trade investigation, under the auspices 
of the “Boot and Shoe Recorder,” will 
be the guests of the New England Shoe 
and Leather Association at a compli- 
mentary luncheon to take place at the 
Boston Shoe Trades’ Club, 24 High 


Street, next Wednesday noon, April 9. © 


A majority of the party have accepted 
and there is no doubt that there will be 
a large turnout of members of the trade 
to greet them. 

The story of the unique pilgrimage 
through Great Britain, France and 
Italy will be told by Everit B. Terhune, 
publisher of the “Boot and Shoe 
Recorder,” and leader of the party, 
and President Harry I. Thayer of the 
New England Shoe and Leather Asso- 
ciation, who officially represented his 
organization on the trip. The hour of 
the luncheon is 12.15. 


The Leather Exchange, Inc. 


The Leather Exchange, Inc., with 
offices at 212 Essex St., Boston, has 


recently been established with the defi- 
nite view of a permanent, reliable firm 
of adequate resources to act as a clear- 
ing house in the better grades of leather 
for which shoe manufacturers, tanners 
and leather dealers may for one reason 
or another find no ready market. | 

This organization covering as it does 
the entire shoe and leather field of the 
United States is prepared to handle 
any quantity and grade of leather, either 
purchasing from tanners, shoe manu- 
facturers and dealers or filling their 
requirements. 

Because of the position the Leather 
Exchange, Inc., occupies as a clearing 
agency, export houses in the United 
States, as well as import houses abroad, 
will find it a convenient medium through 
which they niay operate in placing 
foreign orders. ’ 


Shoe and Leather Class Graduates 


The graduating exercises of the Shoe 
and Leather Class of the Boston Con- 
tinuation School took place March 28 
at the rooms of the New England Shoe 
and Leather Association. 

The pupils were addressed by In- 
structor James W. Dyson, Secretary 
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Thomas F. Anderson of the New Eng- 
land Shoe and Leather Association, 
Colonel William Armstrong of Peabody, 
and Owen D. Evans, Director of the 
Boston Evening and Continuation 
Schools. Mr. Evans distributed the 
graduation certificates in behalf of the 
Boston School Committee. 

Colonel Armstrong reviewed the 
work of the class since it was first 
established about ecight years ago, and 
instanced a number of graduates who, 
as a result of the instruction and in- 
spiration received during their course of 
study, have since had _ substantial 
promotions. 

In closing, Mr. Armstrong referred 
to the great importance to the future of 
this country of our merchant marine 
and of a protective tariff. 

The class has already graduated 
about two hundred and fifty certificate- 
holding pupils. 

Associated Shoe Company Will 
Hold Quarterly Meeting 


The April quarterly meeting of the 
Associated Shoe Company will be held 
at the offices of the organization at 110 
Summer Street, on Wednesday next, 
April 9. A special meeting of the 
executive committee will be held on 
Tuesday, April 8. Lines for Fall are 
to be given due consideration and an 
overflow gathering is expected. 


Congratulations to E. T. Wright 


Representative E. T. Wright, . of 
Rockland, is receiving many compli- 
ments from the shoe and leather trade 
in his successful fight against the pro- 
posed bill which would require manu- 
facturers in this State to mark on the 
cases containing their goods the words 
*“Made in Massachusetts, U.S.A.” 

This proposed law, on analysis, was 
found to contain so many objections, 
from the viewpoint of the manufacturer, 
that it evoked a general chorus of 
opposition. The bill was killed in the 
local House last week by an almost 
unanimous vote. 


B. Orlick Starts Jobbing Business 


B. Orlick, for more than nine years 
associated with P. Orlick & Son, has 
entered business by himself at 72 Beach 
Street, Boston. 

Corner salesrooms have been ac- 
quired, centrally located, close to the 
United States Hotel,which is recognized 
as a landmark in Boston’s shoe and 
leather district. When alterations, now 
underway, are completed every facility 
for service will be available. 

It is Mr. Orlick’s intention to spe- 
cialize on the sale of selected jobs in 
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Hosiery Prices Firm 





Prices cannot be materially re- 
duced, owing to conditions in 
manufacture— with small 
prospect of relief. 









Increase in the cost of labor 
has greatly offset the decrease 
in the cost of yarns; working 
hours at mills have been short- 
ened; production reduced. 












It is therefore dangerous to 
allow your stock of 





Button and Lace—In Stock | 


5 to 8 
Gun Metal, 
$1.70 


Tan Lotus, 
$1.80 


Brown, 


$1.80 
8% to ll 
Gun Metal, 
$2.00 


Tan Lotus, 
$2.10 


Brown, 
$2.10 
11% to2 
Gun Metal, 
$2.30 


Tan Lotus, 
$2.40 


Brown, 
$2.40 


The Boys and Girls of Today are The Men and Women of To- 
morrow. 

Start them right with serviceable Youngster shoes—no nails— 
no tacks—smoo' d—made on platform lasts. They give 


trea 
great profits today and build you business for the future. 
Order a Sample Pair or a Sample Dozer 
Net 30 Days, 2 per cent 10 days 





“*The Welt Stitchdown 
that has made good.’” 


TRUITT BROS., Inc. 


Binghamton New York 























Gordon 
HOSIERY 


to reach a low level before at- 
tempting to replenish. 


It is a desirable line that will 
be quickly consumed and the 
demand for fill-ins will soon 
exceed our supply. 
















chrown Durrell 2 


Boston 





New York 

















An IN-STOCK STYLE 


from our line of * 


- Boys’ and Little Men’s Shoes 





Stock No. 15 


No. 15—Boys’ Tan Bal, Good 
pipther Sole, West Point Toe. 
ce 


HCE FO 60 08666606 6646096004646 66 


ear Welt, 
izes 1 to 6. 
$3.50 
“HONEST WEAR IN EVERY PAIR” 


MARSTON & BROOKS Co. 
HALLOWELL, MAINE 
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“A Shoe 1 s Right” 


For Your 
Easter Trade 


Stylish, well fitting, — making 
footwear. 


Order today and get what you want 
when you want it. Nodelay. We 
have the goods. 


No. 707—Cherry 
Red os yr a 


ford. “ Di 
Last. Cor ded ‘ti 
O’Sulli wen, 2 ie 


ber H 
E, 5 toll. “Prine 


$5.40 


TEN STYLES OF MEN’S 


OXFORDS 
IN STOCK 


BLACK AND COLORED LEATHERS 
BRANDED OR UNBRANDED 





No. 636—Cherry Red 
Lace Oxford. “Argyle” 
Last, B C D E¢s 
toll. Price..... $5.25 


Write for Illustrated Folder, 
showing ‘‘Cygolf’”’ Oxfords and 
High Shoes for At-Once De- 
livery. 


KELLY-BUCKLEY COMPANY 


BROCKTON, MASS. 
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North Abmeton. Mass, 





MN. Arnold Shoe G 
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shoes. 


- season. Throughout the year, human © 
interest in shoes is never at so high a - 


pitch. 


afford dealers the greatest opportunity 
to capitalize the advantage Easter time 
affords. 
quality and workmanship, ‘‘Glove Grip” 
shoes will sell quickly. They are smart 
fashions, in which interest always runs 


high. 


Send for in-stock catalog. It will help 
you in placing ondars for immediate 
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Women, too, heed the call of the | 








It,is the harvest time for dealers. 


“GLOVE GRIP” SHOES 
FOR MEN AND WOMEN 







On the strength of style, fitting 
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women’s novelty lines of welts and 
McKays, also footwear for misses and 
children. 

During the brief time the business 
has been going, sales have been frequent 
and large. Mr. Orlick’s experience and 


acquaintance in the trade, acquired 
through close contact with the manu- 
facturing and merchandising interests, 
are factors which will contribute to the 
success of the specialized service he 
proposes to render. 


Brockton 


NARROW TOE LASTS 

Are Coming Strong for Fall 

There is no mistaking the fact that 
the extreme narrow toe will be a leading 
style in men’s as well as women’s shoes 
for the coming season. In fact, the 
extreme narrow toe has already arrived. 
Shoes are being produced on it ina all 
Brockton factories. Modern last mak- 
ing has done much to eliminate the 
fitting difficulties of the old time 
“razor toe’ footwear. The wide heel 
seat and shank of the new narrow toe 
last gives the foot plenty of room, while 
the toe extension allows for comfort as 
well as style. The extreme narrow toe 
made by up-to-date last designers will 
be a strong factor in 1919 shoe styles. 


Protecting the Narrow Toe Last 
At one of Brockton’s last factories 
there has been installed a device for 
strengthening the narrow toe last, and 
thus avoiding damage when the shoe 
is lasted. A sharp knife mounted on a 
power machine makes a slot beneath 
the last at the extreme end of the toe. 
Into this slot is fitted a piece of metal 
which is securely fastened to the last. 
In the old ‘“‘razor toe” last the point of 
the toe was frequently broken during 
lasting. The new arrangement pre- 
vents any trouble of this kind. That 
such a strengthening device is desirable 
is evident from the fact that the latest 
extreme narrow toe last is extended 
two and 5-8 sizes beyond the “‘stick.” 


FOR FACTORY FALL STOCKS 
Oxfords Will be Prominent 

Judging by factory in-stock sales of 
men’s oxfords thus far during the Spring, 
prospects for the marketing of low cuts 
the present season are greater than ever 
before. Manufacturers believe that 
the oxford season will be practically 
continuous, not only in the Summer but 
during the Fall months. Along this 
line, the Brockton factory in-stock de- 
partments will, for the Fall season, be 
equipped with oxford styles. This is 
quite a new departure, inasmuch as the 
oxford has heretofore been considered 
a one-season proposition. 


Men’s and Women’s Low Cuts 


The present popularity of the low 
cut shoe, both for men and women, will, 


it is believed, justify the carrying of 
oxfords in stock for the Fall of 1919. 
The increase in women’s footwear out- 
put at Brockton factories and the 
adding of these lines to the stock de- 
partments will offer opportunities for 
Fall sales, according to the ideas which 
Brockton manufacturers have developed 
through the present season’s demands. 
This, in turn, supplies retail merchants 
further opportunities for sales. By 
carrying men’s and women’s oxfords 
continually in stock they are in line to 
sell two pairs of shoes where only one 
was sold before. 


A STRIKING SIGN 
Illumination on a Brockton Factory 


The Brockton Rand Company, whose 
factory is in the Montello district of the 
city, has struck a new note in calling 
attention to its plant. A large sign, 
bearing the words “BROCKTON 
RAND COMPANY—BARBOUR 
ENDLESS WELTING,” has been 
placed on the roof of the building. 
Standing as the factory does, directly 
adjacent to the railroad tracks, this sign 
is seen by thousands of train passengers 
daily. At night this sign is brilliantly 
illuminated. It makes a striking ap- 
pearance, as well as giving a metro- 
politan aspect to the surrounding 
section. The Brockton Rand Company 
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implicitly believes in unusual publicity 
methods. This illuminated sign is one 
of its latest developments in that 
direction. 


ADDITION TO SALES FORCE 


New Activities by Two Brockton 
Men 

George H. Snow, formerly head of 
George H. Snow Company of Lowell, 
Mass., and W. Melcher Prescott, 
associated with the same concern, have 
been engaged by Charles A. Eaton 
Company to sell the entire output of 
the Eaton Company’s factory in Au- 
gusta, Maine, to the wholesale trade. 
Both are residents of Brockton and 
have been for many years identified 
with the production and sale of men’s 
shoes to wholesalers. The inauguration 
of this new selling department is in- 
dicative of the Eaton Company’s in- 
tention to increase the volume of 
business at its central plant in Brockton 
and to concentrate the production of 
the local factory on men’s high grade 
welts for the retail trade. 


MARCH SHOE SHIPMENTS 
Well Ahead of Last Year 

During March the shoe shipments 
from Brockton factories totaled 67,454 
cases as compared with 58,353 cases for 
the corresponding month of 1918. This 
is a gain of 9,101 cases for the moath. 
This, added to the gains in January and 
February, gives 196,608 cases shipped 
for the first three months of 1919. For 
the first three months of 1918 the ship- 
ments were 162,221 cases. This is a 
gain for the first three months of this 
year 34,387 cases. For the week ending 
March 15, the largest week’s shipments 
of the year were made, totaling 19,304 
cases. 


Haverhill 


EXCLUSIVELY RETAIL TRADE 
Is Planned at Local Concern 


Emery & Marshall Company, makers 
of the “E & M” line of women’s turns 
and welts, will, in the future, sell to the 
retail trade as a practically exclusive 
proposition. Fall samples are now 
being shown by the salesmen repre- 
senting this house. In this connection, 
it will be of interest to the trade to learn 


that Charles L. Marks is now a member ° 


of Emery & Marshall Company, having 
taken over the stock and interests of 
Orlando N. Dana. 

Mr. Marks will cover for Emery & 
Marshall Company the large city trade 
formerly looked after by Mr. Dana, 
and will also cover the principal cities 


of the South. He will have his head, 
quarters at the New York City office 
1008 Marbridge Building. Mr. Marks 
has many friends in the trade, who will 
congratulate him on his advancement 
and added responsibilities. 

Other traveling men caliing on the 
retail trade with the ‘“‘E & M” line are: 
J. B. Laughlin, Middle West, with 
headquarters in Chicago; Warren H. 
Tucker, New England, with office at 
183 Essex St.; Larrie H. Sass, Pacific 
Coast. 


SHOES CANNOT BE LOWER 


High Prices to Continue 


There is no question in the minds of 
the Haverhill shoe trade that shoe prices 
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JUST IN 

TIME FOR THAT 
EASTER CUSTOMER 
WANTING SOMETHING “ey 
DIFFERENT 


AU) 





FOR IMMEDIATE DELIVERY 


No. 1926, BROWN KID PUMP, $5.25 


AA to C 


FULL LOUIS COVERED HEEL, FOUR INCH VAMP 


TURN SOLE 


W.T. HOLMES COMPANY 


EXCLUSIVELY LADIES SHOES 


15 NO.FOURTH STREET : 


THIS WILL 
CARRY A 
BUCKLE VERY 
NICELY 








PHILADELPHIA 
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will continue high. Dealers who have 
been postponing their purchasing in 
anticipation of more favorable figures 
are, manufacturers say, doomed to 
disappointment. Prices of hides, skins, 
leather and other materials are higher 
rather than lower. There is no prospect, 
during the next few months, of price 
concessions. Dealers who are coming 
to Haverhill from cities all over the 
country now recognize the situation. 
They are desirous of placing orders. 
Haverhill factories are up against the 
difficulties of supplying goods for im- 
mediate delivery. The best that many 
of them can do is to take orders for 
shipment two or three months hence. 
There never was a time in trade history 
when Haverhill’s shoe production was 
so large or when prospects were so 
favorable for a continued heavy business 
during the entire year. 


BOOTS AND COLONIALS 
Both in Demand for Fall 


The two extremes in women’s foot- 
wear styles, represented by the nine- 
inch boot and the low cut pump, are 
both in large demand from the trade. 
Haverhill shoe manufacturers believe 
that sales of pumps and colonials during 
the next few months will make new 
records in the production of local 
factories. The nine-inch boot is prov- 
ing very popular. With the shortening 
of skirts, which is predicted for another 
season, this boot will have renewed 
popularity. Patent leather and black 
glazed kid in boots, and satins or kids 
in co'onials are having a big call from 
the trade. Color combinations are 
shown to some extent, while the long 
vamp, narrow toe, high heel patterns 
are very popular with buyers. 


Beginning Work in Haverhill 


I. Miller, who recently occupied the 
factory space on River street formerly 
utilized by E. B. Hall Shoe Co., is 
beginning the production of a fine line 
of women’s turn footwear. This con- 
cern is one of the oldest and best known 
in the trade. Their coming to Haverhill 
is an evidence of the competency of 
local turn shoe workers, inasmuch as 
this concern has long been identified 
with the production of high grade turns. 


FOR ATTACHING SLIPPER 
ORNAMENTS 


New Device Now on the Market 


The ‘“Dalco” ornament attaching 
device, recently brought out ‘by Dal- 
rymple-Pulsifer Company of this city, 
will, this concern believes, revolutionize 
slipper ornament attaching methods. 
By its use the tongue is done away with 
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and absolute rigidity obtained. Buckles 
are instantly attached or detached. 
The popularity of slipper ornaments at 


. the present time brings to merchants 


great possibilities, in regard to the 
increased sales of buckles, through the 
use of the ‘‘Dalco” device. Buckles for 
this attachment are furnished by the 
Dalrymple-Pulsifer Company in black 
or nickel finishes to correspond with 
black or white footwear. 
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OPENS BOSTON STORE 
Leather Concern Has New Branch 


E. C. Prescott & Co. of this city, 
dealers in upper leather, have opened 
a branch store at 79 South Street, 
Boston, in order to better accommodate 
their trade outside of Haverhill. They 
will continue their business here at the 
store. recently occupied on Washington 
Street. 


St Louis 


The reports of the salesmen out for 
the St. Louis shoe houses are beginning 
to show an increasing aggregate and the 
figures which are being made up by the 
home offices indicate that the retailers’ 
buying has begun again in earnest. 
The sales sheets sent in are very satis- 
factory to all the houses and some are 
showing some very interesting gains 
over the same period a year ago, both 
in orders on hand and shipments on all 
orders previously received. The fill-in 
business is also beginning to increase 
from the southern part of the territory 
covered out of St. Louis showing that 
the coming of the Spring season is being 
felt and that lines are being broken into. 
The open Winter and the gradual 
slipping in of Spring are responsible for 
the state of affairs noted and the general 
belief now is that the Spring business, 
as a result of the weather conditions 
and the lateness of Easter, will be 
excellent in totals. 


Retail Trade Active 


The local retail trade is very active 
according to the managers of the ex- 
clusive shoe stores and departments 
and the consumers are buying freely 
goods of style and quality with little 
or no inquiry as to lower prices or com- 
plaint regarding the cost of merchandise. 
Practically all are carrying on advertis- 
ing campaigns of more than usual 
interest, offering special lines as leaders 
and otherwise creating interest in their 
establishments, which leads to very 
satisfactory business aside from that 
done on the leaders. 


A Dinner to Shoe Men 


The St. Louis shoe manufacturers 
have not yet completed arrangements 
for the dinner which they are planning 
to give the members of the local asso- 
ciation of retailers in recognition of the 
success of the latter body in handling 
the January convention of the National 
Shoe Retailers’ Association. It had 
been expected that this would be done 
before the change in administration of 





the local organization, but various . 
matters prevented. However, retiring 
President J. J. Sensenbrenner, under 
whose general chairmanship the con- 
vention was prepared for, will be the 
center of the affair together with his 
committee chairmen. The new officers 
of the St. Louis association are Arthur 
E. Ebbs of Swope’s, president; A. Bas- 
tian and E. Koppel, vice-presidents; 
Charles E. Williams, secretary; J. A. 
Hutcheson, treasurer; Louis Goodman, 
sergeant at arms; J. J. Sensenbrenner, 
F. Huelsman and H. O. Wayne, in 
addition to the other officers, directors. 


Credit Men to Take More Space. 


The St. Louis Association of Credit 
Men, which has maintained offices in 
the Boatmen’s Bank Building for many 
years, has been compelled by need for 
space to make arrangements for re- 
moval to larger quarters. The organi- 
zation will take an entire floor in the 
Mechanics American Bank Building 
which is being fitted up for its use. All 
the credit men of the St. Louis shoe 
conceras are members of the organiza- 
tion and most of them are active in 
connection with its affairs. 


Local Notes 


David C. Biggs, formerly treasurer of 
the International Shoe Company, who 
recently resigned to become governor 
of the Federal Reserve Bank of the 
Eighth district, on leaving the concern 
with which he has been connected since 
its inception, was the recipient of a 
very handsome silver service from his 
associates on the Board of Directors. 
Mr. Biggs has already taken up his 
new duties, succeeding Rolla Well, the 


-- first governor of the bank and a 


former mayor of St. Louis. 

News from the hospital at Baltimore 
where Geo. W. Brown, chairman of the 
board of the Brown Shoe Company, is 
recovering from an operation, is that 
he is progressing nicely and that he 
will make a trip to some resting place 
to completely recuperate before re- 
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EVERY NUMBER IN-STOCK 


Our large “In-Stock”” department is your jinsurance that your stocks will be kept 


ILLIAMS’ 


WORK SHOES 


UNION - MADE 








complete without the investment of a large amount of capital. 











No. 1010. Brown Elk Outing Bal, Single 
Sole, Leather, Goodyear Welt, Fastened. 
Price $3.60 


ARTHUR A. WILLIAMS SHOE CO, Manufacturers 






Correct lasts and good shoemaking 
attract and hold your customers . 
and are important features in es- 
tablishing your Work Shoe busi- 
ness on a firm basis. 

Closely figured prices, permit you 
to sell ‘‘right’’ and at the same 
time secure a satisfactory ‘margin 
of profit. 


Consider the above features of the 
Arthur Williams Work Shoe line. 
It will pay you to investigate. 
Write us today. Samples on re- 
quest. 





1094. Brown Elk Blucher, 3 Soles, 
Mradie Sole of Waterproofed Chrome, Nail 
Fastened. Price $3.50. 





**IN-STOCK” 
means 


“READY TO 





No. 955. Black Flame Proof Molder, First 
Grade, Hub Gore, Nail Fastened. 
Price $2.25 


HOLLISTON, MASS., U. S. A. 





SHIP” 
with 
WILLIAMS 
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Bates 


‘‘Parade’”’ 
Model 


No. 0300 
IN STOCK 


Creese & Cook’s ““Tony”’ Calf 
5 to 1l A to 


The Semi-Military Shoe 


ERE is the shapely Bates 

“Parade” Oxford to be 

shown in our half-page 
advertisement in the April 26 
issue of the SATURDAY 
EVENING POST. 


The present liveliness of the 
Bates in-stock business at our 
Chicago distributing house is 
significant. It is an accurate 


indicator of the salability of the 
Bates styles for Spring. 
It discloses an availability of 


these shoes for the great pre- 


Easter retail business that 
carries a helpful merchandising 


hint to our old and new dealer- - 


agents. 

Style No. 0300, with its semi- 
military snap, is one of the real 
shoes of the hour, 


A. J. BATES COMPANY 


Central Distributing House 
328 WEST MONROE ST., CHICAGO, ILLINOIS 
General Offices, WEBSTER, MASS. 
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No. 53 


CHOCOLATE ELK BLUCHER 
OXFORD 
UNLINED—WELT 


urning to St. Louis. Mrs. Brown is 
with him and will remain with him until 
his return to St. Louis. 


G. E. Lippmann Resigns 


George E. Lippmann has not an- 
nounced his plans for the future al- 
though his decision to make a change 
has been reached. Mr. Lippmann has 
been active in the local jobbing trade 
the past eighteen years and his record 
has been uniformly successful. 

He came to St. Louis in 1901 and was 
with the Vinsonhaler Shoe Company 
for fourteen years as vice-president 
director of that company. He joined 
the James Clark Leather Company in 


L. B. EVANS’ SON CO., 
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THE DEMAND IS HERE FOR 
SANDALS AND PLAY SHOES 
Have you a full supply? If 
not, take a look through our 
stock catalog No. 15 and see 
what we can do for you. Our 
style 53 is a sure winner and 
perhaps may cover your re- 

quirements. 





1915 and the growth of the shoe busi- 
ness in that company has been four 
times that which it was when he came 
into the house. 

His resignation takes effect May 15. 


A New Buckle Concern 


A new concern in the footwear 
accessories line is the Paramount Shoe 
Ornament Company, which has taken 
quarters at 1631 Washington Avenue, 
and has arranged to carry stock, par- 
ticularly buckles, ornaments and similar 
products for women’s footwear. Ser- 
vice in prompt delivery is planned as 
one of the features of the operations of 
the new aspirant for business. 


Charleston, S. C. 


The shoe trade in Charleston is at 
present experiencing a slight slump. 
Many stores are carrying stocks which 
were purchased in anticipation of the 
Government war activities being con- 
tinued for another year at least. The 
abandonment of the great projects 
planned in this vicinity as well as the 
cancellation of contracts already under 
way, have caused thousands of war 
workers to return to their homes. 

At one time the persons from outside 
points engaged in Government work 
numbered 30,000, but since the armistice 
was signed this number has dwindled 
gradually until today not more than 
10,000 remain. 


Prevailing Styles 
The prevailing styles at present are 
in oxfords, but a large sale of white 
shoes is anticipated. Southerners still 
affect this type of shoe for Summer 
wear. 


J. R. Mahoney Has Grievances 

J. R. Mahoney of Mahoney’s Shoe 
Store, who has been ill for some time, is 
again devoting himself to business. He 
reports trade a trifle-dull owing.to:.the 





inability of the factories to fill orders on 
time. 


Shoe Store Ready for 

Summer 

Martin’s Shoe Store is getting ready 
for the Summer trade by stocking fine 
white kid and cloth top beach shoes. 
They are also showing oxfords in brown, 
gray and tan, making a very attractive 
display. 


Martin’s 


Growing Interest in the N. S. R. A. 


I find a growing interest here in the 
National Shoe Retailers’ Association 
and according to Mr. Martin a strong 
state organization will soon be es- 
tablished. 


Uncertainty of Deliveries 

The great obstacle in the way of good 
business this season is the uncertainty 
of deliveries. Many merchants here are 
chary about ordering Summer shoes 
when they cannot be sure that the 
goods will be received before Fall sets 
in. Consequently they are at their 
wits end devising ways and means to 
handle a situation which is most 

_~ embarrassing. 
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Prices 
Infants’ 6-8.......$2.25 
Child’s 8144-11..... 2.65 
Misses’ 1114-2..... 3.10 
3 Widths 








Child’s, C, D, E. 
Misses’, B, C, D. 











WAKEFIELD, 


An Oyster Roast 


Several’ prominent shoe men of 
Charleston held an oyster roast at Isle 
of Palms, on St. Patrick’s Day. Mc- 
Murray’s orchestra supplied the music 
and the catering was under the direction 
of the Palm Restaurant Company. An 
oyster roast is to the South what the 
clambake is to New England. 


At Condon’s Shoe Store 

Condon’s Shoe Store is displaying a 
large variety of pumps in white kid. A 
new style of shoe they are displaying is 
one without metal eyelets. The bare 
lace holes give an unfinished appear- 
ance to the shoe, but it seems to be 
taking on in public favor. 


THE RUBBER REALM 
(Concluded from page 121) 
course, includes all branches of manu- 
facture, of which the production of 
footwear is but one branch, though an 

important one. 

Now that the war has brought the 
East nearer to us it may be that we can 
renew our rubber trade in those coun- 
tries. Some years ago, a considerable 
amount of American rubbers were sold 
in Damascus and Constantinople, but 
dealers there found that cheaper goods, 
cheaper in quality as well as price, could 
be imported from Russia, and the trade 
was lost to American manufacturers. 
Perhaps some of this trade can be re- 
covered, but certainly American manu- 
facturers are not anxious to make 
such unsatisfactory goods as have been 
sold in those cities. 

The steamship Rondo, the first to 
leave Buenos Aires since the strike 
prevented the loading of vessels at that 
port, is now on the way to Boston, and 
is expected to arrive about April 17. 
She has a large cargo which includes a 
considerable amount of crude rubber. 

Chas. J. Stuart, formerly head of the 
engineering department of the United 
States Rubber Company, is now super- 
intendent of the L. Candee & Co. plant 
at, New Haven, Conn. ., | 
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IT WAS A WINNER 


Our salesmen sold in a month as 
many as we proudly hoped they 
would in three; consequently we 
cannot fill sizes. 


Our line is full of live ones—Ask to 
have a salesman call and show them 
to you. 


Keep your eye on our advertising. 
Watch next week’s issue of this paper. 
We are going to tell you something 
interesting. 





The Preston B. Keith Shoe Company 


Brockton (Campello Station), Mass 


299] Broadway Room 415 207 Essex Street 
N.B.—Interest Yourself in Unlocked Process Shoes 








MISCELLANEOUS 


MISCELLANEOUS MISCELLANEOUS 




















Every Shoe Store Needs 


a pair of 


“MANCHESTER” 


(Trade Mark Reg. U. 8S. Pat. Off.) 
CURVED JAW CUTTING 





_——— 











YaHD PHN 


NIPPERS ° 


The only nipper 
made which is just the 
right shape to cut out 
tacks on the inside of 
shoes. 


‘‘Manchester”’ 
Trade Mark Reg. U.S. 
Pat. Off. 


nippers are made of 
high-grade tool steel, 
nickel plated with a 
curved jaw that ena- 


tacks close to the in- 
sole. 
Be sure and specify 
“MANCHESTER” 
curve jaw when order- 


ing. 
Write us direct if 
your dealer cannot sup- 


Price, $4.50 


Frank W. Whitcher Co. 


Patentees and Manufacturers 


Branch 


Cc 
Boston, Mass. 323-325 W. Lake St. 


bles you to cut the . 


G 
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Milbradt Rolling “F monte 
» 4 US. ; 

HEEL and 

COUNTER 
SUPPORT 


Ladders 
Without : 4 a, *... to 


Prevents the Counters at Boots ‘sna 
Shoes from ty | Over. 

plied. No Repair reel e ee 
be without them. 
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tt 
Hi 
gies 
sila 


mH 
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guaranteed. io eceteaencaanaeeeneene 

Write for our latest oa The New Improved 

showing ip stn ot tae “E,W.” 

wer" ae SHOE STRETCHER 

adt rill adjust counters or stretch 

Manufacturing Ce. y BP By S 9 | 

2410 N 10th St sizes: “Biiases 18 to men's 12 
St. Louie, Me. qupane Ge baed.and ar af tie to 


= erentee height or wid 
x. -00 each. 
F. W. WHITCHER CO. 











Wanted at Once 











Bosten 
for Department Store and 
for Cash ~— 
Manufacturers’, Retailers’, or Sur-- 
plus Stocks of : WANTED TO PURCHASE 








SHOES CASH PAID| 


No Quantity Too Large. Short 


Leases Taken fer ghee stares or sursien cteche of chews 
GLOBE MDSE. CO. oan. We wih donb @ representative te 
: investigate and make offer upen request. 


Indianapolis, Ind. M M ‘le Co 
New York Office ax Kalter ercantile 6 
23 Lispenard St., New York City 591 Broadwa New York City 
Merchandise of Ali Kinds Purchased Phone Spring 4573 
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page per issue: 
Space 1 time 
1 inch... 





“Recorder” rates for space less than one-eighth 


7times 153 times 
.. $4.00 $3.00 $2.75 
2inch..... 8.00 6.00 5.25 
3 inch... .. 12.00 9.00 7.75 
4inch..... 15.00 12.00 10.00 


Payment in advance is required, except when regular advertisers, as amounts are too small to open accounts 


CLASSIFIED AND OPPORTUNITIES DEPARTMENT 


OSITIONS WANTED. Three cents per word for 
Minim 


um amount accepted, 
vertisements, five cents per w for insertion. Minimum 
52 times amount accepted One Ads under this Saomeng oe = 


26 times 
$2.50 $2.00 


4.75 4.00 tisement for address. advertisers desire replies forwarded direct 
7.00 6.00 to their address, each word of the address must be counted in the 
. . advertisement and paid for accordingly. Answers to ads. must be sent 








9.00 8.00 under Detter 


up to five o’clock Tuesday P.M. When adv 
of this 


sixty cents. For other “Want” ad- 


answers to 
twelve words must be allowed in each adver- 








SALESMEN WANTED 


SALESMEN WANTED 


LINE WANTED 





ALESMEN WANTED—Experienced men with 
established trade to carry ‘Federal Shoes for 


Boys.” Unusual line; in stock; commission only. 
Territories open: Ohio, Wisconsin and Illinois 
without Chicago. Address in confidence, giving 


details of experience. Federal Shoe Co., Lowell, 
Mass. 


TORK SHOE SALESMAN—For high-grade 
“Made in Milwaukee” line of men’s and 
boys’ work and semi-dress shoes. Have open 
northern half Illinois, Louisiana, Virginia and 
Maryland. Business establi Cc issi 
basis only considered. One hundred per cent gain 
in business 1918. Building new factory. Great 
portunity. Luedke Schaefer Shoe Co., Sales 
Ma anager, Milwaukee, Wis. 





ALESMEN-—Side line, 6 samples, stitchdown 

shoes, sandals and play oxfords, for all terri- 
hy on per cent commission. Write or apply 

aie »erg & Son, 587 Hudson Street, 
Yout City. 


N Eastern concern, making a good line of 

growing girls’, misses’ and children’s McKay 
shoes, has the following territories open for wide- 
awake salesmen, to call on good retail trade: 
Indiana, Illinois, Wisconsin, Minnesota, Iowa, 
Arkansas, Oklahoma, Nebraska, North and 
South Dakota and New Mexico, 6 per cent com- 
mission paid. Address B264, care Boot and Shoe 
Recorder, 207 South St., Boston, Mass. 


UTSIDE SELLING—Metropolitan retailer de- 
sires active, experienced salesmen to develop 
resort and college trade. Superior shoes at medium 
prices, not handled before on the road. Unques- 
tionable proposition. Send full details of experi- 
ence and your proposition, in confidence. Address 
B265, care Boot and Shoe Recorder, 207 South St., 
Boston, Mass. 
OAD SALESMEN—Following States open: 
Indiana, Iowa, Missouri, Kansas, Oklahoma, 
Arkansas, Texas, Michigan and some Southern 
territory. Chicago exclusive children’s house. 250 
numbers, stocked in widths, turns, McKays, welts, 
po wl to young ladies. Established trade. 


GALESMEN WANTED—Any one calling on the 
retail shoe trade can earn good money as a 
side line on a well-advertised article. Nosamples— 
only 1 photograph to carry. Liberal commission. 
Write for particulars, The Oscar Onken Co., 11 
Wt. 4th, Cincinnati, O. 


Wanted — Innersole Salesman 

A concern cutting Oak and Union bellies 
into Men’s Innersoles desires to obtain the 
services of a man familiar with the shoe 


manufacturing trade using Men’s grain 
Innersoles. State full particulars in first 
letter. All correspondence treated confi- 
dentially. Address B263, care Boot and 
Shoe Recorder, 207 South St., Boston, Mass. 








HUSTLING shoe salesmen wanted in every 
state of the Union to carry on the side a 
staple line of men’s waterproof wood sole 
shoes. 11 per cent commission—no advances. 
An in-stock line that sells quickly with a good 
profit to the retailer. od 2. stating 
—— desired, and all possible information 
‘o- M. BROWN’S SONS CO., 
ince AMDEN, N. J. 














POSITION WANTED 


STENOGRA| PHER, young man, 25 years, desires 
to locate with concern that offers good = 
ment. Eight years’ business experience. 

B255, care Boot and Shoe Recorder, 207 South St,. 
Boston, Mass. 











HELP WANTED 





pplicants interested in a first-class 
oR a successful and progressive house, state age, 
territory covered and wanted, past connections. 
Sinbac, The “Healthy-Fut” Line, 211-215 W. 
Monroe St., Chicago. 


GHOES— Wanted by Brooklyn shoe manufacturer, 
manjto take charge of order and production 
department. Must thoroughly experienced, 
preferably one who has had experience in sales 

t. In replying, state age, salary ex- 





SHOE 
SALESMEN 


Nationally known rubber manu- 
facturing company wants serv- 
ices permanently of several high 
grade shoe store managers or 
traveling salesmen for city and 
territorial sales work. Extended 
retail management or wholesale 
shoe selling experience essential. 
Assignments to be made for New 
York, Philadelphia, St. Louis, 
Atlanta and vicinities. Give 
complete account of experience. 
Replies confidential. Address 
B260, care Boot and Shoe Re- 
corder Pub. Co., 207 South St., 
Boston, Mass. 








pected and past experience. Wichert and Gardiner, 
Atlantic and,Schenectady Aves., Brooklyn, N. Y. 


ALES MANAGER-ORGANIZER WANTED 
at ne experienced shoes—rubbers; of 
Ro character, reputation. Our $3,000,000 Sales 
lan, Patents, Proven Market, eliminates _com- 
geen. Unlimited pay to sales producer. Write 
iences—references—held strictly confidential. 
Address K144, care Boot and Shoe Recorder, 127 
Duane St., New York. 


WANTED 


A capable man with first-class 
selling ability, and, if possible, 
experience with some _ rubber 
company, whereby he has gained 
a knowledge of how to market 
and distribute a fibre or rubber 
sole. Splendid opportunity, and 
all communications will be held 
confidential. 


The Norwalk Tire and Rubber Co. 


Norwalk, Conn. 














Hg my wants line of good shoes for New 
Jersey. Has es ished trade. Address K142, 
— and Shoe Recorder, 127 Duane St., New 


GNAPPY ‘manufacturer’ 's dress welts and felt line 
po. ———- basis. Excellent representation 

ured. rritory Ohio and Western é 
y= > se 28s, ‘The Arcade, Cleveland, Ohio. 











FOR RENT 


- For Rent! 
Shoe Department 


For Men, Women 
and Children - - 


IN 
“Hirsch’s” 


Tt most progressive wearing 

apparel Department Store in 
America. 

Only a live wire considered—one 

with enough backbone, ability and 

finance to do a big business. 


L. W. Hirsch Co. 
923-25-27 Market St. 
Phila., Pa. 



































FOR SALE 


FoR SALE—Shoe department in one of the 
largest department stores in the State. Located 
in Central New Jersey, in a town of 125,000 — 
lation. Address B261, care Boot and Shoe 
corder, 207 South St., Boston, Mass. 


FoR SALE—Lease of shoe department in one of 
New Jersey’s largest department stores. Ad- 
dress B262, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
@ALE OF GOVERNMENT-OWNED MUN- 
SON-GOODYEAR SHOE LASTS.  Specifi- 
cation No. sy e. ag aed at a fixed price of 
30c per pair F. O. B. Zone Supply Offices, ‘ton, 
New York, Philadelphia, Chicago, St. Louis, San 
Francisco and Atlanta, where they may be in- 
. Sizes 5 to 14; widths A to EE, inclusive. 
ull pastionions and +" can be obtained 
upon application to War t., Surplus Property 
Div., Munitions Bldg., Washi m, D. C., refer 
to S. P. D. No. 238 C. E. 











TO INVEST 





WELL known shoe buyer will invest up to 
$10,000, wants to make connection with live- 
wire salesman who will invest equal amount to 
establish “Jobbing House” either in Boston, 
pong or Detroit, references exchanged. Ad- 

dress B266, care Boot and Shoe Recorder, 207 
South St., Boston, Mass. 
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““Recorder’’ Occupational Bureau for Returning Soldiers and Sailors | 


Lieutenant in the Royal Flying Corps, having served as 
pilot from 1917 in the Flanders and other big drives, has just 
returned from overseas. Attended Dartmouth College for 
two years but left school to enter service. Would like position 
as leather salesman. Address S28, care “Boot and Shoe 
Recorder,”’ 207 South.St., Boston, Mass. 





Having just been released from the U. S. Army am again 
in a position to resume any line of business as a traveling 
shoe salesman. Have covered New Jersey for seven years 
and have an established trade. Am open for a line of good 


shoes, either men’s, women’s or children’s, manufacturers’ 
or jobbers’. Address S-27, care Boot & Shoe Recorder, 
127 Duane St., New York City. 





Just returned from overseas. Have had ten years’ ex- 
perience in the retail and wholesale shoe business. I was 
just about to make connections to go out on the road with a 
line when the call toservicecame. I would like to travel for 
some reliable shoe manufacturing concern, but if same is not 
available would take a position in a sample room, or inside 
selling line. Address $26, care of ‘“Boot and Shoe Recorder”’ 
Publishing Co., 207 South Street, Boston, Mass. 





EXPORT OPPORTUNITIES 


WANTED TO PURCHASE 


WANTED TO PURCHASE 











We quick and pay highest cash price 





Boot, Shoe Manufacturers 


who would be willing to 
supply vamps, uppers, soles 
and heels for Export in large 
quantities, are invited to 
communicate with MEDI- 


and —— stocks of shoes er 


e. 
tity no object. 
80 years our 4 
Bank and mercantile reference. 


BROOKLYN PURCHASING SYNDICATE 
FRANK 


W. 
61e B: ' 
F wea, Deave 














TERRANEAN TRADING 
CO., INC., 29 Broadway, New 
York, who have direct con- 
nections with largest con- 
sumers. 














WANTED TO PURCHASE 








Highest Cash Prices Paid 


for entire shoe stocks. We also 
buy your surplus or slow sellers. 
Quantities no object. Retail or 
wholesale. Short term leases 
taken off your hands. 
ire or Phone us 
Correspondence Confidential 
tablished 1890 


GLAUBERG & CO. 
401 Broadway, New York 


Phone Canal 4119 


We also purchase clothing, 
hats, furnishing goods, etc. 





We Buy for Cash 


Manafocterers’. er and 

etailers’ Surplus Stocks, Jobe, 
Closeouts 4 

NO QUANTITY TOO LARGE 
We also purehase entire stocks 
from retailers or manufactur- 
ers. Send us particulars of 
what you have for sale. 


Short Term Leases Taken 
We pay Highest Cash Value 


VAN PRAAG & CO. 

Shoe Dept., Martin Posner, Manager 

587 Broadway, New York, N. Y. 
Telephone 2 





248-2249 Spring 











MISCELLANEOUS 














WANTED FOR EXPORT 


Sellers 
YOUR | eer wey et Numbers 
Susie Stocks 
FOR CASH 
NEW YORK EXPORT 
PURCHASING CORPORATION 
515-517 Broadway, New York City, N. Y. 














No matter what policy you may pursue 
im selling to the shoe trade, nevertheless, 
yeu need the “BOOT AND SHOE 
RECORDER” all the time. 
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NATIONAL 
SHOE 
PLATES 


3 sizes for all Shoes 
Easy to drive on. 
Hard to wear off. 
Made from drawn 
steel. Free sam- 
ples on request. 
Mr. Retailer: Tell 
your repair man to 
put these heel 
plates on your cus- 
tomers’ shoes. If 
your jobber can’t 
supply you, 
WRITE US 
Immediate deliv-|. 
eries 


NATIONAL SHOE 

PLATE MFG. CO. 

1248 West Third St. 
Cleveland, O. 

















SHOE RECORDER 


urpose, to 
f the retail 
is the basic roblem upon 
distribution 


Canadian, $5.00. Foreign, $7.50 
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THE RECORDER CREED: Getting More Shoes Sold Right; not only “more” but “right’’; sold for bes right 
the right wearer, in the right fitting, for the right price, at the right ee. This is the t prob .m o 
shoe merchants. The chief pur of the “Boot and Shoe Recorder” is to ~ solve it; for t 
which depends the progress of the entire allied industries > seinting to shoes and leather; their pr 
Annual subscription in United States, $3.50; per copy, 25 cents. 
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Among business men of standing, 
the written or spoken word is scru- 
pulously adhered to. We feel the same 
degree of concern to live up to what 
we say in our advertisements of 
Standard Kid. 


We recognize that it is the only way to obtain and retain your 
confidence. 
While our advertising is intended to secure for Standard Kid the 


recognition which we believe it deserves, we realize that it is not our 
opinion but rather your opinion of Standard Kid that counts. 


We have the assurance of discriminating leather buyers in practically 
all countries that Standard Kid is good, that the price is reasonable, 
and that the grading is accurate and uniform. 


Color !8 Field Mouse 
Color 8 Gray 


are in good demand for next Fall styles. 


Inquiries Solicited 


STANDARD KID MFG. CO. 


MANUFACTURERS OF BLACK AND COLORED GLAZED KID AND PATENT KID 


207 SOUTH STREET, BOSTON, MASS., U. S. A. 
NEW YORK OFFICE, 610 TRIBUNE BLDG. 


Factory, Wilmington, Del. 


AGENCIES 
CHAS. A. BRADY, ROCHESTER, N. Y. F. W. BAILEY & CO., ST. LOUIS, MO. 


I, LOUIS POPPER, CINCINNATI, OHIO. GEO. A. McGAW, CHICAGO, ILL. 
PIERRE BLOUIN, QUEBEC, CANADA 


| st NDARE 
Chay 


GUARANTEED SELECTIONS 










































Right off the reel | 


aman The outfit costs $22.75. Choice of colors mummnnm 













is the proper way to sell shoe laces! 


This method saves you cost of Tipping, Pairing, Banding, Boxing and a good 


many yards of braid. 
The braid outfit shown here contains seven 200-yard reels of assorted on 


which permits you to give the service of a $196.00 stock of Shoe Laces. 











Lack MAMOGANY 
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Patent Pending 


The Braid used for these Reels is a high grade Mercerized 
Sample order, 200 yard, single Reel round braid, $3.25 
Flat Braid, single reel, $3.75 


Colors, White, Black, Fawn, Mahogany, Bronze, Pearl Gray, Dark Gray, Medium 
Gray, Castor, Tony Red 


Tipping Tool, $2.50. Tips come in three colors (black, brown and nickel) 
Box of 500 tips, any color, 30c. Complete outfit Braid, tips and tipping 
tool, $26.15 


RITE-AWAY REEL OUTFITS 


MANUFACTURED BY. 


143 Federal Street 


H. W. Ramsay & Company foston’ mass. 
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1017 Flatiron Building 














HE “THOMPSON” Shoe is successfully meeting the new 
test of shoe value. Many men now make a single pair of 
shoes answer for the two pair they used to buy, when con- 


ditions were different. 


If men pay more they wish to get more and thus it is that new 
dealers and their customers have been won over to The “Thomp- 
son’’ Shoe. 

The “Thompson” Shoe gives a man his 
money’s worth. Hundreds of thousands of 
men know it and just as many thousands 
have something yet to learn. 


Make a selection from the choice 
styles Thompson salesmen can show 
you and sell the great 
untouched market. 
You can’t begin to real- 
ize the profits easily 
made by so doing. 









THE THOMPSON “BRAT” 


HOMPSON BROS. IN(- 
MEN’S FINE SHOEMAKERS 
BROCKTO N 


BOSTON CHICAGO 


207 Essex Street 
Address all Communications to Brockton (Campello), Mass. 








NEW YORK 


_ 85 South Dearborn St. 
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Style No. 719 


A Havana Brown 
Kid 9 inch Lace Boot 
with Brown Cloth 
Top, built on our new 
112 last, 
which car- 
ries a Louis 


heel. 
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The buyers of Johnson Bros.’ shoes 
can well afford to become enthusi- 
astic over the styles our salesmen 
are now showing for Fall. The shoe 
illustrated above represents just one 
from many clean-cut smart styles 
that are backed (as ever) by John- 
son Bros. skilled workmanship. 


Mag de in He, Pre 


“Tree Sta te 


JOHNSON BROS. SHOE MFG. CO. 
Hallowell, Maine. 
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NUBUCK 


Registered U. S. Pat. Off. 
Shenson is an insistent, heavy 


demand for grey suede shoes. 


This demand is beyond question 
reflected in the steady call for— 


Taupe NUBUCK Color No. 18 
It is a known fact that NUBUCK 


absolutely dominates the suede 


field. 
Can there be any doubt of the 
merchandising value of high grade 
footwear made with genuine 
NUBUCK ? 

Originated and tanned exclu- 
sively by 


A. C. Lawrence Leather Co. 
161 SOUTH ST. BOSTON, MASS. 


New York Chicago Rochester St. Louis 


| Cincinnati Gloversville 
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No. 952. BOULEVARD LAST 


Men’s Government Brown u 
on the Boulevard Last. 
Leather counters. 
lined. Leather top facings. In stock A, 
D, widths. 


April 12, 1919 


leather Bal 
Single Leather Sole. 
Full sized tongues, fleeced 


B, C, 


Price $4.85 less discount. 












































An English Type of Shoe Strongly Appealing 
to Iwo Distinct Fields of Trade 


On the contrary your sales opportunities are in- 


Possesses every stylish mark of an English last but 
has such modifications in modelling as will adapt it to 
the requirements of men who cannot be fitted in the 
more extreme English patterns. — 


We do not wish you to form the conclusion that its 
sale is limited by the changes which have been effected 


in last design to secure this shoe. 


creased, for you can serve the man who has 
wanted an English style and had to pass it up because 
he could not get fitted, and the man who can wear 
English styles and prefers them to all others. 


Taking its moderate cost into consideration, you 
are afforded the chance to retail it at a price which alone 
should widen your market, with favorable profits to 


you. 
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J. W. CARTER CHICAGO COMPANY 


Chicago Avenue and Green Street 
CHICAGO, ILLINOIS 
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‘There's all the individuality * style possible to get into 


women’s shoes — 


There’s the exclusive : “GLOVE GRIP” features which 
guarantee unparalleled fitting and comfort qualities — 


‘There's the universally popular O'Sullivan’ Rubber Feels 


—which save your energy. 


These are the features that dealers capitalize me ‘success. ay 








¢ One thing more—Arold workmanship. This contributes © eps eee 
{ po le ne qualities of trade built up on the “GLOVE” cs be Ee 
GRIP” line ky an r 








Price of model S 703 is $5.60. Catalogue of all stock styles in the “Glove Grip”’ line sent on request. 
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WHITE BUCK AND CANVAS CLEANER 


A thorough cleaner. Not a whitewash. 
Will renovate equal to new. 

344 oz. size (folding box), $12.00 per gross, 
$1.05 per doz. 5 oz. size (next box), $21.00 
per gross, $1.80 per doz 


GRIFFIN MFG. CO. 


69 MURRAY ST. 
NEW YORK, U.S.A. 








ing Demands to Come 


The two Griffin dressings described here will meet the needs 
of the majority of your customers during the Spring and Sum- 
mer months. They are designed particularly for the shoe 
materials that will be most generally worn. 





Of course they are representative of the Griffin quality, and 
that means that they will do the maximum of work and give 
absolute satisfaction. 


If these should not meet with the requirements of YOUR own 
trade, write us, for we have “A Dressing for Every Shoe’ and we 
can supply YOUR need no matter what it may be. 


All goods shipped F.O.B. 
New York. On orders of 100 
lbs. or over (which would take 
in one gross of the small or 
large buck and canvas cleaner, 
or one gross of the Lotion 
Cream 3 oz. size) we make 
an allowance of 75c per 100 
Ibs. If the rate to your 
city is less than this, we 
would pay the entire 
charges. If more, this al- 
lowance would be deducted 
from the actual rate. 


linycaead 





LOTION CREAM 


In white, black, light tan, Havana 
brown, dark brown, light gray and dark 
Feather. Cleans, softens and polishes all kid 
Contains no ee acids. 
It is to the leather what cold cream 
te skin. 3 oz. Size, 820.00 per eros, 
$1.75 per doz. 8 oz. size, $3.00 
30c each. Quarts 90c each. tea? Galton 
31, 70 each, Gallon $3.25 each 
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John Kelly 


Shoes “”r Wo 


men 


For “*ifty years 
have adhered_. 
steadfastly to the 
fughest standard 
of style, materials 
and craftsman— 
Shrip. 


Jhat is wAy the 
name ‘John Kelly 


Aas become . 


S us with. 
YRS 


“Jhose Better Shoes” 


John Kelly Inc. 


ROCHESTER NY 


NEW YORK CITY : Room 105 Grahen~ B 
Church & Duene Sts, Mr John C Halli welt 
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The music worth paying for 


In Germany they heard the hum of our factories even | | 
above the roar of our guns. Our overwhelming prepara- | 
tions wilted the Hun spirit — the war collapsed. 


Now when industry must. be paid — when it is time to 
lend again— remember if we had not spent these dollars 
we would still be ang © lives. How much will you 


subscribe ? 











Space contributed by 


Th; ey ” 
cep BOOT & SHOE RECORDER PUBLISHING CO., 
utton BOSTON, MASS, 


Prepared by American Association of Advertising Agencics cooperating with United States Treasury Department 














April 12, 1919 BOOT AND SHOE RECORDER 


LEVOR 
GRAIN 
KID — 
THE WHITEST 
WHITE 


IN THE 
SPOTLIGHT 


Stands the rays 


of investigation 
yo) Ga 4 ©) 08 Sas 8 09 (6950310) 2S. 
Also the leading colors” 2 


G. LEVOR & CoO. Inc. 


MANUFACTURERS 


GLOVERSVILLE, N. Y. 
NEW YORK, 88-90 GOLD ST. 


ST. LOUIS-LEATHER EXCHANGE BUILDING BOSTON-145 SOUTH ST. 
JOHNSON, STEPHENS & PATTON LEATHER CO. THE G. LEVOR COMPANY 
MILWAUKEE — A.R. MILLER COMPANY 
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LEATHERS 


For Fall and Winter 


1919-1920 
MANDARIN SIDES— 


A chrome tanned side leather made in a glazed 
and boarded finish and offered in two colors. 


Mandarin Sides are strikingly attractive and of 


the highest integrity. They are designed to 
meet the call for fine shoes that can be sold at 


VIKING CALF 
A strong grained mellow calf 
skin that is moisture-repel- 


lent. This leather does not . 


peal or chip and is especially 
adapted fora high grade shoe 
for Fall and Winter wear. 
Viking Calf is favorably 
known and universally used. 
It takes a brilliant polish 
and is offered for the coming 
season in five colors and 


black. 


prices demanded by the great majority. 





NORWEGIAN VEALS 


One of Gallun’s specialty 
leathers—a heavy, rugged, 
high grade leather for storm 
and street wear. 

The texture of this leather is 
unusually fine and it is suit- 
able for both men’s and wo- 
men’s shoes. 

Norwegian Veals will be 
found in the lines of discrimi- 
nating shoe manufacturers 
making a quality shoe. 
This leather is produced in 
two colors and black. 





A. F. GALLUN & SONS CO. 


MILWAUKEE, WISCONSIN 
A. F. GALLUN & SONS, INC. 


H. A. ELY, Manager 11 East St., BOSTON 
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READY 
NOW! 


THE “DALTON” BOOK 
SHOWING THIS SEASON’S 
TAKING STYLES FOR 
IMMEDIATE DELIVERY. 





You Will Want Some of 
the ‘‘Dalton’”’ Trade Winners 
For Your Easter Business 


Send For the Book. It Will 
Help You Makea Selection. 


The Dalton Company, Inc. 


Men’s Fine Shoes . 
BROCKTON, MASSACHUSETTS 


BOSTON NEW YORK CHICAGO 
183 Essex Street 651 Marbridge Building 1415 Great Northern Building 
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MAKES SHOES BETTER, SAVES 
TIME AND MONEY, OVER- 
COMES WELTING TROUBLES, 
INCREASES STRENGTH WHERE 
WELT AND UPPER MEET, GUAR- . 
ANTEES SHOES OF UNIFORM = 5 ann’ D0 7D. LENGTHS 
QUALITY, SAVES CHANNELS ; f 

FROM BEING KNOCKED DOWN. _ ING TAPE alivageroned ere NSB 
MOST DEPENDABLE WAY OF sole as in illustration No. 1 costs very AB 
REINFORCING through use es in illustration News E 
INNERSOLES can be had at an insignificant price. vA: 


All stitching is flush with innersole 
surface. The tread remains smooth. It 
may be covered as illustrated in No. 2. 






















It provides for a tight in-seam, 
and when applied to straight 
Goodyear innersoles overcomes 
wiper troubles you have with 
No. 5 lasting machines. 
By reinforcing the toe with 
“PANCO” REINFORCING 
TAPE as in illustration No. 3 
the machine cannot force back 
the lip and substance between, 
thereby creating weakness where 
the shoe should be strong. 


Write us relative to price 
and our special trial offer. 











= | XS | 
PANCO RUBBER 


COMPANY 


CHELSEA - MASS. 
U.S.A. 


SHERBROOKE, QUEBEC, CAN. 
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TANNERY AND GENERALOFFICES 
THE OHIO LEATHER. CO. 
GIRARD OHIO. 


BOSTON 


THE OHIO LEATHER CORPORATION 
33 SOUTH ST. 


NEW YORK 
OSCAR SCHERER AND BRO. 


29 SPRUCE ST. 


HARRISBURG 
S.B.ROMBERGERS SONS CO. 


65 SO. TENTH ST. 


MILWAUKEE 
A.R.MUELLER COMPANY 


258 4TH ST. 


ST.LOUIS 
JOHNSON-STEPHENS £ PATTON LEATHER CO. 
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1602 LOCUST ST. 
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PHILADELPHIA MADE 


CHILDREN’S TURNS 
3 W’S LENOX 
IN STOCK 


Peggy Last, Like 


Illustrations 


Putting our factory 
on a large volume 
basis permits us to 
offer beautifully made 
kacks and wedge heels, 
children’s turns, at 
the following attrac- 





tive prices: 
7559 Black Kid Stock Tip, Button, Regular Cut, No Heel, 1 to5,D.............. $1.40 
7558 Black Kid Stock Tip, Button, Regular Cut, Wedge Heel, 4 to 8,D........... 1.60 


7505 Pat. Vamp Dull Top, Plain Toe,Button, Regular Cut, No Heel, 1 to 5, D.... 1.40 
7504 Pat. Vamp Dull Top, Plain Toe, Button, Regular Cut, Wedge Heel, 4to8,D.. 1.60 
7597 Gun Calf Dull Top, Plain Toe, Button, Regular Cut, No Heel, 1 to 5, D.... 1.40 
7596 Gun Calf Dull Top, Plain Toe, Button, Regular Cut, Wedge Heel, 4 to 8, D.. 1.60 


7543 Cordovan Kid, Tip, Button, Regular Cut, No Heel, 1 to 5, D.............. 1.60 
7542 Cordovan Kid, Tip, Button, Regular Cut, Wedge Heel, 4 to 8, D.... ..... 1.85 
7587 Brown Kid, Plain Toe, Button, Regular Cut, No Heel, 1 to5,D ............ 1.60 
7586 Brown Kid, Plain Toe, Button, Regular Cut, Wedge Heel, 4 to 8, D........ 1.85 
7553 Pat. Vamp, Champaign Kid Top, Milo Button, Tip, No Heel, 1 to5, D...... 1.50 
7552 Pat. Vamp, Champaign Kid Top, Milo Button, Tip, Wedge Heel, 4 to 8, D.. 1.90 
7551 All Champaign Kid, Plain Toe, Milo Button, No Heel, 1 to5,D............ 1.85 
7550 All Champaign Kid, Plain Toe, Milo Button, Wedge Heel, 4 to 8,D........ 2.15 
7515 All White Buck, Plain Toe, Milo Button, No Heel, 1 to5,D.............. 1.50 
7514 All White Buck, Plain Toe, Milo Button, Wedge Heel, 4 to 8, D............ 1.75 


WE WILL HAVE THE ABOVE SHOES IN 
PONY CUT LACE IN STOCK IN FOUR 
WEEKS AT SLIGHTLY HIGHER PRICES 


WEIMER, WRIGHT & WATKIN CO. 


| 
. 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 
| 





MANUFACTURERS 
| PHILADELPHIA [2°CK DEPARTMENT 
i == ¢ <2 : —— 4 $ a fe fe 
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HALLAHAN & SONS, Inc. 


W ashington Ave., 10th to 11th Sts., Philadelphia 


Marbridge Bldg., 34th St. and Broadway 


April 12, 1919 


A Shoe Editorial 


The new suits and frocks worn by well 
dressed women give an opportunity to 
display to advantage the new low shoes. 


It is a season of smart pumps, attrac- 
tive Colonial effects and Oxfords with 
the feminine touch more pronounced. 


Black and brown glace kid are most 
popular now in walking Oxfords—later 
on, white calf and white Oregon cloth 
Oxfords will be in great demand. 


Patent leather has come into its own 
again and the newest pumps are made of 
this beautiful leather. 


The Alamo pump (improved Colonial) 
is the season’s greatest success. Scar- 
city of fine leathers and existing labor 
conditions are responsible for the ad- 
vancing cost of shoes. 


The situation is growing more acute 
and it will be well for merchants to an- 
ticipate as soon as possible their require- 
ments for Autumn, 1919. 


Westra 


Makers of High Grade Shoes for Women 


Chicago Office 
Duncan Brothers 


New York Office 
L. M. Gerson, J. R. Varley 


London Office 
Henry Bolton, Milton House, Chiswell St. 
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Style 21 


Alamo Pump 


(Improved Colonial) 

Patent leather of highest grade, 
small tongue with jet finished slide, 
light welted sole, mockturn edge, plain 
toe, 2% celluloid finish wood Louis 
heel, 845 last. Price $6.75 





Style 17X 


Black Glace Kid 
Walking Oxford 


Of finest quality, circular vamp lace 
oxford, straight tip, flexible welted 
sole, 875 (Briarcliff) last, 134-inch 
leather heel. Price $6.00 


BOOT AND SHOE RECORDER 


Ready to Ship 


May 5th 





Style 10 


Patent Leather Dress Pump 


Of finest quality, beautifully made 
turn sole, 2% celluloid finish wood 
Louis heel, aluminum plate, light- 
colored kid quarter lining, 860 (Bel- 
field) last. Price $6.00 


All Stock Shoes Sold 
Net 30 Days 


Following Sizes and Widths 
Carried in Stock 


AAA 4% to 8 A3 to8 
AA3%to8 BC & D 2% to 8 


2. om : oD 
PEPER Er Se 


Style 20 


Madura Brown Kid 
of Highest Grade 


Alamo pump (improved Colonial), 
small square tongue with covered 
leather slide, light welted sole, mock- 
turn edge, 2% wood covered Louis 
heel, plain toe, 845 last. Price $7.50 





Style 23 
Finest Madura Brown Kid 


Circular vamp lace oxford, light 
welted sole, mockturn edge, 214 cov- 
ered wood Louis heel, 866 (Saratoga) 
last, brown kid quarter lining, five 
blind eyelets, plain toe. Price $7.50 


Send for new illustrated booklet of in-stock styles 
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A THRIFTY LEATHER FOR ALL CONCERNED 


NOVILLA KID 


When a shoe is attractive it secures attention in your window. 


That is the first step towards the sale. Novilla Kid makes shoes that are not only attrac- 
tive, but are soft, comfortable and unusually durable for kid shoes. 


NOVILLA KID DOES NOT SCUFF | 


Made from light weight sides, it is more economical and is the ideal leather for moderately 
priced, first class dress shoes. 


For Men’s, Women’s or Children’s. 


Demand it for your own as well as your customer’s sake. 
MADE ONLY BY 
CASTLE KID COMPANY - - Camden, N. J. 
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McKays & Welts 


Cotter’s is primarily a big city 
line—possessing the smartness, 
value and turn-over qualities 
insisted upon by large retail 
operators. 

















Cotter shoes are the product 

of economic factory manage- 

ment—you can depend upon 
~ them. 
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Lynn, Mass. 
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’ Guaranteed for 75 Days! 
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BUY NOW —AT THESE PRICES! 


Dark Brown Button 


793 — 5-8, spring heel... ...$1.75 
794—8 14-11, spring heel... ... 2.00 
795—1114-2,; medium heel.... 2.25 
Dark Brown Blucher 
i ee 
797—8W-11............0040. 2.00 
T9O—1134-2...... 2 0 eee ee BBS 


COMPLETE STOCK READY 
Your Order Will be Shipped IMMEDIATELY 


a 
_ 
ase 


Don’t overlook these great 
trade-builders — order today! 


208 W.LAKE ST. 


= The extra weight chrome soles of these 
; | shoes for boys and girls are warranted 
ny against tearing for 75 days! The best 
selling children’s shoe on the market! 
Value unequalled anywhere. Increas- 
ing sales in many stores. Areal, genuine, 
profitable line for wide-awake dealers! 


_ TRED -LITE 
> STEPPERS 


s 
oo 
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Black Button 
805 — 5-8, spring heel...... $1.75 
806—814-11, spring heel...... 2.00 
807—1114-2, medium heel.... 2.25 


Black Blucher 


- soa lean grey. ACEO 
809—8)4-11...... 0... ee eee 2.00 
SLO—1136-2..... cee 2.25 






CHICAGO 
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The knowledge of being cor- 
rectly dressed creates a won- 
derful feeling of complete satis- 
faction. 

This spirit is particularly notice- 
able in the younger women. 
The “Walk-Croft” process pro- 
vides a shoe that stimulates 
this feeling in the minds of your 
customers. 

With our salesmen now on the 
road we trust you will not miss 
the present opportunity to in- 
vestigate our splendid propo- 
sition. 

A “post card” to us and we will 
do the rest. 


W atch for the next one! 


wager, BANCROFT WALKER COMPANY “sxomee 


MASS. RICEBUILDING 


MAKERS OF SMART SHOES FOR WOMEN 


“Walk-Croft” prices and styles are especially interesting to large dealers and department store buyers. Sold unbranded if desired. 
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Reduced reproduction of 
advertisement appearing in 
national women’s publica- 


tions for April. 











born with; preserocs the hght, youthful 
spring of your step. 

The ARCH PRESERVER SHOE is different 
—a shoe that comes up and sluys up to the 
foot arch. 

The new “last” modeling—the wonderful 
new method of construction and the scien- 
tiie system of fitting, insure sound feet 
against broken arches and assist in restor- 
ing health and comfort to reat fect. 


The whole story of this unusual —- asons 
why it has brought — a sppiness, test afhes cy 
and graceful carriage to thundreds a thousands is of 


women pride be nt n as ted space. 


book. Every activ mo onion will want tase ad it to the 


rot ve ore. Mothers will be surprised to learn how much 


troubles of their children. This booklet 1s free. 

Ask for ‘The Story of Beautiful Feet’’ 
WOMEN’S AND Misses’ ARCH PRESERVER SHOES 
for all purposes and every occasion. Made only by 

The Selby Shoe Company 


So we have put this very interesting story ina little & 


oe It is especially interesting to every woman 
ing a boy or girl of her own, or who expects to 2 


The Arch Pieserver chloe 


RE is a shoe that preserctes allthe & 
natural beauty of the foot; preserces ff 
the high, sweeping arch ycu were 


their shoes have to do with the weak ankles and foot Bim 




















Portsmouth, Oho 





Capecsty 10,000 pairs daily of women’s high-grade shoes, 
Litabl . 
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Beauty-then ore =i foot health! 


That's why Sel by Arch Preserver Shoe 


Adver tisinig will 


Selby Arch Preserver Shoes ‘4 not require 
that the wearer sacrifice either beauty or style. 
Appearance is vital in a shoe, and Arch Pre- 
servers are built with this thought in mind. 

But in addition to style they also have com- 
fort, foot health, permanent satisfaction. This 
is the message that we are sending to the 
women of America through our national adver- 
tising campaign in the leading 
publications. 

We are distributing a book- 
let, “The Story of Beautiful 
Feet,” which not only explains 


‘ing business fo you | 
od 


logically the value of such shoes, but also carries 
an introduction (by card) to you. We believe 


this is going a little further than usual in helping - 


the dealer come into contact with prospective 
buyers. 

Selby Arch Preserver Shoes have been a 
decided success for the past four years without 
advertising. 

Now, with advertising, they 
should become the most sought 
for shoes on the market. Write 
us for full information regard- 
ing dealer proposition. 


TRADE MARK REG. US. PAT. OFFICE 


The Selby Shoe Co. °*"" Portsmouth, Ohio 
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THE FINEST AND MOST FLEXIBLE LINE OF BABY TURN SHOES 
THESE LITTLE SHOES ARE MADE IN OUR NEWLY EQUIPPED CRADLE-STEPPER FACTORY 


BELOIT, WISCONSIN 
(FINE TURNS FOR OVER 30 YEARS) 


WILL BE STOCKED JUNE 1 BY OUR ASSOCIATED DISTRIBUTORS IN THE PRINCIPAL 
SHOE CENTERS OF THE WORLD 


ADDRESS ALL INQUIRIES AND ORDERS TO 


_ THE JUVENILE SHOE CORPORATION 








OF AMERICA 
NEW YORK SAINT LOUIS SAN FRANCISCO 
FACTORIES: BELOIT, WIS. 
EXPORT SELLING AGENTS: “ALL’"’ TRADING CORPORATION, CHICAGO, U. S. A. a 
CABLE ADDRESS—*‘ALLTRADING”’ >t 
ue >] .N 
Iv~ Shoe \ 
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FINE SHOES MAKE FINE BABIES 


THE LAST— 


UPPER 


IN SELECTING THE LAST FOR OUR LINE OF CRADLE- 
STEPPERS, THE MOST IMPORTANT FEATURE, OF COURSE, 
WAS THE FIT. WE HAVE DESIGNED THIS LAST WITH A WIDE 
FOREPART, YET A NARROW HEEL SEAT. WE HAVE ONE 
OF THE BEST FITTING BABY SHOE LASTS IN THE COUNTRY, 
A FURTHER IMPORTANT FEATURE OF A LAST IS THE 
APPEARANCE; WE HAVE DESIGNED THIS LAST IN ORDER 
THAT THE STYLE OF THE SHOE WILL SATISFY THE MOST 
PARTICULAR WOMEN. 


LEATHER— 

IN SELECTING UPPER LEATHER FOR THIS LITTLE SHOE, WE 
INSIST UPON STILL BORN CALF AND KID SKINS. THIS GIVES 
A VERY FINE GRAIN AND SOFT LEATHER. 


BOTTOM STOCK— 


WE HAVE SELECTED SPECIAL TANNAGE OF FLEXIBLE 
LEATHER THAT WILL TAKE A VERY TIGHT INSEAM; WILL 
SHOW A VELVET BOTTOM, A VERY GOOD ANTI-SLIP FEATURE 
AND A SOLE THAT IS SO FLEXIBLE THAT YOU CAN ROLL UP 
THE SHOE ON A PENCIL. 


COUNTERS— 


A VERY FINE GRAIN SOLE LEATHER COUNTER THAT IS FIRM, 
YET VERY PLIABLE. 


SOCK LINING— 


AN UNUSUAL FEATURE OF THIS LINE OF SHOES IS THE SOCK 
LINING. WE USE A PEARL SHEEP SKIN; THIS NOT ONLY 
GIVES A VERY SMOOTH INSIDE FEELING, BUT A SOCK LINING 
THAT WILL WEAR AS LONG AS THE SHOE. 


WORKMANSHIP— 


WE DECIDED TO EQUIP OUR TURN PLANT IN BELOIT, WIS- 
CONSIN, TO GIVE US THE BENEFIT OF THE WORKMEN WHO 
HAVE BEEN MAKING TURN SHOES IN OUR JOHN FOSTER 
FACTORY FOR THE PAST THIRTY TO FORTY YEARS. AND WE 
FEEL THAT WE CAN GUARANTEE TO GIVE YOU AS FINE 
WORKMANSHIP ON THESE LITTLE SHOES AS IS PUT ON ANY 
WOMEN’S FINE TURN. 


ui 
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FULL QUARTER CALF 
FEATHER EDGE SOLE 
WHITE CALF 
TAN CALF 
ONE TO FIVE 
B. Cc. D. 
ONE DOLLAR AND EIGHTY-FIVE CENTS 


MANUFACTURED UNDER THE FOLLOWING REGISTERED BRANDS 
KEWPIE TWINS 
PLAY HOUSE 
LITTLE JACK HORNER 
PUNCH & JUDY 
FAIRY TALE 
DIXIE PLAY SHOE 


STEPPERS 








mm 
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PATENT VAMP AND FOXING, CALF TOP 
FEATHER EDGE SOLE 
WHITE CALF TOP 
BLACK CALF TOP 
ONE TO FIVE 
B. C. D. 
ONE DOLLAR AND EIGHTY-FIVE CENTS 


MANUFACTURED UNDER THE FOLLOWING REGISTERED BRANDS 
KEWPIE TWINS 
PLAY HOUSE 
LITTLE JACK HORNER 
PUNCH & JUDY 
FAIRY TALE 
DIXIE PLAY SHOE 
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FULL QUARTER KID 
FEATHER EDGE SOLE 
BLACK KID 
TAN KID 
ONE TO FIVE 
B. C. D. 
ONE DOLLAR AND EIGHTY-PIVE CENTS 


MANUFACTURED UNDER THE FOLLOWING REGISTERED BRANDS 
KEWPIE TWINS 
PLAY HOUSE 
LITTLE JACK HORNER 
PUNCH & JUDY 
FAIRY TALE 
_ DIXIE PLAY SHOE 
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THE JUVENILE SHOE CORPORATION 
OF AMERICA 


NEW YORK SAINT LOUIS 
SAN FRANCISCO 


FACTORIES: BELOIT, WIS. 
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THE MOST FLEXIBLE SHOE IN THE WORLD 
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A 118—Pateni ‘ord, 
18-8 Leather Louis Heel, 
A-D $4.85 


ao * Shoes You Order Se 
the Shoes You Get 


and now is your opportunity to get them by return. They 
are first quality in every detail—style, materials and 


workmanship. 
HARNEY STANDARD THROUGHOUT 


100—9 in. Pat. Lace Boot, Satin Twill Top, 18-8 Lea. Louis, B-C—D. .$5.60 
101—9 in. Pat. Lace Boot, Mat Kid Top, 18-8 Lea. Louis, B-C-D... . $5. 
104—White Nubuck Ox., 18-8 Lea. Louis (sprayed), B—-C— 

105—White Nubuck Ox., 14-8 Mil. (sprayed), B—C-D 

107—Pat. Ox., Satin Quarter, 18-8 Lea. Louis (sprayed), B-—C-D 
108—White Fabric Ox., 14-8 Mil. (sprayed),A-D 

109— White Fabric Ox., 18-8. Lea. Louis (sprayed), A—D 

112—Mat Kid Pump, 18-8 Lea. Louis, A~D 

113—Pat. Pump, 18-8 Lea. Louis, A-D 

114—White Fabric Pump, 18-8 Lea. Louis (sprayed), A-D 

115—Mat Kid Ox.,18-8 Lea. Louis, A-D 

A 116—Gun Metal Ox.,18-8 Lea. Louis, A-D 

A 118—(As illustrated) Pat. Ox.,18-8 Lea. Louis, A-D............... 


In-Stock Terms 2-10 net 30. 


P. J. HARNEY SHOE CO. 


Lynn, Massachusetts 


78 Lincoln Street 


# 
| 
Pe 
4 
4 


Re, — 


ananacaananne 
ase ae 
Rr. 
vie eee 


tar, 








>>> >>>>>>>> 





Factory 
Boston In-Stock etieais 
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RI CE & HUTCHINS 





Men’s High Grade Shoes 


distributed by 


The Rice & Hutchins New York Company 
The Rice & Hutchins Atlanta Company 
The Rice & Hutchins Cleveland Company 
The Rice & Hutchins St. Louis Shoe Company 
The Rice & Hutchins Baltimore Company 
The Rice & Hutchins Chicago Company 
The Rice & Hutchins Cincinnati Company 
The Atlas Shoe Company, Boston, Mass. 
Joseph I. Meany & Co., Inc., Philadelphia, Pa. 


Rice & Hutchins, Inc., 
20 High St., Boston, U. S. A. 


























